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Our  Test  Alliance  checks  out 
three  help  desk  products. 
Page  47. 


Beware:  Extras  boost 
switched  network  costs 


By  Jodi  Cohen 

Atlanta 

While  show-goers  here  at  Net- 
World+Interop  were  no  doubt 
excited  by  the  number  of  LAN 
switches  on  display,  they  should 
keep  in  mind  much  more  than 
the  base  price  when  tallying  the 
real  cost  of  operating  a  switched 
network  environment. 

But  those  added  costs,  mostly 
for  new  management  software, 
could  be  more  than  offset  by 
efficiencies  from  a  new  wave  of 
Remote  Monitoring  (RMON)- 
based  switch  management  tools. 

Before  RMON  saves  any  dol¬ 
lars,  though,  net  managers  must 
first  deal  with  a  few  unpleasant 
surprises. 

“Some  customers  are  going 
to  be  caught  short.  There  is  more 
involved  than  just  dropping  a 


MANAGEMENT  CHECKLIST 

Don’t  overlook  these  factors  in  figuring 

out  the  cost  of  a  switched  network. 

►  Traffic  analysis  and  modeling 
tools 

►  End-to-end  monitoring  tools  to 
manage  switched  and  shared 
nets  from  the  same  platform 

►  Ongoing  baselining  and 
measurement  tools  to  ensure 
quality  of  service 

►  Virtual  LAN  management 
applications 

►  Remote  Monitoring  support 

SOURCE:  STRATEGIC  NETWORKS,  R0CKP0RT,  MASS. 


switch  in  where  you  had  a  hub,” 
said  John  McConnell,  president 
of  McConnell  Consulting,  Inc.  in 
Boulder,  Colo. 

Unlike  a  hub  port  that  pro- 
See  Costs,  page  69 


Cisco  scratches  switch  itch  -  again 

By  Jim  Duffy 

Cisco  Systems,  Inc.  has  reached  deep  into  its  pocketbook  for  the 
fourth  time  in  two  years  to  buy  a  network  switch  vendor,  this  time 
grabbing  fast  Ethernet  pioneer  Grand  Junction  Networks,  Inc. 
for  $348  million. 

Grand  Junction  gives  Cisco  a  much-needed  offering  at  the 
desktop  level.  Cisco  already  owns  a  switch  collection  that 
stretches  from  the  workgroup  to  the  backbone,  thanks  largely  to 
its  previous  purchases  (see  graphic,  page  70) . 

See  Cisco,  page  70 


Microsoft  wants  it  all 

Internet  market  braces  for  onslaught  of  Microsoft  browsers,  servers  and  standards. 


By  Ellen  Messmer 
and  Peggy  Watt 

Atlanta 

Though  initially  slow  to  recog¬ 
nize  the  Internet’s  potential, 
Microsoft  Corp.  has  turned  its 
gaze  upon  that  kingdom  and 
now  hopes  to  set  the  pace  for 
software  and  standards. 

While  it  might  not  win  any 
popularity  contests  in  the  Inter¬ 
net  community,  sheer  market 
clout  seems  to  assure  Microsoft 
a  major  role.  “Microsoft  has  very 
deep  pockets  and  could  drive 
other  firms  into  the  dust,”  said 
JerryJohnson,  senior  policy  ana- 


Microsoft 

Senior  VP 
Jim  Allchin 
outlined  a 
comprehensive 
Internet  plan. 


lyst  in  the  state  of  Texas  depart¬ 
ment  of  information  resources 
and  planning. 

As  Jim  Allchin,  Microsoft 
senior  vice  president,  outlined  in 


More  on  Network  World  Fusion 

►  The  plan  to  link  database  and 
E-mail  servers  to  the  Web 

►  Links  for  downloading 
Microsoft’s  transaction  and 
data  security  specifications 

To  access:  Point  your  Web  browser  at 
http://www.nwfusion.com.  After  you 
log  in,  select  News+  and  then  The 
Front  Page. 


a  speech  last  week  at  Net- 
World+Interop,  the  firm  plans  to 
hit  the  ground  running  (see 
graphic,  page  69) .  In  particular, 
See  Microsoft,  page  69 


Novell  plots  three  sequels  to  NetWare 


By  Kevin  Fogarty 

Atlanta 

Ever  gone  to  Green  River,  Moab 
or  Park  City?  Novell  hopes  you 
will. 

Those  places  are  actually  the 
code  names  for  the  next  three 
versions  of  NetWare,  which  No¬ 
vell,  Inc.  officials  described  at 
NetWorld+Interop  last  week. 

The  NetWare  road  map  is  a 
major  turnaround  for  Novell, 
which,  in  the  past,  has  been 
closemouthed  about  its  plans. 

“That  was  a  major  weakness 
for  us,”  said  Richard  King,  exec¬ 


utive  vice  president  and 
general  manager  of  the 
Novell  Systems  Group. 

“We  had  not  told  cus¬ 
tomers  where  we  were 
going  to  take  them.  Now 
we  will  show  you  our 
vision  and  strategy.” 

The  version  due  out  first, 
code-named  Green  River,  will 
arrive  in  mid-1996  with  native 
TCP/IP  support  and  a  host  of 
other  new  features,  including: 


Novell’s  King  calls  NetWare 
road  map  a  new  direction  for  his 
company. 

■  Commerce  Services  — 
A  World-Wide  Web-based 
electronic  commerce 
suite  that  is  based  on  Net¬ 
Ware  and  gets  transactional 
security  from  the  Tuxedo  trans¬ 
action  processing  monitor. 

■  Internet  Services  —  Better 
Internet  access  from  NetWare, 
See  Novell,  page  8 


IBM  extends  client/server  management  reach 


By  Michael  Cooney 

Atlanta 

IBM  is  looking  to  take  some  of 
the  mystery  out  of  managing  and 
deploying  client/server  applica¬ 
tions  across  enterprise  nets. 

Over  the  next  few  months, 
the  company  will  roll  out  tools 


to  more  easily  manage  the  per¬ 
formance  of  networked  ap¬ 
plications  and  also  distribute 
software  to  devices  across  multi¬ 
vendor  nets.  In  addition,  prod¬ 
ucts  are  in  the  works  that  will 
employ  IBM’s  MQSeries  mes¬ 
sage-oriented  middleware  to 
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aid  in  client/server  application 
development. 

IBM  was  also  one  of  many  ven¬ 
dors  here  at  NetWorld+Interop 
rallying  around  a  new  Manage¬ 
ment  Information  Base  (MIB) 
that  would  let  users  manage 
applications  from  industry-stan¬ 
dard  Simple  Network  Man¬ 
agement  Protocol-based  man¬ 
agement  platforms. 

The  MIB  would  define  how 
users  handle  common  applica¬ 
tion  problems  such  as  bottle¬ 
necks  or  failures.  The  applica¬ 
tion  management  MIB  could  be 
presented  to  the  IETF  by  late 
next  year. 


Data  warehouse 
shortcuts  due 
from  Sybase 

By  Barb  Cole 

Emeryville,  Calif. 

Sybase,  Inc.  is  quiedy  turning  its 
flagship  database  and  middle¬ 
ware  into  a  system  for  automat¬ 
ing  the  creation  of  data  ware¬ 
houses. 

The  company  will  roll  out 
software  to  synchronize  data 
pulled  from  networked  applica¬ 
tions  and  stuff  it  into  ware¬ 
houses.  Once  the  data  is  stock¬ 
piled,  workers  can  access  it  from 
across  the  enterprise. 

Sybase  officials  confirmed 
that  the  company  is  creating  new 
See  Sybase,  page  6 


NETWORLD + INTEROP 

►  Somewhere  between  the  arm 
wrestling  matches  and  networked 
espresso  machines, 
NetWorld+Interop  takes  on  a 
decidedly  switching  flavor.  See  our 
special  News  Briefs  on  the  show. 
Page  6. 

►  Lotus  makes  a  splash  with  a  tool 
for  linking  Notes  and  relational 
databases.  Also  targets  Notes  4.0 
for  enterprise  sites. 

Page  10. 

►  AT&T  restructures  pricing  for 
Network  Notes. 

Page  14. 

►  0ST  adds  a  high-end  box  to  its  ATM- 
based  Ethernet  switch  line. 

Page  25. 

►  MIMEsweeper  looks  to  prevent 


viruses  carried  by  Internet  mail  from  | 
bombing  your  net. 

Page  31. 


See  IBM,  page  70 


List  prices  as  of  October  1,  1995.  t  PowerWise  Assistant;  shutdown,  management  and  diagnostics  software  for  Windows  NT  and  Novell  Netware  (other  OSs  available  separately).  ©  1995  Hewlett-Packard  Company.  All  rights  reserved 


$319* 

HP  PowerWise  L600 

(Incl.  Software*.  SNMP  agent, 
OpenView  Utility,  cable) 


HP  PowerWise  L900 

(Incl.  Software*,  SNMP  agent, 
OpenView  Utility,  cable) 


$519 

HP  PowerWise  1000 

(Incl.  Software*,  OpenView  Utility,  cable) 


$649 

HP  PowerWise  LI  250 

(Incl.  Software*,  SNMP  agent, 
OpenView  Utility,  cable) 


$1179 

HP  PowerWise  2100 

(Incl.  Software*.  OpenView  Utility,  cable) 


HP  PowerWise  UPS. 

Power  management  and 
power  pricing  finally  meet. 

In  a  perfect  world,  you’d  have 
the  time  and  resources  to  per¬ 
sonally  scrutinize  network 
power,  from  start  to  finish.  But 
in  the  real  world,  it’s  just  one  of 
many  pressing  concerns.  That’s 
why  you  need  the  perfect  UPS. 
From  ordering  to  operation,  the 
HP  PowerWise  manages  every 
last  detail  of  network  power. 
Leaving  you  free  to  keep  your 
eye  on  the  big  picture. 

A  single-box  solution. 

First,  PowerWise  won’t  waste 
a  minute  of  your  precious  time 
on  system  configuration  and 
ordering.  Everything  you  need — 
hardware,  shutdown  software, 
management  sofware,  SNMP 
agent,  and  cables — comes  in  one 
neat  package.  And  that  package 
is  priced  up  to  20%  less  than 
competitive  solutions. 


diets  battery  failure  in  advance. 
It  even  gives  you  remote  central 
management  though  a  single 
OpenView  console  and  remote 
paging  capability.  Plus,  it 
includes  inventory  reporting 
capabilities  that  display  all  the 
vital  statistics  of  UPSs  on  your 
network.  All  of  which  leaves  you 
more  time  to  deal  with  the  rest 
of  your  demanding  job. 

Solid  HP  support. 

We  even  include  a  two-year 
express  exchange  service,  and 
optional  three-year  on-site  ser¬ 
vice  is  available. 

NetServer  Integration. 

If  you’re  also  an  HP  NetServer 
customer,  you  get  full  integration 
with  NetServer  Navigator  and 
NetServer  Assistant.  One  phone 
call  covers  both  your  HP 
NetServer  and  HP  PowerWise.  If 
anything  goes  wrong  with  either, 
we’ll  fix  it.  Without  wasting  time 
on  a  lot  of  finger-pointing. 


A  running  start. 

Everything  is  designed  for  easy 
setup,  so  you’ll  be  up  and  running 
in  record  time.  A  single  CD-ROM 
provides  one  point  of  installation 
for  all  UPS  management  software 
(shutdown,  OpenView,  SNMP). 
What’s  more,  utilizing  HP 
OpenView,  PowerWise  even  lets 
you  configure  and  monitor  multi¬ 
ple  UPSs  from  a  single  screen. 

Proactive  protection. 

And  once  PowerWise  is  on  line, 
it  provides  reliable,  unattended 
shutdown  of  server  and  network 
operations.  It  monitors  and  pre- 


Take  a  closer  look. 

For  more  information,  and  an 
interactive  demo  disk,  call  us  at 
1-800-533-1333,  Ext.  9986.  Once 
you  look,  you’ll  like  what  you  see 


HEWLETT® 

PACKARD 


1 . Iff 


Let's 

Talk  Access 

iUtions 


ISDN 


FRAME 

IRELAYI 


From  high  speed  multiplexer 
to  packet  switches  -  just  soy 
the  word  and  well  introduce  you  to 
cost-effective  products  for  accessing 
your  choice  of  networking  service.  With  a 
broad  range  of  LAN  &  WAN  products  (over 
3001)  RAD  offers  you  one-stop  shopping 
backed  by  long-term  reliability.  And  we're  at 
home  all  over  the  world,  complying  with 
international  standards  in  over  70  countries.  We 
research,  develop  and  manufacture  everything  we 
sell.  No  other  company  has  so  much  to  offer.  So 
if  you're  looking  for  network  access,  give  us  a 
call,  and  we'll  talk  access  solutions. 
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Tha  Accast  Bmtntmmm  Company 


RAD  Data  Communications,  Inc. 

U.S.  Headquarters:  900  Corporate  Drive,  Mahwah,  NJ  07430  Tel:  201/529-1100  Fax:  201/529-5777  Midwest: Tel:  708/342-9999  Fax:  708/342-9986 
West  Coast:  Tel:  714/897-2448  Fax:  714/891-1764  International  Headquarters:  8  Hanecboshet  Street,  Tel  Aviv  69710  Israel  Tel:  972  3-6458181  Fax:972-3-498250 
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Netyv'^World 

This  Week 

Go  on-line  to  learn  more  about  the  top  stories  in 
this  issue.  Here  are  some  of  this  week's  highlights  on  Network 
World  Fusion  (http://www.nwfusion.com): 

News+ 

The  Front  Page:  See  how  Microsoft  plans  to  use  the 
Internet  as  a  platform  for  distributed  applications;  learn 
more  about  IBM’s  ideas  on  client/server  management; 
get  background  on  othertop  news  stories. 

The  Technical  Sections:  Get  background  information 
on  the  frame-relay  pricing  wars  in  WANs  and 
Internetworking,  and  about  workflow  in  Electronic 
Commerce. 


A 


- 


Forum 

Your  side:  Where  is  on-line  multimedia  headed?  Voice 
your  views  in  nwfusion.talk. 

NetRef 

Broadband:  Download  Parts  1  through  3  of  our  ATM 
Carrier  Infrastructure  series. 

Other  Areas 

Professional  Development:  New  seminars. 
DirectConnect:  Download  demo  software. 

Network  World  Central:  Get  in  touch  with  us. 


This  wssk's  pick 


There  are  plenty  of  on-line  resources  for  helping  you  find 
new  employees.  Find  out  where  by  following  this  week's 
Hotlinks  in  NetRef. 

HOW  TO  GET  ON  TO  NETWORK  WORLD  FUSION 


elcome  screen,  click  on  New  Members  and  follow  the  instructions, 
bers,  keep  your  NWF  number  -  highlighted  on  the  front  — — 

mailing  label  -  handy  during  registration. _ 

sc ribers  mustfitl  out  an  on-line  registration  form.  |____ 


HOW  TO  REACH  US 

Call:  (508)  875-6400 

Fax:  (508)820-3467 

Write:  Network  World,  161  Worcester  Road,  Framingham, 
Mass.  01701 

Internet:  nwnews@nww.com. 

Network  Help  Desk:  Contact  Dana  Thorat  by  any  of  the  means 
above  oratdthorat@nww.com 

Reader  Advocacy  Force:  Leave  us  story  tipsorinformation 
about  problems  with  products  at  (800)  622- 1 108,  Ext.  487, 
oratnwraf@nww.com 

Subscriptions:  Contact  the  Circulation  Department  at  our 
main  address  ordrop  a  message  to  nwcirc@nww.com 

Reprints:  Reprints  are  available  in  quantities  of  500-10, 000 
by  calling  (612)  582-3800 


News 


6 

6 

10 

14 


News  Briefs  have  moved  to  page  6.  This  week,  they’ll  showcase  Net- 
World+Interop  items. 

Skepticism  brews  over  AT&T’s  unprecedented  guarantee  to  protect 
large  users  from  price  hikes  and  tariff  changes. 

Intel  and  Tivoli  team  to  help  users  manage  their  networked  PCs  and 
servers. 

AT&T  dramatically  changes  pricing  strategy  for  its  Network  Notes 
groupware  service. 


Vince  Mendillo  of 

Microsoft  sounds  off 
about  Windows  NT. 
Page  25. 


WANs  &  Internetworking 

17  MCI  adds  fuel  to  frame  relay  pricing  fire  by  elimi¬ 
nating  distance  sensitivity. 

17  Wireless  customers  to  gain  option  somewhere 
between  national  and  campus-style  coverage. 


18 

22 


Air  France  opens  up  its 

private  data  network 
for  public  access. 


tMCI 


S//S 


GTE  pushes  for  FCC  to  be  more  lenient  with 
pricing  for  LECs. 


FEATURE 

Carriers  are  taking  it  slow  when  it 
comes  to  rolling  out  tools  that  let 
you  manage  ATM  services. 

Page  53. 


Technology  Update 

43  Component  architecture  lets  internal  program¬ 
mers  create  and  modify  unique  business 
applications  on  a  budget. 


Local  Networks 

25  Hardcore  Unix  users  standing  by  their  software 
despite  Microsoft’s  Windows  NT  push. 

25  NetWorld+Interop:  OST  adds  a  high-end  box  to 
its  ATM-based  Ethernet  switch  line. 

29  NetWorld+Interop:  Digital  goes  down  new  path 
with  Pathworks  upgrade. 


Management  Strategies 


56 

56 


Consultancy  announces  services  for 

client/ server  migration. 


Management  data  on-line: 

Getajob  or  overrule  inter¬ 
view  objections  by  check¬ 
ing  out  these  Web  sites. 


»  DATA- 


Client/Server  Applications 

31  Intersolv software  makes 

multiple  databases 
appear  like  a  virtual  data 
warehouse. 

31  NetWorld+Interop:  MIME- 

sweepercan  prevent 
viruses  carried  by  Inter¬ 
net  mail  from  bombing 
your  network. 

34  Dynasty  upgrades  applica¬ 
tion  builder  with  auto¬ 
mated  partitioning 
technology. 

Electronic  Commerce 

41  Edify  is  comingoutwith  aversion  of  its  Elec¬ 
tronic  Workforce  software  for  the  Web. 

41  Firm  introduces  a  tool  kit  to  hook  the  Web  to 

back-end  processors. 


Opinions 

22  Scott  Bradner  responds  to  InterNIC  domain 
names  no  longer  beingfree. 

29  Melinda  Le  Baron  and  Skip  MacAskill  discuss  what 
it  means  to  be  standards-based. 

34  Mike  Rothman  examines  Netscape’s  Collabra 
purchase. 

41  Mark  Gibbs  advises  service  providers  on  how 
not  to  control  content. 

44  Editorial:  Net  vendors  need  to  make  products 
easier  to  install  and  manage. 

44  Anura  Guruge says  IBM’s  SVN  fails  to  address 
some  key  areas. 

71  Back  to  Reality:  AT&T’s  second  breakup  proves 
that  bigger  is  not  always  better. 

71  Abend:  A  compilation  of  on-line  oddities. 


In-Box.  Letters  from  our  readers.  Page  45. 

Editorial  and  advertiser  indexes.  Page  68. 


"  Very  large  * 
databases 


As  databases  grow 
in  size,  so  do 
potential  problems. 
Page  38. 
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News 


. NETWORLD  +  INTEROP 

News  Briefs,  October  2, 1995 


Switching,  switching,  switching —  and  a  few  other  things  —  were  the 
themes  of  last  week ’s  NetWorld+Interop  show.  Here ’s  a  roundup  of  some 
newsy  and  amusing  show  happenings: 

CrossComm  takes  ATM  aim 

■  CrossComm  Corp.  announced  last  week  a  workgroup  ATM 
switch  for  under  $1 ,000  per  port.  The  XLX  ATM  Workgroup 
Switch  is  a  5G  bit/sec  module  for  CrossComm ’s  XL  1 0  chassis  that 
sports  1 2  155M  bit/sec  multimode  fiber  ports.  It  costs  $11, 950  and 
will  be  available  later  this  year. 

Strolling  down  token-ring  and  Ethernet  LANE 

■  BayNetworks,  Inc.’s  Centillion  division  ran  a  preview  of  its 
token-ringand  Ethernet  LAN  Emulation  (LANE)  software,  pro¬ 
viding  a  comparison  with  standard  switched  token  ring  and  Ether¬ 
net  running  over  an  ATM  backbone.  Centillion  will  not  ship  its 
LANE  software  for  several  months  but  wanted  to  show  users  the 
difference  it  will  make,  said  Selina  Lo,  Centillion’s  vice  president 
of  marketing.  The  demonstration  compared  full-motion  video 
carried  over  a  155M  bit/ sec  LANE  link,  with  switched  10M  bit/ sec 
Ethernet  and  1 6M  bit/ sec  token  ring  carried  over  an  Asynchro- 
nousTransferMode  (ATM)  pipe.  “With  LAN  emulation,  you  get 
full  access  to  the  available  bandwidth,  while  switched  LAN  traffic 
over  an  ATM  backbone  is  still  limited  to  that  native  LAN  media 
speed,”  Lo  said. 

Merger  mania 

■  One  topic  generating  a  buzz  at  the  show  was  the  consolidation 
of  networking  vendors,  with  Cisco  Systems,  Inc.’s  purchase  of 
Grandjunction,  Inc.  punctuating  that  trend.  This  led  some  to 
speculate  that  in  five  years,  the  show  will  have  only  two  booths  — 
Cisco’s  and  3Com  Corp.’s  —  but  they  will  be  as  large  as  football 
fields. 

Joking  aside,  many  users  lament  consolidation.  “We  end  up 
with  less  choices,  and  the  companies  that  are  still  out  there  always 
have  some  strategic  alliance  with  somebody  else  and  they  try  to 
push  that  on  you,  too,”  observed  Annette  Posey,  project  manager 
with  Milcom  Systems  Corp.,  a  systems  integrator  in  Virginia 
Beach. 

Coffee  break 

■  Some  network  technology  enables  mission-critical  applications; 
somejust  helps  you  wake  up  in  the  morning.  Novell,  Inc.  last  week 
demonstrated  an  espresso  maker  connected  to  a  network  via  an 
adapter  card  running  NetWare  Embedded  Systems  Technology.  It 
comes  with  a  graphical  menu  running  on  a  PC,  which  keeps  statis¬ 
tics  on  how  many  cups  the  machine  brews,  among  other  things. 
What’s  next?  A  connection  between  the  espresso  maker  and  an 
alarm  clock. 

Chaos  avoided 

■  On  Monday  night  after  many  vendors  had  completed  their 
booth  setups,  the  people  running  the  show  network  realized  many 
of  the  net  addresses  given  to  vendors  had  been  duplicated.  That 
meant  lots  of  people  and  devices  would  not  be  able  to  communi¬ 
cate.  So,  much  to  the  net  operators’  chagrin,  they  had  to  reissue  all 
new  IP  addresses. 

The  height  of  folly 

■  It  was  hard  to  ignore  Cabletron  Systems,  Inc.  atNet- 
World+Interop.  The  company  kicked  off  the  week  with  a  press 
extravaganza  at  the  Liard  Rock  Cafe  that  culminated  with  head- 
linerjoe  Piscopo  arm  wrestlingfellow  iron  man  Bob  Levine, 
Cabletron’s  president  (Levine  crushed  him) .  That  theatrical 
motif  was  carried  over  to  Cabletron’s  show  booth,  which  featured 
a  stage,  blaring  music,  disco  lights  and  four  dancers  singing  the 
praise  of  Synthesis.  “If  we’ve  made  believers  out  of  you,  let  me 
hear  you  shout  'I  believe,’  ”  the  dancers  cajoled.  Whatsome  peo¬ 
ple  will  do  for  T-shirts. 


AT&T  price  promise  questioned 


By  David  Rohde 

Washington,  D.C. 

AT&T  is  set  to  make  an  unprece¬ 
dented  guarantee  that  could 
protect  many  large  users  from 
price  hikes  and  other  unfavor¬ 
able  tariffchangesforafullyear. 

But  rather  than  applauding, 
users  and  analysts  expressed 
skepticism,  saying  that  various 
loopholes  could  let  the  carrier 
squirm  out  of  its  commitment. 

The  AT&T  offer  is  part  of  a 
campaign  by  the  carrier  — 
stepped  up  since  the  announce¬ 
ment  that  the  company  would 
split  in  three  —  to  be  classified  by 
the  Federal  Communications 
Commission  as  an  ordinary, 
rather  than  dominant,  carrier. 

Among  other  things,  the 
reclassification  will  end  AT&T’s 
obligation  to  give  the  FCC  more 
lead  time  in  filing  rate  changes  as 
well  as  more  information  about 
network  interfaces  than  is 
required  of  MCI  Communica¬ 
tions  Corp.,  Sprint  Corp.  and 
others. 

The  price  guarantee  offer  was 
made  by  Gerry  Salemme, 
AT&T’s  vice  president  of  govern¬ 
ment  affairs,  in  a  letter  to  the 
FCC  one  day  after  AT&T  Chair¬ 
man  Robert  Allen  announced 
the  company’s  breakup. 

NW  launches  two 
net  seminars  for 
nationwide  tour 

Network  World  this  month 
launches  two  new  seminar  series, 
one  on  advanced  internetwork¬ 
ing  issues  and  the  other  on  basic 
network  issues. 

The  “Internetworking:  De¬ 
signing  LANs,  WANs  &  Broad¬ 
band  Networks”  seminar  kicks 
off  in  Boston  on  Oct.  16  and 
tours  10  other  cities  through 
mid-March,  including  Atlanta, 
Dallas  and  San  Francisco.  Mark 
Miller,  president  of  DigiNet 
Corp.  and  AW contributing  edi¬ 
tor,  will  present  the  two-day  semi¬ 
nar,  which  costs  $895. 

The  “Fundamentals  of  Net¬ 
working  &  Data  Communica¬ 
tions”  seminarstarts  in  New  York 
on  Oct.  16  and  visits  nine  other 
cities,  winding  up  in  San  Fran¬ 
cisco  in  mid-April.  Ray  Horak, 
president  of  The  Context  Corp., 
is  presenting  the  two-day  semi¬ 
nar,  which  costs  $895. 

For  more  information,  call 
(800)  643-4668  or  visit  our  Web 
site  at  http://www.nww.com/ 
seminars.  ■ 


Attorneys  for  large  users  last 
week  were  treating  the  offer 
warily,  warning  that  it  contains 
too  many  qualifications.  But  they 
said  the  FCC  was  likely  to  accept 
the  offer  —  and  other  guaran¬ 
tees  ostensibly  protecting  resell¬ 
ers  and  residential  customers  — 
as  part  of  an  overall  arrangement 
releasing  AT&T  from  longstand¬ 
ing  obligations  that  are  not 
forced  on  any  other  long-dis¬ 
tance  carrier. 

The  guarantee  lasts  for  one 
year  past  the  date  the  FCC  drops 
the  dominant  label  on  AT&T 
and  would  apply  every  time 
AT&T  “initiates  an  adverse 


Sybase 

Continued  from  page  1 

technology,  code-named  Con¬ 
veyor,  to  unify  metadata  from 
Sybase  database,  middleware 
and  application  development 
products,  as  well  as  from  other 
vendors’  programs. 

Data  warehouses  pull  infor¬ 
mation  from  networked  applica¬ 
tions  and  databases  into  a  data 
store,  which  pro¬ 
vides  a  single  place 
for  running  queries 
and  mining  business 
trends. 

Today,  building  a 
data  warehouse  is 
costly  and  time-con¬ 
suming  because  data 
must  be  moved  from 
existing  data  stores  —  sometimes 
manually  —  and  metadata  needs 
to  be  translated  into  a  common 
format.  Metadata  is  information 
about  data  from  operational 
databases  and  other  applica¬ 
tions,  and  it  typically  is  based  on  a 
proprietary  format.  So,  for 
example,  it  is  not  uncommon  for 
one  database  to  define  sales 
numbers  one  way  and  another  to 
do  it  a  different  way. 

Conveyor  technology,  when 
combined  with  Sybase’s  Infor¬ 
mation  Connect  gateways,  is  ex¬ 
pected  to  let  users  load  data  from 
disparate  sources  at  high  speeds 
and  automatically  synchronize 
the  underlying  metadata. 

Erin  Kinikin,  senior  director 
of  data  warehousing  at  Sybase, 
said  this  type  of  technology  is 
sorely  needed.  Most  products 
store  metadata  in  a  proprietary 
format,  she  said,  leaving  users 
without  a  centralized  means  for 
tracking  the  history  and  source 
of  information  in  the  warehouse. 

In  addition  to  providing  a 
cohesive  view  of  data  in  a  ware¬ 
house,  a  common  metadata  for¬ 
mat  across  Sybase’s  product  line 


change  in  a  business  term  plan.” 
While  this  term  seems  purposely 
ambiguous,  observers  believe  it 
refers  to  price  hikes,  a  reduction 
in  discount  or  an  increase  in 
minimum  annual  commitment 
—  really  anything  that  would  no 
longer  give  customers  the  same 
rate. 

At  that  point,  AT&T  would 
have  two  options.  It  could  either 
grandfather  existing  users  for 
the  remaining  service  term 
under  the  same  “rates,  terms 
and  conditions”  they  were 
receiving  before.  Or  it  could  give 
existing  customers  60  days  to  end 
See  AT  &T,  page  70 


will  make  management  and 
maintenance  of  its  own  software 
easier,  Kinikin  said.  Changes 
made  to  the  metadata  in  one 
product  could  be  reflected  in 
others,  as  well,  she  added. 

Within  Sybase’s  product  line, 
there  are  several  places  where 
metadata  is  collected  in  different 
formats.  These  include  the  data¬ 
base  catalog  in  SQL  Server,  infor¬ 
mation  in  the  PowerBuilder 
application  tool,  rep¬ 
lication  scripts  in 
Replication  Server 
and  systems  manage¬ 
ment  information  in 
a  suite  dubbed  Enter¬ 
prise  SQL  Server 
Manager.  In  addi¬ 
tion,  the  company’s 
OmniSQL  Server  has 
a  global  catalog  that  tells  users 
what  data  is  stored  in  multiple 
databases  and  front-end  applica¬ 
tions,  Kinikin  said. 

Sybase’s  metadata  manage¬ 
ment  tools  will  roll  out  in  a  series 
of  products  next  year,  Kinikin 
said.  These  tools  will  have  links  to 
non-Sybase  products,  such  as 
existing  extraction  tools,  and  will 
be  designed  to  work  with  multi¬ 
ple  databases,  she  explained. 

What  format  Sybase  will  put 
its  metadata  into  is  less  clear, 
according  to  Kinikin. 

“As  an  industry,  we  need  to 
work  on  metadata  interoperabil¬ 
ity,”  she  said.  “A  likely  outcome 
is  that  multiple  metadata  for¬ 
mats  made  to  work  with  each 
other  will  be  available.” 

Analysts  said  there  is  a  need 
for  tools  that  unify  metadata 
across  networks,  but  such  tools 
need  to  be  seamless  for  adminis¬ 
trators.  “It  needs  to  be  outra¬ 
geously  easy  to  implement  or  it 
will  add  another  layer  of  com¬ 
plexity  [to  data  warehousing],” 
said  Brian  Murphy,  an  analyst  at 
The  Yankee  Group,  a  market 
research  firm  in  Boston.  ■ 


Sybase ’s  metadata 
management  tools 
will  be  designed  to 
work  with  multiple 
databases. 
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! bout  openness.  Freedom.  And  not  discriminating  on  the  bash  of 


operating  system.  Its  the  StorageWorks ™  RAID  Array  410  Subsystem. 


it  connects  beautifully  with  UNIX®  systems  from  Sun,  IBM, 


3  and  Digital.  Once  attached,  it  works  at  unbeatable  speeds:  up  to 


if  1 


'  • 


4,700  I/O  per  second.  It  also  gives  you  tremendous  freedom  to 


expand,  with  as  many  as  42  drives  on  a  single  controller.  Most  of  all, 
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You’ll  also  love  the  way 


your  storage  investment, 


with  multi-platform  support  plus  industry- 

standard  disk  drives.  And  with  our  attractive  pricing ,  your  investment 
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will  quickly  pay  for  itself.  Tested  100%  for  compatibility,  the 


ilD  Array  410  is  the  safest  storage 
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you’ll  ever  love.  Want  to  know  more?  Groovy.  Call  us  at  1-800-786-7967. 

95  Oigital  Equipment  Corporation  Digital.  the  DIGITAL  logo,  StorageWorks  and  the  StorageWorks  logo  are  trademarks  ot  Oigilai  Equipment  Corporation.  UNIX  is  a  registered  trademark  m 
United  Stales  and  other  countries,  licensed  e»ctusi*ely  through  X/Open  Company,  Ltd.  All  other  products  are  trademarks  or  registered  trademarks  of  Iheir  respective  holders 
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j  Novell 

:  Continued  from  page  1 

including  the  ability  to  store  and 
link  Web  addresses  to  NetWare 
Directory  Sendees  (NDS) . 

■  AppServer  Manager  —  An 
agent  residing  on  non-NetWare 
application  servers 
that  synchronizes 
their  name  spaces 
with  NDS  and  make 
them  manageable 
objects  in  NetWare 
nets. 

■  Object  Services  — 

The  ability  of  NDS  to 
store  and  manage 
objects  across  the 
network. 

■  Licensing  Service 
—  Based  on  the  Net¬ 
Ware  License  Ser¬ 
vice  Novell  intro¬ 
duced  last  year. 

■  Transaction  Ser¬ 
vices  —  Based  on 
Tuxedo  and  inte¬ 
grated  tightly  with 
NetWare  and  NDS. 

■  Application  Manager  —  A  util¬ 
ity  to  distribute  and  manage 
applications  in  NetWare  nets. 

■  NetWare  Distributed  Print  Ser¬ 


vices  —  Advanced  print  sendee 
announced  earlier  this  year. 

Observers  like  the  plans.  “I 
think  Novell  has  done  its  home¬ 
work  well,”  said  Mark  Tebbe, 
president  of  network  integrator 
Lante  Corp.  in  Chicago.  ‘‘People 
in  the  corporate  market  perceive 
that  NetWare  is  yes¬ 
terday’s  technology 
and  NT  is  tomor¬ 
row’s  technology.  At 
least  that’s  what  they 
think  when  they 
hear  Microsoft  talk 
about  Cairo,  when 
Novell  hasn’t  made 
a  lot  of  comment 
[on  its  plans].” 

Others  disagree. 
While  the  new  ser¬ 
vices  would  be  an 
advance  for  Net¬ 
Ware  technically, 
most  of  Green  Riv¬ 
er’s  features  are  al¬ 
ready  available  from 
Unix  and  NT,  said 
Moses  Sun,  supervi¬ 
sor  of  systems  net  development 
and  support  for  the  Ocean  Drill¬ 
ing  Program  at  Texas  A&M  Uni¬ 
versity  in  College  Station. 

Novell  is  attacking  this  prob¬ 


lem.  The  new  service  are  part  of 
an  overall  plan  to  make  NetWare 
a  better  platform  for  electronic 
commerce  and  an  integrator  of 
multiple  application  server  pla- 
trorms,  including  Windows  NT 
and  Unix. 

‘‘Novell  is  just  playing  the 
catch-up  game,”  Sun  said.  ‘‘All 
everyone  wants  to  do  is  publish 
and  do  business  over  the  Inter¬ 
net.  Novell  doesn’t  have  a  solu¬ 
tion  for  that,  but  with  NT,  it’s 
simple.  That  puts  Novell’s  box  in 
a  disadvanteged  position .  ’  ’ 

At  about  the  same  time  Green 
River  is  released,  Novell  will 
launch  the  first  two  stages  of  a 
three-part  plan  for  integrating 
Windows  NT  and  other  operat¬ 
ing  systems  into  NetWare. 

The  first  stage  is  the  release 
next  year  of  Net2000,  a  set  of 
APIs  that  will  run  on  multiple 
operating  systems  and  give  appli¬ 
cations  running  on  them  full 
access  to  NetWare  services. 

The  second  stage,  due  at  the 
same  time  as  Net2000,  is  an  agent 
that  will  synchronize  the  domain 
name  service  on  Windows  NT 
with  NDS,  giving  NetWare  users 
full  access  to  both  systems  with  a 
single  logon  and  allowing  them 


to  administer  both  from  a  single 
interface. 

The  third  step  will  be  to  port 
NetWare  services,  including 
NDS,  to  run  natively  on  NT  and 
various  Li nix  platforms.  Those 
ports  will  begin  to  roll  out  next 
year,  when  The  Santa  Cruz  Oper¬ 
ation,  Inc.  rolls  out  a  version  of 
its  Unix  platform  combined  with 
NetWare,  King  said. 

Moab 

A  later  version,  code-named 
Moab  and  due  in  1997,  will 
include  an  update  to  the  Net¬ 
Ware  file  service  that  relies  on 
NDS  to  find  files  and  other  infor¬ 
mation  in  the  net.  It  also  adds 
clustering  and  improves  Net¬ 
Ware’s  ability  to  run  as  an  appli¬ 
cation  server  by  adding  pre¬ 
emption,  which  lets  applications 
run  in  protected  memory. 

Park  City 

The  third  version  of  NetWare, 
Park  City,  is  due  in  1998.  It  will  be 
a  full  64-bit  operating  system  that 
supports  distributed  parallel 
processing  —  the  ability  to  dis¬ 
tribute  applications  so  com¬ 
pletely  across  the  net  that  they 
can  use  idle  CPU  time  on  PCs  or 


other  hardware  for  extra  pro¬ 
cessing  power. 

That  version  will  also  see  Net¬ 
Ware  services  pulling  together 
nearly  all  major  network  operat¬ 
ing  systems,  according  to  Novell 
officials. 

Each  new  version  will  add 
more  versatility  to  NetWare, 
making  it  a  progressively  better 
applications  server,  according  to 
Lante’s  Tebbe. 

That  flies  in  the  face  of 
Novell’s  stated  intent  to  get  out 
of  the  application  serving  busi¬ 
ness  but  ultimately  strengthens 
NetWare  as  a  product,  Tebbe 
said. 

“This  [plan]  gives  a  good  per¬ 
spective;  applications  can  just  be 
services  in  a  traditional  NetWare 
environment,”  hesaid.  ■ 

The  company  that 
dominates  large  LANs 
also  hopes  to  get  small. 

Novell,  Inc.  will  continue  to 
build  technology  to  make  it 
easier  to  connect  intelligent 
devices  using  its  NetWare 
Embedded  Systems  Technol¬ 
ogy  (NEST) ,  especially  across 
electrical  power  lines,  said 
Dari  McBride,  vice  president 
and  general  manager  of 
Novell’s  Extended  NetWare 
division. 

Novell  is  developing  a 
transformer  and  a  small 
router  that  will  let  users  add 
NEST  to  devices  that  do  not 
directly  support  NEST  tech¬ 
nology.  The  transformer, 
which  will  probably  sell  for 
between  $2  and  $4,  will  fit  on 
electrical  plugs  of  microwave 
ovens,  coffee  makers,  televi¬ 
sions,  stereos  and  other 
devices  that  have  embedded 
semiconductors. 

The  transformer  will  allow 
these  devices  to  communicate 
in  a  peer-to-peer  network 
across  electrical  power  lines. 

The  router,  a  black  box 
that  will  probably  cost  be¬ 
tween  $200  and  $500,  will 
route  traffic  from  the  devices 
in  the  home  or  office  net¬ 
work.  In  addition,  it  will  sup¬ 
port  dial-in  access  and  direct 
LAN  connectivity,  allowing 
users  to  control  the  devices 
locally  or  remotely  using  their 
PCs. 

The  devices  could  also  cre¬ 
ate  a  simple  branch  office 
LAN  for  networking  PCs  in  an 
office,  McBride  said. 

The  transformer  and  rout¬ 
ers,  which  Novell  is  devel¬ 
oping  with  an  unnamed  hard¬ 
ware  manufacturer,  will  be 
available  next  year. 


Along  with  its  overall  product  road  map,  Novell 
announced  a  bevy  of  NetWare  enhancements  aimed  at 
increasing  its  power  and  reach. 

NetWare  SMP 

In  November,  the  symmetrical  multiprocessing  (SMP)  version  of 
NetWare  will  be  available,  but  only  from  systems  vendors,  which 
will  tune  the  product  to  run  with  their  hardware.  The  SMP  ver¬ 
sion  should  make  NetWare  a  better  application  server  platform 
and  make  Novell,  Inc.’s  own  services,  such  as  the  NetWare  Direc¬ 
tory  Serv  ices  (NDS)  distributed  database,  run  faster. 

Resellers  include  Acer  America  Corp.,  AT&T  Global  Informa¬ 
tion  Solutions,  Compaq  Computer  Corp.,  Dell  Computer  Corp., 
Digital  Equipment  Corp.,  Fujitsu  America,  Inc.,  Hewlett-Packard 
Co.,  Hitachi  America,  Ltd.,  IBM,  ICL  North  America,  NEC  .Amer¬ 
ica,  Inc.,  NetFRAME  Systems,  Inc.  and  Ing.  C.  Olivetti  &  Com¬ 
pany,  S.p.  A. 

InterN  etWare 

A  World-Wide  Web  server  currently  named  InterNetWare  is  due 
early  next  year.  The  server  supports  both  IPX  and  TCP/IP  net¬ 
works,  will  run  on  NetWare  SMP  and  be  integrated  with  NDS 
(AW,  July  31,  page  1). 

Later  versions  will  let  users  browse  the  NDS  directory  as  if  it 
were  a  Web  document  and  let  them  link  to  NDS  objects,  includ¬ 
ing  applications  and  documents. 

A  follow-on  version  will  support  a  technology  to  let  users  wrap 
documents  in  a  secure  container  for  sale  over  the  Internet.  Cus¬ 
tomers  accessing  wrapped  documents  would  launch  a  transac¬ 
tion  that  would  check  the  user’s  accounting  information,  and 
automatically  bill  for  the  information. 

NetWare  Connect  Services 

The  first  version  of  this  public  IPX  network  will  be  generally  avail¬ 
able  during  the  first  quarter  of  1996  from  AT&T,  with  European 
and  Asian  carriers  to  offer  the  service  in  1997.  Novell  will  position 
NetWare  Connect  Services  as  the  preferred  connecting  point  for 
intelligent  devices,  NetWare  users  looking  for  ready-made  WANs 
and  network  services  such  as  AT&T  Network  Notes.  In  addition,  it 
will  allow  users  and  resellers  to  manage  NetWare  networks 
remotely. 


Novell  is  embracing  new  standards,  gussying  up  its 
electronic  mail  and  ceding  control  of  its  router  to  a 
vendor  group. 

Standards 

Novell,  Inc.  is  working  with  Hewlett-Packard  Co.  to  merge  Net¬ 
Ware  Directory  Services  (NDS)  and  the  Open  Software  Founda¬ 
tion,  Inc.’s  Distributed  Computing  Environment.  Novell  will 
offer  NDS  support  for  X.500  specifications,  including  the  Direc¬ 
tory  Synchronization  Protocol. 

The  company  will  also  build  modules  to  synchronize  informa¬ 
tion  in  NDS  with  the  address  books  of  Lotus  Development 
Corp.’s  cc:Mail  and  Lotus  Notes. 

GroupWise  XTD 

The  next  version  of  Novell’s  GroupWise  E-mail  package  will  keep 
its  current  scheduling  and  document  management  capabilities, 
and  it  will  gain  workflow  capabilities,  discussion  databases,  man¬ 
ageability  via  Simple  Network  Management  Protocol,  integra¬ 
tion  with  NDS,  forms  and  document  management,  Internet 
access  and  voice  mail  integration  (ME  May  29,  page  1). 

In  1 997,  it  will  get  better  security,  support  for  electronic  com¬ 
merce,  and  will  be  integrated  with  the  Green  River  version  of  Net¬ 
Ware  as  a  messaging  service. 

Good-bye  MPR 

Novell  will  continue  to  partner  with  other  companies  in  areas  in 
which  it  is  a  weak  competitor,  such  as  in  the  router  market.  Later 
this  year,  the  company  will  form  a  consortium  of  router  vendors 
that  wall  map  out  thedevelopmentdirection  of  Novell’s  Multipro¬ 
tocol  Router  (MPR) ,  the  software-only  router  it  pitches  as  a  way  to 
connect  NetWare  WANs. 

Novell  will  then  license  MPR  to  router  vendors,  which  will  add 
it  to  their  own  products  so  they  wall  be  able  to  handle  Novell  nets 
more  efficiently.  The  firm  will  eventually  stop  selling  MPR  except 
to  OEMs,  said  Tom  Steding,  rice  president  and  general  manager 
of  Novell’s  Network  Infrastructure  Division. 

The  company  will  then  add  some  routing  features,  such  as 
LAN-to-LAN  connectivity,  to  its  NetWare  Connect  remote  con¬ 
nectivity  product,  Steding  said. 


CLOSER  TO  HOME 

Unlike  rival  Microsoft, 
which  roamed  the 
Earth  for  operating 
system  code  names 
such  as  Chicago  and 
Cairo,  Novell  picked 
names  like  Green 

River,  Moab  and 
Park  City,  which  are 
just  as  poetic  but 
much  closer  to  home. 

All  are  cities  in 
Novell’s  native  Utah. 
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Yes,  tell  me  more  about  VIVID  Yellow  Ridge. 

I  want  more  information  on  how  I  can  have  Ethernet  Switching 
and  migration  to  ATM  at  the  same  time. 


E1EIQ  1-800- DO -VIVID 
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NAME 


TITLE 


COMPANY 


ADDRESS 


CITY  STATE  ZIP 


TELEPHONE  FAX 


NW 


BUSINESS  REPLY  MAIL 

FIRST  CLASS  MAIL  PERMIT  NO.  81 1  0  HERNDON,  VA 

POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

Newbridge  Networks  Inc. 

Attn:  VIVID 

593  Herndon  Parkway 
Herndon,  VA  22070-5241 


The  VIVID®  Yellow  Ridge™  is  a  high-performance  Ethernet  Switch.  Plus,  it  has  a 
built-in  ATM  port  so  you  can  connect  to  an  ATM  switch  at  155Mbps  to  perform  LAN 
emulation  today.  No  added  software  or  hardware  is  needed.  Don’t  settle  for  a 
dead-end  solution.  Insist  on  the  Ethernet  Switch  with  the  free  ATM  advantage.  From 
Newbridge®,  the  international  leader  in  ATM.  Call  1-800-DO -VIVID  (1-800-368-4843)  to 
learn  more.  On  VIVID  web  site  http://www.vivid.newbridge.com 
Internet:  Ether_Switch@Newbridge.com 


(|D  NEWBRIDGE 


video  voice  image  data 


North  and  South  America,  1  800  343-3600  or  1  703  834-3600  Europe,  Middle  East  and  Africa,  44  (0)  1633  413602  Asia  Pacific,  1  613  591-3600 

Athens  •  Atlanta  •  Auckland  •  Bahrain  •  Beijing  •  Boston  •  Brussels  •  Buenos  Aires  •  Caracas  •  Chicago  •  Dallas  •  Denver  •  Geneva  •  Hong  Kong 
Johannesburg  •  London  •  Los  Angeles  •  Mexico  City  •  Miami  •  Minsk  •  Montreal  •  Moscow  •  New  Delhi  •  New  York  •  Paris  •  Rio  de  Janeiro  •  Rome 
St.  Petersburg  •  San  Francisco  •  Santiago  •  Seattle  •  Shanghai  •  Singapore  •  Sydney  •  Tokyo  •  Toronto  •  Vancouver  •  Washington 


Newbridge  and  VIVID  are  registered  trademarks  and  Yellow  Ridge  is  a  trademark  of  Newbridge  Networks  Corporation. 
©  Copyright  1995  Newbridge  Networks  Corporation.  All  rights  reserved. 
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The  Administrative  Control  Panel  manages  users  and  tracks  message  traffic. 

Notes  4.0  promises  to 
be  better  at  being  bigger 


_ News _ 

Lotus  airs  Notes-to-database  integration  tool 


By  Doug  Barney 

Atlanta 

Lotus  Development  Corp.  is 
making  big  promises  for  its 
upcoming  Notes  Release  4.0, 
including  the  claim  that  it  is  10 
times  more  scalable  than  today’s 
Notes  and  significantly  easier  to 
manage. 

Notes  4.0  gains  its  scalability 
—  a  longtime  Notes  bugaboo  — 
through  increased  support  for 
multiprocessing  systems  (pro¬ 
cessor  support  grows  from  two  to 
six)  and  by  being  recast  as  a  32- 
bit  multithreading  application. 
The  result  is  the  ability  to  handle 
1,000  simultaneous  users,  com¬ 
pared  to  today’s  range  of  100  to 
200  users  per  server. 

Such  scalability  has  long  been 
sought  by  users.  Although  some 
Notes  sites  have  grown  to  tens  of 
thousands  of  users,  this  has  been 
with  some  difficulty.  Since  Notes 
relies  on  the  replication  or  copy¬ 
ing  of  data  and  the  distribution 
of  that  information,  it  is  very 
resource-intensive. 

Those  looking  to  approxi¬ 
mate  Lotus’  claimed  gains  must 
first  install  the  software  on 
higher  performance  multipro¬ 
cessing  systems,  according  to 
Lotus  officials. 

Making  the  big  move 

This  move,  according  to 
Lotus,  is  already  occuring.  “Cus¬ 
tomers  are  going  towards  large 
server  platforms,  such  as  multi¬ 
processing  systems.  They  want  to 
reduce  the  number  of  moving 
parts  in  their  net,”  said  Tim 
Dempsey,  director  of  Notes  mar¬ 
keting  for  Lotus. 

Dempsey  recommends  tak¬ 
ing  a  careful  look  at  the  overall 
server  environment  when  plan¬ 
ning  for  Notes  4.0.  “The  long¬ 


term  strategy  should  be  to  design 
your  distributed  client/server 
hardware  environment  around 
[symmetrical  multiprocessing] 
systems,”  he  said.  “If  you  do  that, 
Notes  can  deliver  the  rest.“ 

Lotus  also  touted  the  admin¬ 
istrative  capabilities  of  Release 
4.0.  For  instance,  administra¬ 
tors  can  delegate  certain  tasks, 
such  as  mail  routing,  to  special¬ 
ists.  Managers  can  also  replicate 
changes  to  one  server  out  to  a 
host  of  others  and  keep  a  record 
of  all  the  changes. 

Lotus  continues  to  stick  to  its 
year-end  ship  date  for  Notes  4.0 
and  will  significantly  broaden  its 
beta  program  in  the  next  several 
weeks,  officials  said. 

Finally,  Lotus  claimed  it  will 
boost  dial-up  performance  with 
a  Notes  4.0  rewrite  of  the  asyn¬ 
chronous  protocol,  which  will 
move  larger  packets  of  data.  ■ 


By  Jim  Duffy 

Austin,  Texas 

Tivoli  Systems,  Inc.  and  Intel 
Corp.  last  week  disclosed  that 
they  have  been  working  together 
over  the  past  year  to  meld  their 
respective  systems  management 
products. 

The  union  of  the  Tivoli  Man¬ 
agement  Environment  (TME) 
and  Intel’s  LANDesk  desktop 
management  product  will  for 
the  first  time  provide  enterprise- 
scale  control  of  distributed  Intel- 
based  systems  running  Windows 
NT,  Unix  and  PC  LAN  operating 
systems,  the  companies  said.  The 


By  Barb  Cole  and 
Annmarie  Timmins 

Cambridge,  Mass. 

Lotus  Development  Corp. 
delighted  users  but  irritated 
some  business  partners  last  week 
with  the  introduction  of  a  tool 
for  moving  data  between  rela¬ 
tional  databases  and  Notes. 

NotesPump  addresses  the 
growing  demand  for  tools  that 
can  bind  unstructured  Notes 
data  with  structured  relational 
data. 

“I  wouldn’t  mind  having  a 
product  right  now”  for  moving 
order  and  pricing  information 
stored  in  Oracle  Corp.  databases 
into  Notes,  said  Neal  David, 
director  of  marketing  informa¬ 
tion  systems  at  Waters  Corp.,  a 
Milford,  Mass.,  maker  of  scien¬ 
tific  equipment.  He  is  using  Trin- 
zic  Corp.’s  InfoPump  to  move 
information  from  a  relational 
database  into  Notes  but  said, 
“It’s  a  pain  because  I  have  to 
write  server  scripts  to  doit.” 

In  contrast  to  the  similarly 
named  InfoPump  and  other 
tools,  NotesPump  can  be  man¬ 
aged  from  a  single  Notes  client. 
It  is  also  integrated  with  Lotus’ 
groupware  offering,  providing  a 
feature  to  notify  a  Notes  adminis¬ 
trator  of  the  status  of  NotesPump 
operations  via  electronic  mail. 

NotesPump  supports  direct 
transfers  and  data  replication 
between  Notes  and  relational  sys¬ 
tems.  It  can  also  poll  the  database 
for  specific  conditions  to  initiate 
transfers.  In  its  initial  release, 
expected  next  month,  Notes¬ 
Pump  will  support  IBM  DB2, 
Oracle  Corp.  Oracle7,  Sybase, 
Inc.  System  10  and  Microsoft 
Corp.  Open  Database  Connec¬ 
tivity  (ODBC)-compliant  data¬ 
bases.  By  the  first  quarter  of 


alliance  is  also  intended  to  close 
the  gap  between  tools  for  manag¬ 
ing  enterprise  nets  and  those  for 
managing  PC  LANs,  reducing 
the  cost  and  complexity  of  over¬ 
seeing  distributed  systems. 

TME  is  an  enterprise  system 
management  offering  that  until 
now  was  mosdy  focused  on  Unix 
workstations  and  servers.  Intel’s 
LANDesk  software  performs 
configuration  management  of 
PCs  and  servers,  and  software  dis¬ 
tribution  and  installation. 

“Tivoli’s  effort  will  result  in  a 
product  that  will  be  able  to  work 
with  any  LANDesk  [agent]  on  a 


1996,  Lotus  will  publish  APIs  for 
building  links  to  other  databases. 

While  users  reacted  favorably 
to  the  product  announcement, 
Lotus  business  partners  were  sur¬ 
prised  to  learn  of  NotesPump 
when  Lotus  briefed  them  on  it 
under  nondisclosure  agree- 


distributed  system,”  said  Paul 
Mason,  director  of  enterprise 
systems  management  for  Inter¬ 
national  Data  Corp.  in  Framing¬ 
ham,  Mass.  Customers  will  still  be 
able  to  use  LANDesk  at  the 
departmental  level  while  choos¬ 
ing  whether  to  feed  data  to  a  cen¬ 
tral  TME  console,  he  said. 

The  Intel-Tivoli  union  posi¬ 
tions  the  companies  more  favor¬ 
ably  against  Microsoft  Corp.  and 
its  Systems  Management  Server, 
which  does  not  scale  as  well  as  the 
LANDesk-TME  system,  Mason 
said.  The  combo  also  looks  good 
next  to  Computer  Associates 
International,  Inc.’s  systems 
management  offerings,  which 
he  said  are  less  modular. 

Under  Tivoli’s  agreement 
with  Intel,  Tivoli  has  licensed 
LANDesk  Management  Suite 


ments  a  few  weeks  ago.  Some 
questioned  why  Lotus  wanted  in 
on  a  market  that  has  no  shortage 
of  products. 

“It’s  very  interesting  that  in  a 
market  where  there  are  many  dif¬ 
ferent  data  integration  products, 

See  Notes,  page  14 


discovery  agents,  which  scan 
hardware  and  software  configu¬ 
rations  on  PCs  and  servers,  then 
report  that  information  in  a 
Desktop  Management  Task 
Force-compliant  format.  This 
functionality  will  be  a  compo¬ 
nent  of  a  forthcoming  inventory 
product  from  Tivoli. 

Also,  Tivoli  has  licensed 
LANDesk  technology  to  enable 
large-scale  distribution  and  in¬ 
stallation  of  software  to  PCs.  This 
will  be  incorporated  into  the 
company’s  Tivoli/Courier  soft¬ 
ware  distribution  product. 

The  first  wave  of  new  products 
from  this  alliance,  including 
TME  on  Windows  NT,  will  be  dis¬ 
played  at  Comdex  next  month 
and  delivered  by  year-end. 

©Intel:  (503)  696-8080;  Tiv¬ 
oli:  (512)  794-9070. 
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Leave  the  client  at  home:  cc:Mail for  the  Web  lets  you  browse for  E-mail  instead. 

More  from  Lotus:  X.500  and  the  Web 

The  Lotus  Development  Corp.  public  relations  machine  was 
busy  last  week.  Besides  announcing  new  Network  Notes  pricing 
and  a  Notes  data  access  tool,  the  company  made  aforay  into 
enterprisewide  directories  and  added  electronic  mail  access  via 
the  Internet. 

Those  products  are: 

■  Lotus  Pages,  a  set  of  X.500  add-ons  for  the  Lotus  Messaging 
Switch  (formerly  SoftSwitch,  Inc.’s  EMX)  that  provide  a  single 
point  of  access  for  multiple  directories  and  can  distribute  X.500- 
based  information.  Currently  in  beta,  the  suite  is  due  in  the  first 
quarter  of  next  year. 

■  Lotus  cc:Mail  for  the  World-Wide  Web  Release  1.0  (NW,  Sept. 

4,  page  1 ),  a  tool  that  allows  for  the  sending  and  receiving  of  E- 
mail  from  any  standard  Web  browser.  The  product,  set  to  ship 
within  90  days,  will  cost  $1 95  for  the  server  component  and  about 
$20  per  end-user  license. 

ByDougBarney 


Tivoli,  Intel  unite  on  enterprise 
PC  management  offerings 
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You've  maxed  out  NetWare. 

You  need  something  better  than  Windows  NT. 
Network  has  the  answer. 
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And  so  do  the  analysts  at  D.H.  Brown.  In  a  study  released  this  June,  they  ranked  Solaris"  as  the  best  enterprise  network  operating  system!  Ahead  of  Windows  NT." 
And  above  NetWare".  Then  again,  why  wouldn't  they?  After  all,  Solaris  provides  serious  power  you  can  add  to  your  PC  workgroups.  While  protecting  your  NetWare  and 
Windows  investments.  And  because  Solaris  is  optimized  for  Pentium"  and  x86  servers,  your  PC  users  will  have  access  to  information  throughout  the  company  faster 
than  ever  before.  From  almost  any  32-bit  database  you're  running.  It  even  helps  manage  your  multiple  LANs  from  any  single  location, 
and  lets  you  put  all  your  workgroups  on  the  Internet.  Easily  and  securely.  To  get  the  study  that  shows  why  Solaris  is  so  highly  thought  of, 
call  us  at  1-800-SUNSOFT,  prompt  #1.  For  more  information  see  us  at  http://www.sun.com/solaris/  The  solution  is  well  within  reach.  the  network  is  the  computer” 


♦ SunSoft 
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We’re  Setting  The  Standards  for 
100BASE-T  Fast  Ethernet. 


Fast  EtherLink 


101100  Adapters 


There’s  no  compromise  when  you  choose  3Com’  and  Fast  Ethernet 
for  your  network.  Because  3Com,  the  company  that  standardized 
Ethernet,  has  standardized  Fast  Ethernet. 
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So,  without  lowering  your  standards,  you  have  an  easy  and  reliable 
migration  path  to  a  much  faster  network.  Ten  times  faster,  in  fact. 
3Com  is  always  at  the  forefront  of  networking,  setting  technology 
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standards.  We  bring  you  everything  for  your  high-speed  network, 
from  the  backbone  to  the  desktop.  From  workgroup  switches  that 
enhance  your  performance,  to  hubs  and  adapters  that  bring  100  Mbps 
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Multiprotocol  Router 


to  your  new  high-end  PCs  and  servers.  From  data  center  switches  that 
eliminate  server  and  backbone  bottlenecks  to  routers  that  integrate 
Fast  Ethernet  with  the  rest  of  your  network.  We  tie  it  all  together. 

Hey,  you  might  compromise  on  leaving  a  game  early,  but  don’t 
play  games  with  your  network.  Implement  3Com’s  Fast  Ethernet 
hardware  into  your  network,  today.  It’s  the  natural  choice. 
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Network  Notes:  At  what  price  will  users  buy  in? 


By  Joanie  Wexler 

Atlanta 

In  the  spirit  of  making  pricing  — 
and  thus  purchasing  decisions 
—  simpler  for  users,  AT&T  last 
week  dramatically  reshaped  the 
way  it  charges  for  its  Network 
Notes  groupware  service. 

The  move,  however,  begs  the 
key  question:  Even  if  the  price  is 
right,  are  users  culturally  ready 
to  allow  an  outsider  to  handle 
the  care  and  feeding  of  their 
applications? 

The  answer,  at 
least  in  some  cases, 
is  yes.  “AT&T’s  Net¬ 
work  Notes  pricing 
is  certainly  low 
enough  to  be  inter¬ 
esting  and  for  us  to 
evaluate  it  at  some 
point,”  said  Ralph 
Sampson,  director 
of  client/ server  and  network  sys¬ 
tems  at  financial  sendees  firm 
McKesson  Corp.  in  San  Fran¬ 
cisco. 

McKesson  had  actually  ap¬ 
proached  AT&T  about  the  ser¬ 
vice  six  months  after  the  original 
March  1994  Network  Notes 
announcement.  Sampson  was 
interested  in  AT&T  supporting  a 
new  Notes-based  sales  automa¬ 
tion  management  application, 
but  AT&T  simply  did  not  have 
the  service  ready  in  time  to 
hit  the  company’s  deployment 
schedule,  he  said.  Instead, 
McKesson  began  installing  its 
own  servers. 

Network  Notes  was  inidally 
expected  to  go  commercial  last 
January,  but  it  ran  about  eight 
months  late  before  finally  being 
launched  in  August. 

Once  the  service  was  out,  cer¬ 
tain  pricing  flaws  became  appar¬ 
ent.  In  response,  AT&T  pared 
down  what  was  formerly  several 
pages  of  complex  variables  and 
came  up  with  the  following  basic 
formula:  Customers  who  opt  to 
dial  a  local  phone  number  for 
access  to  AT&T’s  Notes  server 
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For  more  info  on  this 
story,  point  your  browser  at 
http://wwvrf.nwfusion.com. 
After  you  log  in,  select  News+ 
and  then  WANs  and  Internet¬ 
working. 


farm  pay  $39  per  endpoint  per 
month  for  up  to  two  hours  of  use, 
then  $10  per  hour.  If  they  sign  up 
this  year,  customers  get  $6  per 
hour  off  for  usage  beyond  the 
two  hours  (see  graphic).  Each 
customer  also  pays  a  $2,500  ser¬ 
vice  managementfee. 

Price,  in  fact,  could  help  push 
customers  toward  accepdng 
the  idea  of  relinquishing  ap¬ 
plication  server  control  to  a  car¬ 
rier  or  other  third  party. 

“We’re  trying  to 
make  the  service  so 
cost-effective  peo¬ 
ple  can’t  resist  it,” 
said  Gary  Hickox, 
AT&T  applications 
and  imaging  ser¬ 
vice  vice  president. 

Unlike  for  Mc¬ 
Kesson,  the  timing 
of  Network  Notes 
was  good  for  First  Albany  Corp. 
The  brokerage,  which  recently 
launched  the  service  among  22 
sites,  said  its  price  analysis 
revealed  it  is  at  least  20%  less 
expensive  for  AT&T  to  be  main¬ 
taining  its  Notes  servers  than  for 
the  firm  to  invest  in  its  own 
equipment  and  staffing. 

That  figurejibes  with  the  15% 
to  25%  AT&T  said  users  should 
save  when  it  officially  launched 
commercial  Network  Notes  ser¬ 
vice  (ATf  Aug.  14,  page  15). 

Helen  O’Connor,  vice  presi¬ 
dent  and  director  of  telecom¬ 
munications  at  First  Albany, 
described  herjob  as  using  “tele¬ 
com  for  the  betterment  of  the 
bottom  line.”  With  the  bottom 
line  in  mind,  O’Connor  bought 
into  the  AT&T  pitch.  “Why  add 
to  it  for  management  and  equip¬ 
ment  when  someone  else  who 
has  been  in  the  [communica¬ 
tions]  business  150  years  can  do 
it?”  she  asked. 

O’Connor  said  she  is  relieved, 
though,  that  AT&T  simplified  its 
pricing  last  week.  The  formula 
was  “inidally  too  complex,  even 
for  those  of  us  who  spend  half 


AT&T  enhances  Network  Notes  service 

Besides  tweaking  its  pricing  structure,  AT&T  last  week  also 
made  some  enhancements  to  its  Network  Notes  service. 

The  service  now  supports  additional  platforms:  Macin¬ 
tosh  clients;  Novell,  Inc.  servers;  Windows  NT  clients  and 
servers;  and  Unix  clients  and  servers  running  Hewlett-Packard 
Co.,  Sun  Microsystems,  Inc.,  The  Santa  Cruz  Operation,  Inc.  and 
IBM  Unix  versions. 

AT&T  is  also  providing  an  on-line  directory  of  Network  Notes 
users  and  has  increased  the  number  of  users  who  can  simulta¬ 
neously  dial  a  server  from  24  to  32. 

In  October,  AT&T  will  support  PPP,  allowing  as  many  as  100 
PPP  users  to  simultaneously  access  a  server.  PPP  in  general  lets 
users  access  multiple  servers  at  the  same  time  without  hanging  up 
and  redialing. 


Network  Notes  costs 


Access 

method 

Monthly 
usage  fee 

Hourly  usage  fee 
after  first  2  hours 

Introductory 

discount 

Local  dial  access 

$39/endpoint* 

$10/endpoint 

-$6/hour 

950  dial 

$39/endpoint 

$12/endpoint 

-$6/hour 

800  dial 

$39/endpoint 

$13. 50/endpoint 

-$6/hour 

Frame  relay  (56K 

$360/site 

NA 

NA 

bit/ sec  dedicated) 

*  An  endpoint  is  a  workstation  or  server  allowing  one  or  more  users  access  to  the 
Notes  service. 

Note:  The  monthly  managementfee  is  $2,500  forthe  above  access  methods. 

NA  =  Not  applicable 


our  lives  on  pricing,”  she  said. 

Simpler  pricing  structures,  in 
fact,  are  turning  into  a  key  com¬ 
petitive  edge  in  many  carrier  ser¬ 
vices  (see  story,  page  1 7) . 

While  a  few  pioneers  have 
leapt  at  services  like  Network 
Notes,  others  have  resisted  the 
carrier-hosted  application  con¬ 
cept  because  their  corporate 
networks  are  not  yet  mature 
enough. 

The  telecommunications  di¬ 
rector  at  a  large  Midwestern  cata¬ 
log  retailing  company,  an  AT&T 
shop,  said  his  firm  “has  bigger 
battles  to  fight  at  the  moment.” 
His  firm  is  at  the  stage  of  stan¬ 
dardizing  on  LAN  application 
platforms  corporatewide. 

The  user,  who  asked  not  to  be 
identified,  also  said  that  philo¬ 
sophically,  his  company  “is 
being  pulled  in  two  directions” 
about  retaining  control  of  the 
network  vs.  gaining  the  advan¬ 
tages  of  outsourcing. 

Other  customers  just  do  not 


believe  carriers  are  up  to  the  job 
yet.  “I  know  these  companies 
too  well  on  a  day-to-day  basis  to 
think  they  could  do  an  adequate 
job.  They  have  enough  trouble 
just  keeping  their  networks  up 
without  taking  on  all  this  value- 
added,”  said  a  network  opera¬ 
tions  manager  at  a  Southern 
financial  services  company  who 
requested  anonymity  and  uses 
both  AT&T  and  MCI  Communi¬ 
cations  Corp.  services. 


Many  users  still  cite  security 
concerns  about  storing  their 
data  on  a  public  server  that  is 
shared  with  other  customers. 
This  is  keeping  them  from  trust¬ 
ing  their  application  servers  to  a 
third  party. 

And  McKesson’s  Sampson 
said  he  worries  whether  a  carrier 
would  be  able  to  manage  McKes¬ 
son  servers  to  hit  the  firm’s  strict, 
near-100%  network  availability 
goal.  ■ 


Notes 

Continued  from  page  10 

Lotus  would  decide  to  ship 
another  one,”  said  Audrey 
Augun,  vice  president  of  market¬ 
ing  at  Percussion  Software,  Inc. 


Notes-to-relational  database  tools 

Vendor 

Product 

Brainstorm  Technology 

DataLink 

Casahl  Technology 

Replic-Action 

Information 

Builders 

EDA/SQL  Copy 
Manager  for  Notes 

Percussion 

Notrix  Composer 

Trinzic 

InfoPump 

“Why  don’t  they  do  things  that 
the  business  partners  can’t  do, 
that  only  Lotus  can  do,  like 
extending  the  printing  capabili¬ 
ties  [of  Notes]  and  enhancing 
the  graphical  user  interface?” 

Percussion’s  Notrix  Com¬ 
poser,  which  replicates  data  be¬ 
tween  Notes  databases  and 
ODBC-compliant  data  sources, 
is  among  the  products  that 
NotesPump  will  compete 
against.  Augun  is  confident  that 
Percussion’s  offering  is  stronger, 
however,  noting  that  a  new 
release  of  Notrix  Composer  will 
address  data  integrity  issues  that 
NotesPump  will  not  tackle  when 
first  released. 

Tim  Dempsey,  director  of 
marketing  at  Lotus,  said  the  driv¬ 
ing  force  behind  NotesPump  was 
customer  demand. 

He  acknowledged  that  there 


are  several  players  with  more 
mature  offerings  in  this  space 
and  said  Lotus  “will  make  sure 
prospects  are  aware  of  these 
products.”  In  fact,  NotesPump’s 
$7,995  price  tag  is  designed  to 
“leave  some  headroom  for  part¬ 
ners’  products,”  Dempsey 
said. 

David  Marshak,  an  analyst 
with  the  Patricia  Seybold 
Group,  Inc.  in  Boston,  said 
Lotus’  relationship  with  its 
Notes  business  partners  is  a 
touchy  subject. 

“It’s  a  question  of  serving 
the  needs  of  the  Notes  cus¬ 
tomers  and  nurturing  the 
needs  of  the  Notes  industry,” 
he  said. 

NotesPump  answers  the 
needs  of  customers,  but  it  is  det¬ 
rimental  to  a  business  partner, 
and  it  could  hurt  the  Notes 
industry  as  a  whole, 
he  added. 

By  the  time  Lotus 
publicly  unveiled 
NotesPump,  most 
business  partners 
were  downplaying 
their  irritation  and 
were  instead  looking  partner,  and  it  could 


its  integration  with  the  Notes 
platform. 


NotesPump  answers 
the  needs  of  custom¬ 
ers,  but  it  is  detri¬ 
mental  to  a  business 


for  ways  to  distin¬ 
guish  their  product 
from  Lotus’. 

Ed  Vesely,  direc¬ 
tor  of  marketing  for  data  ware¬ 
house  products  at  Trinzic,  said 
InfoPump  is  more  open  than 
NotesPump  and  is  designed  to 
be  the  backbone  for  moving 
data  from  several  places  into  a 
data  warehouse.  NotesPump, 
on  the  other  hand,  focuses  on 


hurt  the  Notes  indus 
try  as  a  whole. 


Flattery  helps 

Linda  Wong,  vice  president  of 
technology  at  Casahl  Technol¬ 
ogy,  Inc. ,  which  makes  a  data  rep¬ 
lication  and  workflow  tool  for 
Notes  and  relational  databases, 
said  she  is  flattered  that  Lotus 
would  come  out  with  a  product 
so  similar  to  Casahl’s. 

But  Wong  said  NotesPump 
does  not  offer  the  update  con¬ 
flict  detection  and  resolution 
features  or  the  workflow  trigger¬ 
ing  mechanism  that  her  compa¬ 
ny’s  Replic-Action  does. 

Brainstorm  Technology,  Inc. 
makes  an  integration  tool  called 
DataLink  that  exchanges  data 
between  Notes  databases  and 
relational  ones.  Mitchell  Liu, 
Brainstorm’s  chief  technology 
officer,  said  he  sees 
the  two  products  as 
complementary,  not 
competitive. 

DataLink  is  pri¬ 
marily  a  workgroup 
product,  while  Notes¬ 
Pump  is  aimed  at  the 
enterprise,  Liu  said. 
Future  releases  of 
Brainstorm’s  server 
product,  which  com¬ 
petes  more  directly 
with  NotesPump,  will  likely  take 
advantage  of  the  open  APIs 
Lotus  is  making  available,  he 
said. 

The  company’s  goal  is  to  offer 
a  DataLink  interface  to  the 
NotesPump  back  end. 

©Lotus:  (617)577-8500. 
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WHAT  A  CHARMING  HODGEPODGE 
OF  SERVERS,  PC’S  AND  MAINFRAMES 

YOU’VE  GOT  THERE. 


"10/94  D.K  Brown  Report  'UNIX  Matas"  -  IBM  AIX  41. 1994  Enterprise  Management  Summit  -  IBM  NetView" 
lor  AIX  which  is  a  part  ol  SystemView.  IBM.  RISC  System/6000. AIX.  SystemView  and  NetView  are  registered 
trademarks  and  Solutions  tor  a  small  planet  is  a  trademark  of  International  Business  Machines  Corporation.  UNIX 


is  a  registered  trademark  in  the  U.S.  and  other  countries,  licensed  exclusively  through  X/Open  .ompany 
Limited.  All  olher  company  and/or  product  names  are  trademarks  or  registered  trademarks  of  the  ir  respec¬ 
tive  companies.  The  IBM  home  page  can  be  found  al  http://wwwibm.com  ©  1995  IBM  Corporation. 


Solutions  for  a  small  planet 


(MAY  WE  SUGGEST  THE  UNIX®  SYSTEM 
THAT’S  BEEN  SHOWN  TO  MANAGE 
MULTIVENDOR  ENVIRONMENTS  BEST?) 


Its  as  if  you’ve  inherited  computers  from  at 
least  three  different  dynasties.  They’re  all 
different  sizes,  shapes  and  capacities,  and 
sometimes  they  don’t  seem  to  like  each 
other  very  much.  On  the  other  hand, 
you  really  need  them  to  get  along. 

Which  is  why  the  recent 
Enterprise  Management  Sum¬ 
mit  put  the  RISC  System/6000 
and  other  UNIX  systems 
through  14  grueling  tests 
on  managing  complex 
multivendor  systems. 

When  the  dust  set¬ 
tled,  only  one  company  was 
able  to  outperform  HP,® 

Groupe  Bull®  Computer 
Associates®  and  Digital? 

And  that  company  is  IBM. 

According  to  D.H. 

Brown,  an  independent 


computer  consultant,  IBM’s  AIX®  is  the  best¬ 
rated  UNIX  operating  system?  And  when  you 
have  SystemView®  for  AIX  monitoring 
and  managing  complex  networks,  your 
system  can  grow  right  along  with  your 
business  without  increasing  your  staff. 

It  will  also  be  possible  for  you  to 
keep  track  of  your  network  without 
leaving  your  desk,  because  SystemView 
for  AIX  provides  all  the  systems 
management  functions  under 
easy-to-use  interface. 

For  more  information  on 
how  to  turn  a  legacy  of  other 
people’s  computers  into  a  very 
big  asset  for  you,  give  us  a 
call  at  1  800  IBM-3333, 
ext.  FA  174.  Of  course,  if 
you’re  on  the  Net,  you 
can  pay  a  visit  to  our 
home  page  at  http:// 
www.austin.ibm.com 


SIEMENS 


ROLM  Communications 


Our  mobile  telephony  solutions  can  untether  your 
employees.  Dramatically  improve  response  times. 
Reduce  administrative  time  spent  catching 
up  on  missed  inbound  calls.  And  deliver 
better  customer  service.  How?  By  stretching 
your  staff's  work  area  and  giving  them 
more  range.  So  they  can  send  and  receive  information 
anywhere  in  their  facility.  An  astonishing  75%  of  all 
callers  don't  connect  on  the  first  try.  With  a  wireless 


solution  they  can  and  will.  Making  your  employees  that 
much  more  responsive. To  find  out  how  our  ROLM 
wireless  solutions  can  dramatically  impact 
your  information  infrastructure  and  really 
transform  the  way  your  institution  works, 
give  us  a  call.  We'll  send  you  a  copy  of  our 
"ROLMphone  900  Wireless  Communications"  brochure. 
Just  think,  you  could  have  better  caller  responsiveness 
in  the  palm  of  your  hand  in  next  to  no  time  at  all. 


ROLM  RESULTS: 
IMPROVED 
CUSTOMER 
RESPONSE 


YOUR  PHONE  SYSTEM.  IT  COULD  BE  THE  MOST  POWERFUL  TOOL  ll\l  YOUR  COM  PA  N  Y 


FOR  MORE  INFORMATION,  GIVE  US  A  CALL  AT  1-800-ROLM-123,  EXT  57. 

Circle  Reader  Service  #38 


©1995  SIEMENS  ROLM  COMMUNICATIONS  INC.  ROLM  IS  A  REGISTERED  TRADEMARK  OF  SIEMENS  ROLM  COMMUNICATIONS  INC. 


Application  for  FREE  Subscription 


□  Yfes!  I  want  my  FREE  subscription 

to  NetworkWorld.  □  No.  Thank  You. 


To  qualify:  You  must  supply  your  company  name  and  address. 

Name  _ 

Title _ 

Company  _ 

Address  _ _ 

City  _ _ State _ Zip 

Business  phone  ( _ ) _ 

Business  FAX  ( _ ) _ 

Internet  address _ 


THE  NEWSWEEKLY  OF  ENTERPRISE  NETWORK  COMPUTING 


□  My  home  address  is  also  my  business  address. 

Optional  delivery  address: 

Enter  your  home  address  below  if  your  company  will  not  accept  delivery  at  your  business  address: 

Street  address  City  State  Zip 

If  military,  please  specify  branch  and  base: _ 

If  government,  please  specify  division: _ 

Publisher  reserves  the  right  to  serve  only  those  individuals  who  meet  publication  qualifications.  Incomplete  forms  will  not  be  processed. 


Industry:  (check  one  only) 

01.  □  Manufacturers  (other) 

02.  □  Finance/Banking 

03.  □  Insurance/Real  Estate/Legal 

04.  □  Health  Care  Services 

05.  □  Hospitality/Entertainment/Recreation 

06.  □  Media/TV/Cable/Radio/Print 

07.  □  Retail/Wholesale  Trade/Business  Services 

08.  □  Transportation 

09.  □  Utilities 

10.  □  Education 

11.  □  Process  Industries  (Mining/Construction/ 

Petroleum  Refining/Agriculture/Forestry) 


12.  □  Government  (Federal/State/Local) 

13.  □  Military 

14.  □  Aerospace 

15.  □  Consultants  (Independent) 

16.  □  Carriers/Interconnects 

17.  □  Manufacturers  (Computer/Communications) 

18.  □  Resellers  of  Computer/Network  Products 

(VARs,  VADs,  Distributors) 

19.  □  Systems/Network  Integrators 

20.  □  Distributors  (Computer/Communications) 

21.  D  Other  (please  specify) _ 


What  is  your  job  function?  (check  one  only) 

NETWORK  IS  MANAGEMENT: 


1 .  □  Networking  Management 

2.  □  LAN  Management 

3.  □  Datacom/Telecom  Management 

4.  □  IS,  IT,  MIS,  Systems  Management 

5.  □  Engineering  Management 


6.  □  Corporate  Management  (CIO,  CEO,  Pres.,  VP, 

Dir.,  Mgr.,  Financial  Management) 

7.  □  Consultant  (Independent) 

8.  □  Other  (please  specif,') _ 


What  is  the  total  number  of  sites  for  which  you  have  purchase  influence? 

(check  one  only) 


1.0  100  +  3.  0  20  -  49  5.  D  2-9  7.  □  None 

2.  O  50  -  99  4.  □  10-19  6.  O  1 


What  is  your  scope  and  involvement  in  purchasing  decisions  for  network 
products  &  services  for  your  enterprise? 


A.  SCOPE  (check  one  only) 

1.  □  Corporate/Enterprise 

2.  □  Department 

3.  □  None 


B.  INVOLVEMENT  (check  all  that  apply) 

1.  □  Recommend/Specify 

2.  □  Approve 

3.  □  Evaluate 

4.  □  Determine  the  need 

5.  □  None 


Check  ALL  that  apply  in  Columns  A  and  B: 

A.  I  am  involved  in  the  purchase  of  the  following  products/services: 

B.  I  plan  to  purchase  the  following  products/services: 


A 

□ 

100 

B 

□ 

LOCAL-AREA  NETWORKS 

a 

01. 

□ 

Local-Area  Networks 

□ 

02. 

□ 

Network  Op.  Sys.  Software 

□ 

03. 

□ 

LAN  Storage/Backup 

□ 

04. 

□ 

Optical  LAN  Storage/Backup 

□ 

05. 

□ 

Disk  LAN  Storage/Backup 

□ 

06. 

□ 

Tape  LAN  Storage/Backup 

□ 

07. 

□ 

RAID  LAN  Storage/Backup 

□ 

08. 

□ 

Network  Test/Diagnostic  Tools 

D 

09. 

□ 

Cables,  Connectors,  Baiuns 

□ 

10. 

□ 

UPS 

□ 

1L 

□ 

Network  Interface  Cards 

□ 

12. 

□ 

Peer-to-Peer  LANs 

□ 

13. 

D 

SNMP  Network  Management 

□ 

14. 

□ 

ATM  Switches 

15. 

□ 

Token-Ring  Switches 

16. 

□ 

Ethernet  Switches 

'□ 

17. 

□ 

Remote  LAN  Access/Communications 
Servers 

□ 

18. 

□ 

Superservers 

□ 

19. 

□ 

File/Application  Servers 

□ 

20. 

□ 

Print  Servers 

A 

B 

□ 

101 

□ 

INTERNETWORKING 

□ 

21. 

□ 

Bridges 

0 

22. 

□ 

Routers 

o 

23. 

□ 

Bridge, 'Router 

□ 

24. 

□ 

Gateways 

□  25. 

□ 

Intelligent  Hubs/Stackables 

A 

B 

□ 

102 

a 

COMPUTERS/PERIPHERALS 

□ 

26. 

□ 

Laptops/Notebooks/Sub-Notebooks 

□ 

27. 

□ 

Micros/PCs 

□ 

28. 

□ 

Minis 

□ 

29. 

□ 

Mainframes 

□ 

30. 

□ 

Workstations 

□ 

31. 

□ 

Terminals 

0  32. 

□ 

Printers 

□  33. 

□ 

Cluster  Controllers 

□ 

34. 

□ 

Monitors 

D  35. 

□ 

Fax/Modem  Boards 

A 

B 

□ 

103 

□ 

REMOTE/WIRELESS  COMPUTING 

□  36. 

□ 

PDAs 

□ 

37. 

□ 

PCMCIA  Devices 

□ 

38. 

□ 

Wireless  Data  Services 

□ 

39. 

□ 

Wireless  Data  Equipment 

□  40. 

□ 

Wireless  LANs 

□  41. 

□ 

Cellular  Equipment  &  Services 

A 

B 

□ 

104 

a 

INTERNET/ELECTRONIC  COMMERCE 

□  42. 

□ 

Internet  Access  Providers 

□  43. 

□ 

Firewalls 

□  44. 

□ 

Web  Servers/Browsers 

□  45. 

□ 

Internet  Software  Tools 

A 

□ 

B 

105  □ 

SOFTWARE/APPLICATIONS 

□ 

46.  □ 

Network  Management 

□ 

47.  □ 

Systems  Management 

□ 

48.  □ 

Security 

□ 

49.  □ 

Communications  Software 

□ 

50.  □ 

Terminal  Emulation 

□ 

51.  □ 

Word  Processing 

D 

52.  □ 

Operating  Systems 

□ 

53.  □ 

Client/Server  Applications  Development 

□ 

54.  □ 

Database  Management/RDBMS 

□ 

55.  □ 

Spreadsheet 

□ 

56.  □ 

Groupware 

□ 

57.  □ 

EDI 

□ 

58.  □ 

E-mail 

□ 

59.  □ 

Windows/Graphical  User  Interface 

D 

60.  □ 

Multimedia 

□ 

61.  □ 

Graphics/DTP 

□ 

62.  □ 

Remote  Access 

a 

63.  □ 

Imaging 

□ 

64.  □ 

Suites 

□ 

65.  □ 

Middleware 

□ 

66.  □ 

Document  Management 

□ 

67.  □ 

Database  Server 

□ 

68.  □ 

Site  Metering  Tools 

□ 

69.  □ 

Computer-Integrated  Telephony  (CIT) 

A 

B 

□ 

106  a 

WIDE-AREA  NETWORK  EQUIPMENT  & 
SERVICES 

□ 

70.  a 

Frame  Relay  Equip./Services 

□ 

71.  □ 

Modems 

□ 

72.  □ 

FT-l/T-lAr*3  Multiplexers 

□ 

73.  □ 

FT-l/T-l/T-3  Services 

□ 

74.  □ 

SONET 

□ 

75.  □ 

Inverse  Multiplexers 

□ 

76.  □ 

SMDS 

□ 

77.  □ 

Asynchronous  Transfer  Mode 

□ 

78.  □ 

Diagnostic/Test  Equipment 

□ 

79.  □ 

DSU/CSU 

□ 

80.  a 

VSAT/Satellite 

□ 

81.  □ 

ISDN  Equipment  &  Services 

□ 

82.  □ 

PBXs 

□ 

83.  □ 

Voice  Mail/Response 

□ 

84.  □ 

Videoconferencing 

□ 

85.  □ 

Leased  Lines 

□ 

86.  □ 

Switched  Data 

□ 

87.  0 

E-mail/On-line  Services 

□ 

88.  □ 

800/900/MTS  Services 

□ 

89.  □ 

Virtual  Networks 

□ 

90.  □ 

Outsourcing/Systems  Integration  Services 

□ 

91.  □ 

Education/Training  Services 

□ 

92.  □ 

None  of  the  above  (1-91) 

What  is  the  total  number  of  LANs,  workstations/nodes  at  this  location/ 
in  your  organization? 


At  this  location: 

LANs 

Workstations/ 

Nodes 

Entire  organization: 

LANs 

Workstations/ 

Nodes 

i.  □ 

5,000+ 

□ 

i. 

□ 

5,000+ 

□ 

2.  □ 

1,000-4,999 

□ 

2. 

□ 

1.000  -  4,999 

□ 

3.  □ 

100  -  999 

□ 

3. 

□ 

100  -  999 

□ 

4.  □ 

50-99 

□ 

4. 

□ 

50-99 

□ 

5.  □ 

10-49 

□ 

5. 

□ 

10-49 

□ 

6.  □ 

1-9 

D 

6. 

□ 

1-9 

□ 

7 


A  B 

□  55  □ 

□  01.  □ 
□  02.  □ 

□  03.  □ 

□  04.  □ 
O  05.  □ 

□  06.  □ 

□  07.  □ 

□  08.  □ 

□  09.  □ 

A  B 

□  56  □ 

□  10.  □ 
□  11.  □ 
□  12.  □ 

□  13.  □ 

□  14.  □ 

□  15.  □ 

□  16.  □ 

□  17.  □ 

□  18.  □ 

□  19.  □ 

□  20.  □ 

□  21.  □ 


Check  ALL  that  apply  in  Columns  A  and  B: 

A.  The  following  network  platforms  are  currently  installed: 

B.  The  following  network  platforms  are  planned  for  purchase: 


NETWORK  ARCHITECTURES 

□ 

57 

□ 

LAN  ENVIRONMENT 

SNA 

□ 

22. 

□ 

4M  Token  Ring 

DECnet 

□ 

23. 

D 

16M  Token  Ring 

TCP/IP 

□ 

24. 

□ 

Ethernet 

Novell  IPX/SPX 

□ 

25. 

□ 

100M  Ethernet 

APPC/APPN/LU  6.2 

n 

26. 

U 

StarLAN 

NETBIOS 

□ 

27. 

□ 

FDDI 

AppleTalk 

□ 

28. 

□ 

LocalTalk 

NFS 

□ 

29. 

a 

lOBase-T 

Other  (please  specify) 

□ 

30. 

□ 

ATM 

NETWORK  OPERATING  SYSTEM 

□ 

A 

31. 

□ 

B 

Other  (please  specify) 

Microsoft  (LAN  Manager) 

a 

58 

L) 

COMPUTER  OPERATING  SYSTEM 

Novell  (NetWare  2.X,  3.X) 

□ 

32. 

□ 

DOS 

Novell  (NetWare  4.X) 

□ 

33. 

□ 

Unix/Xenix/AIX 

Windows  NT 

□ 

34. 

□ 

OS/2 

Windows  NT/Advanced  Server 

□ 

35. 

□ 

OS/2  Warp 

LocalTalk  (AppleTalk) 

□ 

36. 

□ 

IBM  MVS 

Banyan  (VINES) 

□ 

37. 

□ 

IBM  VM 

IBM  (LAN  Server) 

□ 

38. 

a 

Digital  VMS 

IBM  (PC  LAN  Program) 

□ 

39. 

□ 

Macintosh 

Artisoft  (LANtastic) 

□ 

40. 

□ 

Windows 

Digital  (Pathworks) 

□ 

41. 

□ 

Windows  95 

Other  (please  specify) 

□ 

42. 

□ 

X  Window  System 

□ 

43. 

□ 

Solaris 

□ 

44. 

□ 

Other  (please  specify) 

□ 

45. 

□ 

None  of  the  above  (1-44) 

For  which  areas  outside  of  North  America  do  you  have  purchase  influence? 

(check  all  that  apply) 


1.  □  Europe 

2.  □  Asia 


3.  □  South  America  5.  □  Middle  East 

4.  □  Australia  6.  □  None 


Do  you  have  or  plan  to  install  client/server  networks?  □  Yes  □  No 


Which  of  the  following  hardware  platforms  are  installed/planned  in 
your  company?  (check  all  that  apply) 


Mainframes 

A  -  Installed  B  -  Planned 


Minis 

C  -  Installed  D  -  Planned 


i. 

IBM 

□ 

□ 

i. 

IBM 

□ 

D 

2. 

Amdahl 

□ 

□ 

2. 

Digital 

□ 

□ 

3. 

Cray 

□ 

□ 

3. 

Tandem 

□ 

□ 

4. 

Hitachi 

□ 

□ 

4. 

Unisys 

□ 

□ 

5. 

Unisys 

□ 

□ 

5. 

AT&T  GIS 

□ 

□ 

6. 

HP 

□ 

□ 

7. 

Data  General 

□ 

□ 

Which  of  the  following  do  you  have  installed/planned:  (USE  NUMBERS  ONLY) 


At  this 

E  -  Servers 

ocation: 

F  -  Clients/Nodes 

Entire  org 
G  -  Servers 

anization: 

H  -  Clients: Modes 

1.  Power  PC 

2.  Power  Macintosh 

3.  Macintosh  (Other) 

4.  Pentium-based 

5.  80486-based 

6.  80386-based 

7. 80286-based 

8.  RISC-based  workstations 

9.  Other 

What  is  the  estimated  value  of  networking  equipment  and  services  that  you 
help  specify,  recommend  or  approve  annually?  (check  one  only) 


01.D  $100  million  or  more 
02.  □  $50  million  -  $99.9  million 
03.  □  $25  million  -  $49.9  million 
04.  □  $20  million  -  $24.9  million 


05.  □  $10  million  -  $19.9  million 
06.  □  $5  million  -  $9.9  million 
07.  □  $1  million  -  $4.9  million 
08.  □  $500,000 -$999,999 


09.  □  $250, OCX)  -  $499,999 

10.  □  $249,999  or  less 

1 1 .  □  None  of  t  he  above 


Estimated  gross  annual  revenue  of  your  entire  company/institution: 

(check  one  only) 


1.  □  $10  billion  or  more  4.  □  $100  million  to  $499.9  million  7.  □  $5  million  to  $9.9  million 

2.  □  $1  billion  to  $9.9  billion  5.  □  $50  million  to  $99.9  million  8.  □  $4.9  million  or  less 

3.  □  $500  million  to  $999.9  million  6.  □  $10  million  to  $49.9  million  9.  □  None  of  the  above 


Estimated  number  of  employees  at  this  location/in  entire  organization: 


At  this  location: 

1.  □  Over  10,000 

2.  □  5,000-9,999 

3.  □  2,500  -  4,999 


4.  □  1,000  -  2,499 

5.  □  500  -  999 

6.  □  499  or  less 


Entire  organization: 

1.  □  Over  10,000 

2.  □  5,000  -  9,999 

3.  □  2,500-4,999 


4.  □  1,000  -  2,499 

5.  □  500  -  999 

6.  □  499  or  less 
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WANs  &  Internetworks 


Covering:  Network  Architectures  •  Net  Management  •  Mobile  Computing 
Local/Long-Distance  Services  •  Routers  •  Muxes  and  other  CPE 

MCI  streamlines  frame  pricing 

Helps  befuddled  telecom  budgeters  by  dropping  mileage-sensitivity  component. 


Briefs 

■  Three  developers  recently 
announced  Telephony  Ser¬ 
vice  Application  Program 
Interface  (TSAPI)-&ascd  pro¬ 
grams  that  have  been  certified  to 
run  on  Siemens  Rolm  Com¬ 
munications,  Inc.’s  9751  CBX 
private  branch  exchange  in  con¬ 
junction  with  Novell,  Inc.  LANs. 

AnswerSoft,  Inc.  launched 
a  $225-per-seat  call  management 
and  control  application  dubbed 
SoftPhone.  Atlantis  Technol¬ 
ogies,  Inc.  rolled  out  Assist  for 
automating  call  and  messaging 
workflows  for  $200  to  $1,100  per 
user,  depending  on  the  number  of 
licensees.  And  Group  PhoneWare 
from  Q.SyS  International 
automates  call  responses;  it  costs 
$1,995 for  a  five-user  license. 

Siemens  Rolm:  ( 408 )  492-2000. 

■  For  a  limited  time,  users  of 
IBM’s  A1X SNA  Services/6000 
Version  1  can  upgrade  to  SNA 
Server/6000  Version  2 forAIX or 
SNA  Server  for  AIX  Version  3.1  for 
a  35%  discount  off  current  $399 
upgrade  charges.  Orders  must  be 
placed  by  Feb.  29,  and  installa¬ 
tion  must  occur  by  March  29. 

IBM:  (800)  426-2255. 

■  Sprint  Corp.  last  week 
announced  Resale  Solutions,  a 

set  of  voice  and  data  options 

that  give  Sprint  resellers  and 
their  end-user  customers  inde¬ 
pendent  prices  and  service  terms 
not  affected  by  unfavorable 
changes  in  regular  tariffs. 

“Sprint  is  offering  reseller  cus¬ 
tomers  simplicity  and  freedom 
from  the  effects  of  retail  product 
changes,  ”  said  Leo  Walsh,  gen¬ 
eral  manager  of  Sprint’s  Diversi¬ 
fied  Brands  Group. 

■  MCI  Communications 
Corp.  has  become  the  first  car¬ 
rier  to  place  an  OC-192  Syn¬ 
chronous  Optical  Network 
(SONET)  transmission  sys¬ 
tem  in  commercial  service.  The 
125-mile  stretch  of  MCI’s  network 
from  Dallas  to  Longview,  Texas, 
can  carry  10G  bit/sec  of  traffic, 
the  equivalent  of 1,667  channels 
of  premium  videoconferences. 


By  Joanie  Wexler 

Atlanta 

To  hone  its  strengths  in  the  dog- 
eat-dog  carrier  battle  for  frame 
relay  accounts,  MCI  Communi¬ 
cations  Corp.  last  week  simpli¬ 
fied  its  pricing  structure  by 
eliminating  its  distance-sensitiv¬ 
ity  component. 

The  move  could  lower  overall 
monthly  bills  for  user  networks 
with  many  sites  scattered  over 
long  distances. 

MCI  has  done  away  with  the 
oft-confusing  variation  in 
charges  for  permanent  virtual 
circuits  (PVC)  caused  by  the 
mileage  factor.  Previously,  a 

In-between’ 
mobile  nets 
now  en  route 

By  Joanie  Wexler 

A  new  “middle-tier”  wireless 
networking  system  with  more 
coverage  than  campus-based  ser¬ 
vices  but  lacking  nationwide 
punch  will  roll  out  nextyear. 

This  new  choice  is  aimed  at 
community-bound  users,  such  as 
salespeople  who  deal  exclusively 
with  local  customers,  and  is 
made  possible  through  a  litde- 
known  technology  called  Per¬ 
sonal  Access  Communications 
System  (PACS).  PACS  officially 
made  its  industry  debut  at  the 
PCS  ’95  show  last  month  in 
Orlando  in  the  form  of  network 
infrastructure  gear  from  several 
manufacturers. 

Today,  there  are  basically  two 
levels  of  service.  At  the  campus 
level,  wireless  private  branch 
exchange  and  Centrex  offerings 
have  recendy  popped  up  from 
the  likes  of  Bell  Atlandc  NYNEX 
Mobile;  its  parent,  Bell  Adanfic 
Corp.;  and  Pacific  Bell.  These 
are  designed  to  keep  roaming 
employees,  within  limited 
boundaries,  productive. 

In  the  meantime,  established 
cellular  and  packet  radio  alter¬ 
natives  continue  to  accommo¬ 
date  users  as  they  jet-set  around 
the  country. 

See  Mobile  nets,  page  20 


given  PVC  charge  was  based  on 
bandwidth  plus  the  distance 
between  the  two  sites  connected 
by  the  PVC.  That  PVC  charge  is 
now  figured  on  a  flat  rate  deter¬ 
mined  only  by  the  bandwidth  of 
the  PVC. 

Under  this  arrangement,  cus¬ 
tomers  with  long  hauls  among 
most  sites  could  make  out, 
though  users  with  concentra¬ 
tions  of  local  or  regional  sites 
would  probably  see  no  price 
difference. 

Aside  from  potential  savings, 
the  new  plan  also  promises  a  sim¬ 
pler  pricing  formula  —  probably 
a  welcome  relief  to  users  who 
have  struggled  to  make  compari¬ 
sons  of  MCI’s  complex  pricing 
with  other  alternatives,  said 
Charles  Baker,  president  of  Tele¬ 
communications  Engineering, 
Inc. ,  a  consulting  firm  in  Dallas. 

Baker  added  that  the  move  is 
a  natural  and  fair  one  for  custom¬ 
ers  because  the  near-ubiquitous 


By  Tim  Greene 

Largo,  Fla. 

AT&T  Paradyne,  Inc.  has  devel¬ 
oped  technology  that  promises  a 
cheaper  way  to  offer  T-l  band¬ 
width  and  do  it  over  standard, 
two-wire,  voice  telephone  lines. 

The  new  capability,  called 
Symmetrical  Digital  Subscriber 
Line  (SDSL),  is  a  new  twist  on  an 
existing  but  still  young  technol- 

UNRAVELING  SDSL 

ADSL 

Asymmetric  Digital  Subscriber  Line: 
Transmits  1.544M-6.2M  bit/ sec  down¬ 
stream  and  64K-1.544M  bit/sec 
upstream  over  a  single  twisted  pair. 


GRAPHIC  BY  SUSAN  J.  CHAMPENY 


presence  of  fiber  in  long-dis¬ 
tance  trunks  has  “virtually 
caused  distance  sensitivity  to 
drop  out  of  the  cost  of  providing 
service,”  he  said. 

MCI  has  traditionally  offered 
more  options  in  its  frame  relay 
pricing  than  any  of  its  competi¬ 
tors.  This  has  been  a  mixed  bless¬ 
ing  in  that  “our  matrix  has  been 
too  complicated  for  customers  to 
come  up  with  pricing  easily,” 
acknowledged  Bill  Callahan, 
MCI  senior  manager  of  broad¬ 
band  data  marketing. 

MCI  is  currently  the  only 
interexchange  carrier  to  offer  a 
usage-based  option,  whereby 
users  subscribe  to  a  minimum 
performance-level  committed 
information  rate  (CIR),  then  pay 
by  the  megabyte  sent  —  up  to  a 
price  cap.  This  cap  is  set  equal  to 
what  users  would  pay  if  they 
chose  a  nonusage-based,  fixed- 
rate  price  for  that  CIR.  This  way, 
users  are  never  price-penalized 


ogy  called  Asymmetric  Digital 
Subscriber  Line  (ADSL).  ADSL 
was  designed  to  deliver  video  to 
homes  over  a  single  twisted  cop¬ 
per  pair. 

That  application  required 
high  downstream  bandwidths 
but  relatively  low  upstream  band- 
widths.  SDSL  took  that  concept 
but  adjusted  the  data  flow  to  mir¬ 
ror  the  capacity  of  four-wire  T-l 


SDSL 

Symmetric  Digital  Subscriber  Line: 


Initially  transmits  128K  bit/sec  in  both 
directions  over  a  single  twisted  pair.  Will 
support  1.544M  bit/sec  by  mid-1996. 


You'll  find  numerous  resources  on  Network 
World  Fusion  about  frame  relay,  including: 


►  Analyses  of  frame  relay  pricing 

►  Basic  frame  relay  info 

To  access:  Point  your  Web  browser  at 
http://www.nwfusion.com.  After  you 
log  in,  select  News*  and  then  WANs  and 
Internetworking. 


for  choosing  the  usage-based 
option. 

Generally,  customers  who 
choose  the  fixed-rate  option 
have  no  chance  to  save  money  if 
their  traffic  loads  are  less  than 
their  chosen  CIR  at  any  time  dur¬ 
ing  the  month.  However,  this 
option  is  easier  for  some  who 
prefer  to  know  exactly  what  they 
See  MCI,  page  20 


lines  —  1.544M  bit/ sec  in  both 
directions. 

If  adopted  by  carriers,  the  new 
technology  could  result  in  com¬ 
petition  that  might  turn  into  sav¬ 
ings  for  users,  analysts  said. 

Daniel  Briere,  president  of 
TeleChoice,  Inc.,  a  Verona,  N.J., 
consulting  company,  said  no  one 
has  built  SDSL  devices  yet,  but 
devices  for  its  sister  technology, 
ADSL,  cost  $1,200  to  $1,400  per 
line.  If  it  is  used  in  volume,  SDSL 
equipment  could  drop  in  price 
to  $700,  which  would  make  it 
cheaper  per  line  to  install  than  a 
hybrid  fiber-coaxial  cable  net¬ 
work.  That  would  allow  high- 
bandwidth  services  over  the 
existing  copper  infrastructure. 

Thomas  Nolle,  president  of 
CIMI  Corp.,  a  technology  assess¬ 
ment  firm  in  Voorhees,  N.J.,  said 
SDSL  in  combination  with  com¬ 
petition  for  local  exchange  ser¬ 
vice  could  bring  down  rates 
charged  by  carriers  for  what  is 
the  equivalent  of  a  T-l  pipe. 

Rules  of  competition  being 
considered  in  federal  telecom¬ 
munications  legislation  would 
give  competitive  access  providers 
(CAP)  access  to  the  installed 
copper  wires  now  used  by  the 
See  SDSL,  page  22 


SDSL  promises  T-l  bandwidth 
over  standard  telephone  lines 
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I  Want  cheap  data  network  service? 
Just  tell  them  you’re  from  France 


By  Tim  Greene 

Paris 

Users  with  international  net¬ 
works  that  include  sites  in  France 
have  one  more  option  for  frame 
relay  or  X.25  carrier  service:  Air 
France. 

The  travel  giant  began  selling 
space  on  its  150-node  private  net¬ 
work  injune. 

With  more  than  a  Alw  Fl 
dozen  nodes  in  the 
U.S.,  it  can  already  link  interna¬ 
tional  users  that  have  sites  in 
France  —  where  Air  France  has 
authority  to  function  as  a  carrier 
—  to  any  other  point  on  the 
network. 

It  does  not  have  carrier  status 
in  the  U.S.  that  would  allow  it  to 
offer  service  exclusively  among 
its  U.S.  nodes,  but  it  plans  to 
enter  the  U.S.  market  next  year, 
according  to  Philippe  Balin,  Air 
France’s  telecommunications 
director. 

The  network  can  support 
frame  relay  service  from  all  its 
nodes  at  speeds  from  9.6K  to  64K 
bit/sec. 

In  preparation  for  more  traf¬ 
fic  on  its  backbone,  Air  France 
has  installed  six  StrataCom,  Inc. 
IGX  Asynchronous  Transfer 
Mode  switches  and  can  send  at 
speeds  from  64K  to  2M  bit/ sec 
between  those  nodes.  The  air¬ 
line  has  plans  to  add  24  more 
switches  by  the  end  of  the  year. 
“That  depends  on  how  much 


business  we  get,’’  Balin  said. 

The  cell  technology  in  the 
StrataCom  backbone  switches 
will  reduce  the  network  cost  of 
leased  lines,  he  said,  and  the 
packet  and  cell  networks  com¬ 
plement  one  another. 

Air  France  built  its  own  data 
packet  network  based  on  prod¬ 
ucts  from  Ascom 
nwcB#y  Timeplex,  Inc.  and 
Northern  Telecom, 
Inc.  in  1990.  The  airline  is  replac¬ 
ing  the  Ascom  Timeplex  net¬ 
work,  and  payback  on  the 
StrataCom  network  is  projected 
at  two  years. 

Other  airlines  chose  to  use 
SITA,  the  international  network 
shared  by  many  airlines,  but 
Balin  said  that  option  was  30%  to 
40%  more  expensive  than  the 
solution  his  firm  chose. 

So  what’s  the  price? 

Air  France  pricing  in  France 
is  15%  less  than  for  France  Tele¬ 
com’s  data  services,  Balin 
claimed,  but  pricing  for  the  U.S. 
market  has  not  been  deter¬ 
mined.  “We  plan  to  take  10%  of 
the  French  data  communication 
market  within  three  years,”  he 
said. 

According  to  Balin,  the 
choice  to  set  up  a  private  net¬ 
work  with  leased  lines  from 
AT&T  in  the  U.S.  was  made 
because  it  was  35%  less  expen¬ 
sive  than  other  alternatives  Air 


France  considered,  including 
service  offerings  from  BT  Tym¬ 
net,  Inc.  When  the  time  comes 
early  next  year  to  figure  out  U.S. 
pricing,  he  expects  that  differ¬ 
ence  to  be  reflected  in  the  rates. 

“Don’t  forget,  the  compari¬ 
son  was  made  in  1991.  Certainly 
it  is  time  to  update  the  compari¬ 
son,”  he  said. 

An  analyst  was  skeptical, 
however. 

“You  need  to  pay  for  a  tail  cir¬ 
cuit,  and  the  potential  cost  sav¬ 
ings  is  diminished  when  you  do 
this,”  said  Kathy  Elsayed,  vice 
president  of  information  re¬ 
sources  at  Lynx  Technologies, 
Inc.,  a  Fairfield,  N.J.,  interna¬ 
tional  telephony  consulting 
firm.  Many  international  carri¬ 
ers  will  pay  for  the  local  link 
when  you  buy  service  from  them, 
she  added. 

In  the  U.S.,  the  Air  France 
network  nodes  are  located  in 
Boston,  Chicago,  Washington, 
New  York,  San  Francisco,  Los 
Angeles,  Houston,  Atlanta, 
Miami  and  Philadelphia. 

Although  Air  France  leases 
lines  from  local  PTTs,  Uni¬ 
source,  AT&T  or  other  carriers, 
users  of  the  Air  France  network 
deal  only  with  Air  France  if  there 
is  a  problem. 

“Never  does  the  customer 
have  to  call  the  PTT  to  say 
the  local  line  is  down,”  Balin 
said.  ■ 


Axon  unleashes  RM0N2-type  probe  and  software 

Flexiprobe  6000,  Tr affix  Manager  track  end-to-end  conversations  through  enterprise  nets. 


By  Jim  Duffy 

Newton,  Mass. 

Axon  Networks,  Inc.  has  brought 
out  two  products  designed  to 
enable  users  to  monitor  and  ana¬ 
lyze  end-to-end  traffic  in  enter¬ 
prisewide  client/ server  nets. 

The  products,  called  Flexi¬ 
probe  6000  and  Traffix  Manager, 
are  based  on  management  con¬ 
cepts  being  defined  as  part  of  the 
emerging  Remote  Monitoring-2 
(RMON2)  standard.  RMON2 
will  allow  network  managers  to 
collect  network  and  application 
statistics  from  network  devices  in 
order  to  analyze  traffic  patterns 
and  plan  for  network  growth  or 
reconfiguration. 

“[RMON2]  gives  us  the  abil¬ 
ity  to  go  in  and  monitor  what  part 
of  network  utilization  is  made  up 
of  what  [type  of  traffic],”  said 
Kevin  Morris,  lead  systems  soft¬ 


ware  specialist  at  Northern  Indi¬ 
ana  Public  Service  Co.  in  Ham¬ 
mond,  Ind.  “That’s  very  valuable 
information  because  our  net- 


Axon's  Flexiprobe  6000 and  Traffix 
Manager  software  provide  RMON2-type 
analysis  of  enterprisewide  client/server 
networks. 

work  is  doing  nothing  but  grow¬ 
ing,  and  our  staff  is  doing 
nothing  but  shrinking.  We’ve 
had  to  find  waysofsavingtime.” 

Flexiprobe  6000  is  an 
RMON2-type  probe  that  moni¬ 


tors  multiple  network  segments 
and  supports  multiple  network 
media  types.  It  is  a  chassis-based 
hardware  platform  with  three 
media  card  slots. 

Media  cards  for  Ethernet, 
token-ring  and  FDDI  LANs  can 
be  mixed  and  matched  in  the 
Flexiprobe  6000  according  to 
user  requirements.  The  cards 
support  a  varying  number  of 
ports. 

Flexiprobe  features  an  Intel 
Corp.  i960  Reduced  Instruction 
Set  Computing  processor  and 
buffered  memory  for  simulta¬ 
neous  monitoring  of  multiple 
LAN  segments.  Statistics  gath¬ 
ered  by  Flexiprobe  are  delivered 
to  a  Unix  workstation  running 
Traffix  Manager  software. 

Traffix  Manager  collects  and 
correlates  the  statistical  data  to 
provide  visualization  of  enter¬ 


IDEA  links 
remote  users 
to  AS/400s 

By  Michael  Cooney 

Billerica,  Mass. 

IDEA  last  week  announced  anew 
family  of  controllers  designed  to 
help  those  looking  for  a  quick 
and  easy  way  to  link  remote  end 
users  with  IBM  Application  Sys¬ 
tem/  400  resources. 

The  i-Series  con¬ 
trollers  are  entry- 
level  communica¬ 
tions  devices  aimed 
at  branch  offices 
that  need  host  con¬ 
nectivity  but  not  the 
full-blown  network¬ 
ing  capabilities  of 
IDEA’S  larger  con¬ 
troller,  the  Concert 
series. 

In  fact,  the  i- 
Series  boxes  are 
field-upgradable  to 
IDEA’S  more  ad¬ 
vanced  Concert  con¬ 
troller  line. 

“As  a  firm  grows, 
users  can  migrate  to  the  Concert 
with  a  software  upgrade  to  the 
i-Series,”  said  Rohit  Mehra,  an 
IDEAproduct  manager. 

The  i-Series  family  comprises 
three  controllers.  The  Model 
i  10200  is  the  smallest,  support¬ 
ing  as  many  as  eight  twinaxial  ter¬ 
minals  and  a  single  128Kbit/sec 
Synchronous  Data  Link  Control 
or  X.25  link  to  the  AS/400.  The 


prise  network  traffic  for  perfor¬ 
mance  management,  trend  anal¬ 
ysis  and  troubleshooting.  It  also 
displays  end-to-end  conversa¬ 
tions  and  details  how  client/ 
server  applications  are  using  the 
network. 

This  enables  network  manag¬ 
ers  to  focus  on  the  traffic  for  a 
particular  workgroup,  virtual 
LAN,  subnet  or  organization  and 
then  tune  those  networks  based 
on  application  usage  patterns. 

The  Flexiprobe  6000  with  an 
FDDI  media  card  will  be  avail¬ 
able  in  the  fourth  quarter. 

Ethernet  and  token-ring 
media  cards  will  be  available  in 
the  first  quarter  of  1996.  A  Flexi¬ 
probe  6000  with  32M  bytes  of 
memory  and  two  eight-port 
Ethernet  cards  costs  $1 3,200. 

Pricing  for  a  single-user 
license  of  Traffix  Manager  with 
the  ability  to  monitor  50  RMON 
devices  starts  at  $8,000. 

It  will  be  available  in  the 
fourth  quarter. 

©Axon:  (617)630-9600. 


middle-tier  box,  the  i  10300,  sup¬ 
ports  16,  28  or  56  twinaxial 
devices  as  well  as  SDLC,  X.26  or 
token-ring  connectivity  with  the 
AS/400.  The  high-end  Model 
i  1 0700  supports  between  28  and 
128  twinaxial  devices  and  the 
same  AS/400  connectivity  as  the 
il0300. 

All  of  the  i-Series  boxes  pro¬ 
vide  IBM  5294  and  5394  AS/400 
controller  compatibility  at  a  sig¬ 
nificantly  lower  price  than  the 
IBM  controllers.  For  example, 
an  IBM  5494  that  supports  token¬ 
ring  AS/ 400  links  costs  around 
$6,000.  A  similarly 
configured  i-Series 
would  cost  about 
$2,000,  the  firm 
claimed. 

The  i-Series  boxes 
support  links  to 
IBM’s  pre-AS/400 
mid-range  boxes, 
the  System/36  and 
S/38. 

“All  three  models 
are  essentially  plug 
and  play;  there  are 
no  configuration  dis¬ 
kettes  or  anything 
else,”  Mehra  ex¬ 
plained.  “An  Auto- 
Sensing  feature  lets 
users  plug  in  termi¬ 
nals  and  printers,  which  auto¬ 
matically  register  to  the  host.  ’  ’ 

The  i-Series  boxes  are  cur¬ 
rently  available  and  range  in 
price  from  $1 ,995  to  $4,295. 

©IDEA:  (800)  257-5027. 


BusinessBriefs 


The  Federal  Communications  Commis¬ 
sion  is  expected  to  decide  the  fate  of 
Sprint  Corp.'s  proposed  alliance  with 
France  Telecom  and  Deutsche  Telekom 
on  Dec.  7  at  the  commission's  final  pub¬ 
lic  meeting  of  the  year. 

Scott  Blake  Harris,  chief  of  the  FCC’s 
International  Bureau,  told  users  attend¬ 
ing  a  recent  New  York  meeting  spon¬ 
sored  by  Swiss  Telecom  PTT  that  the  FCC 
staff  needs  until  then  to  digest  new  com¬ 
ments  filed  after  the  Sprint  deal  was 
altered  following  a  Department  of  Jus¬ 
tice  decree. 

The  Unispan  consortium  of  regional 
frame  relay  service  providers,  which  col¬ 
lectively  provide  nationwide  services, 
has  gone  global  by  adding  a  sixth  mem¬ 
ber:  TeleMedia  International,  Inc.,  whose 
net  spans  Europe,  North  America,  Latin 
America,  Asia-Pacific  and  Australia.  The 
group  last  week  also  said  it  is  evaluating 
Visual  Networks,  Inc.'s  Visual  Networks 
management  infrastructure  as  a  com¬ 
mon  monitoring  platform  to  run  across 
their  nets. 


“As  a  firm  grows,  users 
can  migrate  to  the 
Concert  with  a  soft¬ 
ware  upgrade  to  the 
i-Series.” 

Rohit  Mehra 
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If  YOU'RE  READY  TO  G0 10  TIMES  FASTER  ON  YOUR  ETHER 


100MBPS.  PUT  ON  YOUR  RACING  GLOVES. 

#flre  you  ready  for  high-performance  networking?  100Mbps  Fast  Ethernet  is  here.  Now.  And  how.  NetWorth's  MicrolOO™ 
Fast  Ethernet  100BASE-TX  hub  revs  up  your  bandwidth  by  providing  10  times  the  throughput  of  existing  10BASE-T  networks. 
The  MicrolOO  is  ideal  for  server  clusters  or  small  groups  of  power  users  who  want  additional  speed  without  spinning  their 
wheels.  And  the  MicrolOO  is  available  now. 


Put  yourself  in  the  driver's  seat. 

NetWorth's  MicrolOO  gives  your  servers  and  Microsoft  Windows  applications  blazing  speed.  But  while  its  acceleration  puts  you 
ahead  of  the  pack,  its  price  is  right  on  track.  At  $1795,  the  MicrolOO  is  the  most  affordable,  high-performance  100BASE-TX  hub 
on  the  market.  Combined  with  NetWorth's  SwiftNIC™  Fast  Ethernet  adapters,  NetWorth  is  your  single-source  solution  for  high¬ 
speed  networking.  So  you  can  climb  into  the  driver's  seat  and  get  into  the  race  without  drawing  a  yellow  flag. 


1795 


FROM  10  TO  100 MBPS  IN  JUST  ONE  PHONE  CALL. 

To  experience  true  high-performance  networking,  call  NetWorth  at  1-800-544-5255  and  ask  for  information 
about  high-speed  travel  on  the  information  superhighway.  Call  now  and  we'll  even  help  you  pack  for  the 
trip  with  a  free  MicrolOO  Fast  Ethernet  Topology  poster  and  pocket  guide,  call  1-800-544-5255. 


SO  ARE  WE. 


At  NetWorth,  We’re  Thinking  Faster. 

1  -800-544-5255 

So  Sc 

®  Copyright  ibss,  NetWorth,  Inc.  ii  a  registered  trrdemrrr,  and  Microtoo  rad  SwiftNIC  rre  trademarks  oe  NetWorth,  Inc.  in  the  U.S.  and  other  countries.  IBM  is  a  registered  trademark  oe  Internationa!  Business  Machines  Corporation.  Ael  other  iraoemarks  are  the  property  oe  their  respective  owners. 
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Depending  on  whom  you  ask,  PACS  is 
either  a  high-speed  personal  communica¬ 
tions  service  (PCS)  alternative  or  a  local- 
loop  substitute.  While  running  in  the 
same  1.9-GHz  spectrum  band  assigned  to 
PCS,  PACS  radio  subsystems  are  typically 
interconnected  with  the  public  telephone 
network,  rather  than  PACS-specific 
switches.  So  PACS  is  likely  to  be  only  a 
third  as  expensive  and  much  faster  to 

HOW  FAR  DO  YOU  WANT  TO  GO? 


deploy  than  some  of  the  digital  cellular 
infrastructures  under  construction,  ac¬ 
cording  to  PACS  proponents. 

James  Carpenter,  senior  vice  president 
at  PACS  vendor  NEC  America,  Inc., 
described  the  technology  as  a  “cordless 
phone  with  more  reach.”  He  said  the 
system,  based  on  microcells,  extends 
throughout  a  community  or  county  and 
maintains  land-line  speed,  quality  and 
privacy. 

PACS  systems  are  being  tested  at  US 
WEST,  Inc.  and  SBC  Communications, 
Inc.  as  a  local-loop  alterna¬ 
tive  for  difficult-to-wire 
areas.  They  will  also  inter¬ 
operate  with  ISDN  and 
extend  the  bandwidth  and 
intelligent  capabilities  of 
one  ISDN  64K  bit/sec 
channel  to  wireless  users. 

From  that  perspective, 
“PACS  sounds  appealing 
for  our  investment  repre¬ 
sentatives  out  in  the  com¬ 
munity  visiting  a 
customer”  and  needing 
local  database  and  Internet 
access,  said  Richard 
Malone,  the  partner  in 
charge  of  information  sys¬ 
tems  at  financial  services 
company  Edward  D.  Jones 
&  Co.  in  St.  Louis.  Malone 


Customers  eventually  will  be  able  to  choose  the  most  cost-effective 
wireless  network  service  based  on  budgets  and  required  mobility. 


Campuswide  coverage 
(wireless  PBX/Centrex) 


Communitywide  - 
coverage  (PACS) 


GRAPHIC  BY  SUSAN  J.  CHAMPENY 


Nationwide  -I 
coverage  (cellular, 
PCS,  packet  radio) 


Advertisement 

What  is  the  role  of  flow 
control  in  ATM  networks? 

By  Joseph  Skorupa 

ATM  flow  control  is  one 
component  of  a  broader 
capability  known  as  band- 
widdi  management.  Band¬ 
width  management  mini- 
mizes  network  congestion 
■A  MM  and  guarantees  efficient 
use  of  critical  network  resources  such  as 
WAN  and  server  links. 

ATM  is  unique  in  its  ability 
to  define  different  traffic 
types:  constant  bit  rate  (CBR) 
which  is  typically  voice,  vari¬ 
able  bit  rate  (VBR)  for  video, 
and  unspecified  bit  rate 
(UBR)  and  available  bit  rate 
(ABR)  for  data  traffic.  Each 
Uaffic  type  requires  a  different  quality  of  ser¬ 
vice  (QoS)  widi  unique  properties,  like  the 
amount  of  bandwidth  reserved,  delay  toler¬ 
ance,  and  variation. 


for  each  connection,  guaranteeing  that  each 
connection  receives  the  appropriate  QoS. 

Flow  control,  per  VC  queuing,  and  intelli¬ 
gent  buffering  are  used  widiin  the  ATM 
switch  to  optimize  die  bandwiddi  diat  is  avail¬ 
able  for  data  traffic  (UBR  and  ABR). 

Flow  control  detects  congestion  in  the  net¬ 
work  and  informs  the  sending  device  to  slow 
down.  To  date,  the  ATM  Forum  has  defined 
EFCI  to  do  this,  with  more  sophisticated 
methods  on  the  horizon. 

Because  data  traffic  is  bursty,  large  dynam¬ 
ically  allocated  buffers  are  essential.  These 
buffers  temporarily  store  traffic  when  multi¬ 
ple,  simultaneous  bursts  cause 
momentary  congestion. 

However,  large  buffers  are 
not  enough.  Once  a  buffer  is 
nearing  capacity,  the  ATM 
switch  should  begin  to  intelli¬ 
gently  discard  cells.  Packet 
Level  Discard  drops  entire 
LAN  packets  versus  discard¬ 
ing  random  cells  from  many  different  pack¬ 
ets.  This  technique  maximizes  packet 
diroughput  and  minimizes  the  total  number 
of  packets  that  must  be  retransmitted. 


Bandwidth  management  is  key  to  the  sup¬ 
port  of  multiple  services  on  ATM.  It  guaran¬ 
tees  QoS  for  high  priority,  delay  sensitive 
CBR  and  VBR  traffic,  while  providing  bursty 
UBR  and  ABR  traffic  with  fair  access  to 
remaining  network  bandwidth.  Several  tech¬ 
niques  including  traffic  policing,  flow  con- 
trol,  and  per  VC  queuing  are  used  to  provide 
these  services. 


FORE  Systems  delivers  these  advanced 
bandwidth  management  features  in  their 
ATM  products. 

For  a  copy  of  the  ForeThought 
Bandwidth  Management  white  paper, 
call  412-933-6244. 

If  you  have  a  question  about  ATM,  contact 
FORE  and  ask  The  ATM  Experts™. 


Connection  admission  control  and  dual 
leaky  bucket  traffic  policing  algorithms  within 
the  ATM  switch  ensure  the  integrity  of 
CBR/VBR  connections.  Per  VC  queuing  pro¬ 
vides  a  unique  path,  or  queue  (and  priority) 


174  Thorn  Hill  Road 
Warrendale,  PA  15086-7586 
Fax:  412-933-6200 
Internet:  info@fore.com 
or  http://www.fore.com 
The  ATM  Experts " 


FORE 

SYSTEMS 


worries,  however,  about  disappointing 
users  who  take  their  equipment  out  of 
coverage  bounds. 

Others  share  this  concern.  “We  don’t 
believe  that  a  boundary  is  acceptable  to  a 
customer,”  said  Dick  Lynch,  executive 
vice  president  and  chief  technology  offi¬ 
cer  at  Bell  Atlantic  NYNEX  Mobile  in  Bed- 
minster,  N.J. 

Instead  of  moving  to  PACS,  his  firm 
plans  to  resell  wireless  PBX  systems  from 
Motorola,  Inc.  for  campuswide  service 
and  is  building  a  nationwide  digital  cellu¬ 
lar  net  to  extend  that  nationally. 

Boundaries  are  acceptable  to  some, 
however.  Steve  Green,  president  of  con¬ 
sultancy  S.R.  Green  Associates  in  Los 
Angeles,  stopped  by  Pacific  Bell’s  booth  at 
the  Tele-Communications  Association, 
Inc.  trade  show  last  month  in  San  Diego  in 
search  of  a  community-oriented  wireless 
network  solution.  He  was  trying  to  save  a 
medical  facility  client,  whose  campus 
straddles  Pacific  Bell  and  GTE  Telephone 
Operations  territory,  from  having  to  pay 
hefty  cellular  rates. 

An  effective  solution  to  Green’s  prob¬ 
lem  is  almost  here.  For  instance,  Pacific 
Bell  launched  wireless  Centrex  at  the 
show,  a  service  that  would  extend  among  a 
cluster  of  buildings.  But  since  the  Pacific 
Bell  product  manager  was  unsure 
whether  the  Centrex  service  would  reach 
across  streets  into  GTE  territory,  PACS 
might  be  a  viable  solution  for  his  client. 
There  is  only  one  hitch:  There  are  no  ser¬ 
vices  available  now. 

Pacific  Bell  is  not  pursuing  PACS.  Nei¬ 
ther  is  Bell  Atlantic  NYNEX;  instead,  it  is 
planning  to  link  PBXs  to  its  Code  Division 
Multiple  Access-based  PCS  services  when 
they  become  available  next  January, 
Lynch  said.  Service  prices  will  be  based  on 
zones,  whereby  users  can  choose  as  many 
as  three  zones  with  different  usage  rates, 
with  the  “home  zone”  being  the  least 
expensive.  ■ 


PCS  begins  to  gel 

At  the  PCS  ’95  show  in  Orlando 
last  month,  PCS  components 
parts  other  than  PACS  began 
drifting  into  place. 

■  SkyTel  Corp.  launched  the  nation’s 
first  two-way  paging  PCS  service, 
dubbed  SkyTel  2-Way  (AW,  Sept.  18, 
page  10).  MCI  Communications 
Corp.  said  itwill  begin  reselling  the 
service  next  month  under  its  own  net- 
workMCI  brand  name. 

■  ExMachina,  Inc.  introduced  Notify 
Pro  and  Notify  Mobile,  applications 
that  are  the  first  to  comply  with  the 
Personal  Communications  Industry 
Association-sanctioned  Telocator 
Data  Protocol  (TDP)  for  PCS  services 
in  the  1.9-GHz  spectrum  band.  Ex 
Machina’s  applications  allow  the 
exchange  of  data  files  and  text  mes¬ 
sages  over  PCS  services,  such  as  SkyTel 
2-Way. 

■  Engineering  &  Business  Systems  in 

Shelton,  Conn.,  introduced  the  Short 
Messaging  Server,  which  allows  pro¬ 
viders  of  PCS  and  cellular  services  to 
deliver  ‘  ‘message-waiting’  ’  notifica¬ 
tion,  financial  data,  weather  reports, 
news  headlines  and  advertising  over 
their  spectrum.  The  server  delivers 
text  messages  of  up  to  160  characters 
to  a  mobile  subscriber  from  external 
sources  such  as  voice  mail,  operator 
terminals,  electronic  mail,  fax  or  pag¬ 
ing,  the  vendor  said. 

■  Octel  Communications  Corp.  said 
it  will  incorporate  AccessLine  Tech¬ 
nologies,  Inc.’s  One  Person,  One 
Number  and  other  technologies  into 
its  Sierra  voice  processing  platform  to 
extend  its  wireless  services  beyond  a 
campus  boundary. 


MCI 

Continued  from  page  1 7 

are  going  to  pay  per  month  when  budget¬ 
ing,  noted  Christine  Heckart,  senior 
broadband  consultant  at  TeleChoice, 
Inc.,  a  consulting  firm  in  Verona,  N.J. 

MCI  also  offers  a  zero  CIR,  which  is 
usage-based  and  basically  free  if  unused. 
But  this  option,  also  offered  by  Sprint 
Corp.,  does  not  guarantee  throughput,  as 
each  packet  is  marked  discard-eligible 
and  could  be  dropped  in  times  of  network 
congestion. 

Another  MCI  pricing- 
related  option  is  simplex 
PVCs,  whereby  a  user  can 
render  a  CIR  larger  in  one 
direction  than  in  the  other 
if  the  nature  of  the  traffic 
flow  merits  it.  Other  carri-  WorldCom 
ers  also  offer  this  (see  |^q| 
graphic).  MCI  and  its  com¬ 
petitors  other  than  Sprint 
also  allow  users  to  oversub¬ 
scribe  a  PVC  larger  than  the 
port  speed  to  take  advan¬ 
tage  of  spare  capacity  on 
the  carrier’s  backbone  net. 


Based  on  the  new  plans,  MCI’s  Calla¬ 
han  said  users  at  the  low  end  might  see 
their  prices  reduced  slighdy.  As  before, 
MCI’s  usage-based  option  still  carries  a 
minimum  16K  bit/sec  CIR  performance 
level,  and  charges  for  usage  are  capped  at 
the  corresponding  fixed-rate  charge  for 
the  CIR.  However,  the  16K  bit/sec  fixed- 
rate  minimum  charge  has  dropped  from 
$54  to  $37  per  month  per  simplex  PVC. 

On  average,  though,  the  MCI  cus¬ 
tomer  base  as  a  whole  should  see  a  neutral 
effect  on  pricing,  he  said.  ■ 


Basic  pricing  structure  Pricing  options 

Flat  rate  Simplex  PVCs,  oversub¬ 

scription  of  port  connection 

Flat  rate  or  nonlinear*  Simplex  PVCs,  oversub¬ 
scription  of  port  connection 

Flat  rate  or  usage-based  Simplex  PVCs,  zero  CIR, 
with  price  caps;  no  longer  oversubscription  of  port 
mileage-sensitive  connection 

Flat  rate  Zero  CIR 


How  they  charge  -  IXC  frame  relay  pricing  schemes 


Carrier 

AT&T 


Sprint 

"The  price  of  each  incremental  64K  bit/ sec  of  CIR  decreases  as  volumes 
increase. 

SOURCE:  TELECHOICE,  VERONA,  N  J. 
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How  our  V.34  modems 
with  Advanced  Parallel 
Technology  solve 
the  serial  port  bottleneck. 


If  you're  still  transmitting  data  through  a  serial 
port,  perhaps  it's  time  you  took  the  fast  lane. 

At  high  speeds,  a  PC's  serial  port  transfers  data 
one  bit  at  a  time  resulting  in  slower  performance, 
loss  of  data  and  higher  phone  charges.  However, 
Microcom's  Advanced  Parallel  Technology™  (APT™) 
utilizes  the  parallel  port  which  transfers  data  8  bits 
at  a  time.  Exactly  how  speedy 
is  that?  Fasten  your  seat  belt. 


APT  allows  throughput  rates  of  up  to  300  Kbps 
as  opposed  to  only  115  Kbps  with  ordinary  serial 
port  modems.  It's  a  veritable  data  autobahn.  It's  so 
fast  that  Microsoft®  licensed  the  Advanced  Parallel 
Technology  and  built  it  into  Windows®  95. 

Of  course,  all  our  modems  also  include  a  stan¬ 
dard  serial  port  for  DOS,  OS/2  and  UNIX. 

For  more  information,  call  today. 
And  step  on  it. 


microcom 


Access  Innovation.™ 


V.34  Modems 


•  Complete  family 
of  low  priced, 
high  performance 
V.34  modems. 

-DeskPorte™  family 
of  desktop, 
internal, 
and  rackmount 
modems. 

-TravelCard™  family 
of  PC  Card  (PCMCIA) 
modems. 

•  Advanced  features 
such  as  security, 
flash  memory, 
MNP®  10, 
leased  line, 
and  synchronous 
capabilities. 


USA  (617)  551-1000 
U.K.  Ltd.  (44)  1  483-740763 
France  (33)  1  46  62  68  68 
Singapore  (65)  348-6628 
Australia  (61)  2  413-3302 
Germany  (49)  231  9026-610 

1-800-822-8224 


Fax  connection:  1-800-285-2802 

(Press  #1  and  select  documents 
#1250  and  #1251) 

Internet:  http://www.microcom.com/ 

Products  available  on  GSA  Schedule. 


©Microcom,  Inc.  1995.  All  rights 
reserved.  Microcom  and  MNP  are 
registered  trademarks  and  Advanced 
Parallel  Technology,  APT,  DeskPorte, 
TravelCard  and  Access  Innovation  are 
trademarks  of  Microcom  Systems,  Inc. 
Microsoft  and  Windows  are  registered 
trademarks  of  Microsoft. 
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GTE  seeks  pricing  flexibility 
for  government  customers 


By  David  Rohde 

Washington,  D.C. 

Government  network  adminis¬ 
trators  may  obtain  new  flexibility 
in  negotiating  with  local  ex¬ 
change  carriers  (LEC)  if  GTE 
Telephone  Operations  succeeds 
in  pushing  a  controversial  pro¬ 
posal  past  the  Federal  Commu¬ 
nications  Commission. 

The  proposal,  included  in  a 
tariff'  filing  due  to  take  effect 
next  Monday,  would  for  the  first 
time  allow  GTE  to  give  govern¬ 
ment  agencies  special  rates  in 
response  to  requests  for  propos¬ 
als  on  T-l ,  T-3,  digital  data  service 
and  other  private  lines. 

The  proposal  has  drawn 
howls  of  protest  from  competi¬ 
tive  access  providers  (CAP)  and 
MCI  Communications  Corp., 
which  claim  such  a  procedure 
violates  the  commission’s  long¬ 
standing  policy  prohibiting 
dominant  LECs  from  negotiat¬ 
ing  individual  rates  on  standard 
services. 

But  in  its  filing,  GTE  claims 
that  it  is  being  eaten  alive  in 


Hawaii  —  where  it  is  the  domi¬ 
nant  carrier  —  by  a  CAP  named 
Oceanic  Communications,  Inc. 
Oceanic  recently  won  25  govern¬ 
ment  contracts  for  private-line 
services  in  Hawaii  by  undercut¬ 
ting  GTE’s  published  tariffed 
price,  GTE  officials  said. 

“For  any  given  REP,  any  com¬ 
petitor  can  figure  [GTE’s]  rates 
and  simply  bid  a  few  dollars  less 
to  win  the  award,”  said  Dennis 
Trimble,  GTE’s  director  of  pric¬ 
ing  and  tariffs  in  Irving,  Texas. 

Although  GTE  only  demon¬ 
strated  the  current  problem  in 
Hawaii,  its  proposed  solution 
would  apply  to  government 
agencies  around  the  country. 
GTE  is  the  LEC  for  parts  of  28 
states. 

The  controversy  resembles  a 
current  fight  over  an  attempt  by 
SBC  Communications,  Inc.,  a 
regional  Bell  operating  com¬ 
pany,  to  gain  RFP  flexibility  for 
all  users  (NW,  April  10,  page  25, 
andjuly  1 7,  page  26) . 

But  in  the  case  of  GTE,  the 
matter  is  complicated  by  the  fact 


Farallon  looks  to 
make  Internet 
access  simpler 

By  Jim  Duffy 

Alameda,  Calif. 

Farallon  Computing,  Inc.  hopes 
to  make  the  Internet  cheaper 
and  easier,  and  make  a  few  bucks 
for  itself  in  the  process. 

To  meet  both  goals,  the  com¬ 
pany  has  rolled  out  an  Internet 
access  program,  Netopia,  that 
includes  an  ISDN  access  router,  a 
Web  browser  and  mail  client  soft¬ 
ware  for  popular  desktop  operat¬ 
ing  systems,  as  well  as  support 
services  to  help  users  set  up  the 
new  products. 

“I  have  two  words  to  describe 
it:  It’s  nifty,”  said  Paul  Zagaeski, 
senior  analyst  at  Computer  Intel¬ 
ligence  InfoCorp,  Inc.  in  Boston. 

The  three  new  Netopia  Inter¬ 
net  routers  connect  Ethernet 
LANs  to  die  Internet  over  a 
shared  ISDN  line.  The  Models 
630  and  640  are  targeted  at  Win¬ 
dows  users,  while  the  Model  440 
supports  Macintosh  users. 

All  three  support  an  inte¬ 
grated  128K  bit/sec  ISDN  NT1 
Basic  Rate  Interface.  With  4-to-l 
compression,  WAN  throughput 
can  reach  5 12K  bit/sec,  Farallon 
said. 

The  Models  630  and  640  fea- 


Farallon’s  guide  to  the  Internet 


Components  of  the  Netopia  line: 

►  Internet  routers:  128K  bit/sec 
ISDN  access  to  the  Internet  for 
workgroups 

►  Internet  software:  Web  browsers 
and  mail  clients  for  Windows  95, 
Windows3.1  and  the  Macintosh 

►  Internet  services:  Up  and  Running, 
Guaranteed  support  program 


ture  lOBase-T  and  attachment 
unit  interface  (AUI)  Ethernet, 
while  the  440  sports  an  Ethernet 
AUI  and  an  Apple  Computer, 
Inc.  LocalTalk  connection.  The 
630  and  640  route  TCP/IP,  while 
the  440  routes  TCP/IP  and 
AppleTalk. 

The  software,  called  Netopia 
Internet  Solution  Starter  Kit, 
includes  unlimited  licenses  of 
Microsoft  Corp.’s  Plus  Web 
browser  and  electronic  mail  cli¬ 
ent  software.  It  also  includes  a 
single  license  for  Netscape  Com¬ 
munications  Corp.’s  Navigator 
Web  browser,  Qualcomm,  Inc.’s 
Eudora  Lite  E-mail  software  and 
Network  TeleSystems,  Inc.’s 
TCP/IP  protocol  stack. 

The  Netopia  routers  cost 
from  $1 ,299  to  $1 ,699,  including 
the  Netopia  software.  The  ser¬ 
vices  cost  $499.  All  Netopia  offer¬ 
ings  will  be  available  next  month. 

©Farallon:  (510)  814-5000. 


that  the  FCC  allows  carriers  to 
file  separate  rates  for  govern¬ 
ment  vs.  private-sector  users,  as 
long  as  all  government  users  are 
charged  the  same  amount  for 
the  same  service. 

In  fact,  there’s  nothing  tech¬ 
nically  stopping  GTE  from  com¬ 
ing  up  with  a  lower  price  than  the 
published  government  price  in 
response  to  a  private-line  RFP, 
said  Don  Sussman,  an  MCI  regu¬ 
latory  analyst  at  the  carrier’s 
headquarters  here. 

It’s  just  that  if  GTE  then  won 
the  contract,  it  would  be  obli¬ 
gated  to  lower  its  published  gov¬ 
ernment  price  to  the  new,  lower 
benchmark  for  government 
users,  Sussman  added. 

The  FCC  is  expected  to  rule 
on  the  GTE  proposal  this  week.  ■ 


SDSL 

Continued  from  page  1 7 

incumbent  local  exchange  carri¬ 
ers.  CAPs  could  offer  T-l -type 
service  using  SDSL  at  a  lower 
price  than  traditional  T-l,  and 
that  would  work  to  push  prices 
down,  he  said. 

According  to  Clete  Garden- 
hour,  director  of  advanced  trans¬ 
mission  technologies  for  AT&T 
Paradyne,  SDSL  is  a  firmware 
upgrade  of  its  existing  Globe¬ 
Span  hardware  that  supports 
ADSL  with  speeds  up  to  6M 
bit/sec  in  one  direction  and  64K 
bit/sec  in  the  other.  When  it 
becomes  available  in  December, 
SDSL  will  support  128K  bit/sec 
in  both  directions  and,  by  mid- 
1996,  will  support  full  T-1. 


Teleco,  Inc.  last  month  dem¬ 
onstrated  at  the  TCA  ’95  show  in 
San  Diego  a  videoconference 
using  High  bit  rate  Digital  Sub¬ 
scriber  Line  for  sending  and 
receiving  1.5M  bit/sec  band¬ 
width  over  two  pairs  of  copper 
wires.  In  the  first  quarter  of  next 
year,  the  company  will  offer  that 
same  capability  plus  fractional 
E-l  (the  European  analog  of  T-l) 
over  a  single  pair  of  wires,  said 
Otto  Mayes,  vice  president  of  net¬ 
work  control  at  Roswell,  Ga.- 
based  Quadraplex,  Inc.,  the  firm 
that  manufactures  Teleco’s  vide¬ 
oconferencing  system. 

©AT&T  Paradyne:  (813)  530- 
8400. 

Senior  Editor  foanie  Wexler  con¬ 
tributed  to  this  story. 
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Internet  names,  part  deux 


at  seems  like  only  yesterday  I  was  writing  a  col¬ 
umn  on  the  InterNIC  and  its  policies  concern¬ 
ing  Internet  domain  names  (Aug.  7,  page  8). 
Needless  to  say,  it  is  time  to  do  so  again. 

My  last  column  about  this  was  in  response  to  the 
InterNIC  announcing  a  set  of  rules  about  who 
could  have  what  name.  This  one 
is  in  response  to  the  InterNIC 
announcing  that  domain  names 
are  no  longer  free. 

At  a  certain  level,  one  could 
say  the  InterNIC  has  learned 
very  little  from  its  experiences. 

The  group  was  widely  and  wildly 
criticized  in  July  for  springing  a 
major  policy  change  on  the 
Internet  community  without 
any  period  for  comment. 

They  did  not  stick  to  the  tradition  of  the  Inter¬ 
net,  the  Internet  Engineering  Task  Force  and  the 
U.S.  government,  which  is  to  have  an  open  discus¬ 
sion  before  rules  and  regulations  are  adopted. 

The  InterNIC  failed  to  do  this  when  announc¬ 
ing  the  change  in  the  intellectual  property  rights 
procedures  associated  with  specific  domain  names. 
And  now  they  have  done  the  same  thing  again. 

They  have,  out  of  the  blue,  announced  that  peo¬ 
ple  will  have  to  pay  to  get  permission  to  use  domain 
names  and  keep  paying  every  year  to  retain  the 
right  to  continue  to  use  them.  This  includes  those 
names  that  have  already  been  assigned. 

This  announcement  caused  a  firestorm  on  vari¬ 
ous  Internet  mailing  lists.  Some  people  were  upset 
about  the  lack  of  a  comment  period,  others  that  the 
InterNIC  has  a  monopoly  in  this  name  business  or 
that  the  price  quoted  ($100  for  each  of  the  first  two 
years  and  $50  per  year  after  that)  was  too  high. 

In  response,  a  number  of  organizations  have 
announced  that  they  will  seek  permission  to 
assign  domain  names  in  competition  with  the 
InterNIC. 

Let’s  talk  about  the  last  point  first.  Some  people 
on  the  mailing  list  have  maintained  that  charging 
$50  per  year  per  domain  name  somehow  will 
threaten  the  very  existence  of  the  Internet.  This  is 
silly.  The  idea  that  someone  who  has  a  domain 
name,  which  could  cover  hundreds  or  thousands 
of  individual  computers,  will  be  somehow  bur¬ 
dened  by  having  to  pay  a  bit  less  than  $5  per  month 


seems  more  than  a  little  unlikely.  It  is  true  that  one 
might  expect  that  the  cost  could  be  less  if  good 
automation  were  used  in  the  name  registration  and 
billing  process,  but  in  any  case,  it  ain’t  a  whole  lot  of 
money  for  the  function. 

The  suggestion  that  more  competition  is 
needed  is  much  more  rational. 
Competition  in  the  allocating 
of  names  could  help  ensure 
that  the  Internet  community 
gets  the  most  responsive  and 
efficient  service  in  this  area. 

But  the  notion  of  competi¬ 
tion  also  has  its  drawbacks. 

Now  the  main  problem  in 
assigning  names  is  the  part  of 
the  domain  name  space  called 
the  .com  top-level  domain.  A 
top-level  domain  is  the  rightmost  part  of  a  domain 
name,  the  .edu  in  harvard.edu  for  example.  The 
.com  space,  though  initially  mostly  allocated  within 
the  U.S. ,  is  now  increasing  in  demand  elsewhere. 

Some  people  now  want  to  add  additional  world¬ 
wide  top-level  domains  run  by  different  registries 
to  compete  with  the  use  of.com.  I  don’t  know  how 
that  would  help  all  that  much.  I  would  expect  that 
if,  for  example,  a  .biz  top-level  domain  were  cre¬ 
ated,  all  of  the  major  companies  would  either  regis¬ 
ter  in  the  new  domain  or  sue  to  ensure  that  their 
trademarked  name  was  not  used  in  the  new 
domain.  It  would  be  very  confusing  to  have  ibm.biz 
be  a  different  company  than  ibm.com. 

For  myself,  I’d  rather  see  a  phaseout  of  the  use 
of  .com  with  companies  moving  to  .com  subdo¬ 
main  names  within  country-based  top-level  do¬ 
mains  (ibm.com. us,  for  example). 

I’d  also  like  to  see  a  way  that  multiple  registries 
would  be  able  to  compete  to  register  companies 
within  the  new  subdomain;  itis  notahard  technical 
problem  to  solve. 

Disclaimer:  Harvard,  even  with  its  billion-dollar 
budget,  is  not  in  .com,  so  it  does  not  have  an  opin¬ 
ion  on  this  topic. 

Bradner  is  a  consultant  with  Harvard  University’s 
Office  of  Information  Technology.  He  can  be  reached  via 
the  Internet  at  sob@harvard.edu.  He  shares  this  space 
with  Daniel  Briere  and  Christine  Heckart,  luhose  column 
will  appear  next  week. 


Scott  Bradner 
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ne  great  big  problem. 


G 


ne  network  node. 


Introducing  the  HP  JetDirect  EX  Plus3  print  server. 


little  solution. 


Now  you  can  connect  up 
to  three  parallel  printers 
to  a  single  network  node. 

Your  office  has  all  kinds  of  printers, 
and  all  kinds  of  printer  configura¬ 
tions,  all  of  which  can  change  daily. 
And  it’s  your  job  to  hook  them  all 


up  to  the  network.  With  a  limited 
number  of  nodes,  that  can  be  a  big 
problem. 

Fortunately,  there’s  an  easy  way 
out  -  and  in.  The  new  HP  JetDirect 
EX  Plus3  print  server  lets  you 
connect  up  to  three  printers  to  the 


network,  using  only  one  LAN 
connection.  Best  of  all,  it  works 
with  any  parallel  printer,  and 
supports  virtually  every  network 
protocol  and  NOS  out  there. 

For  fast  faxed  information,  call 
1-800-964-1066*  You’ll  discover 
that  for  every  problem,  there’s  a 
solution.  At  least  when  it  comes 
to  network  printing. 

HEWLETT® 
PACKARD 


NOS  Compatibility:  Novell  NetWare;  Microsoft 
Windows'”  95,  Windows  NT,  Windows  for  Workgroups, 
LAN  Manager;  IBM  LAN  Server;  UNIX®: 

HP-UX,  SunOS,  Solaris,  IBM  AiX,  SCO 
UNIX,  Ipd;  Apple  Ethertalk 
Management  Support  HP  JetAdmin  print 
management  software  enables  consistent 
installation  and  management  of  any  HP 
JetDirect  connected  printer  on  the  network; 


supports  SNMP-based  network  management  software 
•  Flash  memory  for  easy  upgrades 

Multiple  protocols  with  automatic  switching 
•  Three  high-performance  IEEE  1284  ports 
3-year  return  to  HP  warranty 
•  HP  JetDirect  EX  and  EX  Plus3  print  servers 
support  all  parallel  printers 
•  HP  JetDirect  cards  support  HP  printers 
with  I/O  slots 
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Tested  & 
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Specifications  for  HP  JetDirect  EX  Plus3.  Award  logos  apply  to  HP  JetDirect  EX.  “In  Canada,  call  1-800-387-3867,  Dept.  239.  Microsoft  is  a  U  S.  registered  trademark  and  Windows  is  a  U.S.  trademark 
of  Microsoft  Corporation.  UNIX  is  a  registered  trademark  in  the  United  States  and  other  countries,  licensed  exclusively  through  X/Open  Company  Limited.  ©1995  Hewlett-Packard  Company  RND016 


Four  hardware  platforms,  three  operating  systems,  seventy-nine  applications,  three  flavors  of  e-mail. 
And  about  a  thousand  users  in  a  hundred  locations  who  just  can't  understand  why  you  can't  give  them 
the  information  they  need.  Right  now.  Actually,  you  can,  just  by  adding  one  thing  to  your  existing  network. 

A  A  ji  Banyan.  Think  of  us  as  a  "special  ingredient"  that  can  transform 
1  “  w  |J4  even  most  complex  computing  environment  into  a 

single,  manageable  whole.  With  a  range  of  products 
built  on  our  proven  StreetTalk  global  directory  services,  we  make  it  easy  for  diverse 
organizations  (like  yours)  to  find,  share  and  manage  information  and  resources.  Wherever 
across  the  enterprise  the  information  and  resources  may  be. 

If  that  sounds  like  reason  to  celebrate,  call  1-800-828-2404.  Get  your  free  Enterprise 
Networking  Kit,  and  let's  start  getting  it  all  together. 


il  IS 

BANYAN 


©1995  Banyan  Systems  Incorporated.  Banyan,  the  Banyan  Logo  and  StreetTalk  are  registered  trademarks  of  Banyan  Systems  Incorporated.  StreetTalk  is  a  product  of  Banyan  Systems  Incorporated 
and  not  a  product  of  McCarthy,  Crisanti  &  Maffei,  Inc.  All  other  brand  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  owners. 
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Just  because 
someone’s  in  charge, 
doesn’t  mean 


under  control 
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Broadband  networks  are  changing 
faster  than  niv  time  in  history.  One 
day  you’re  in  control,  the  next  day  you’re 
not.  Because  we’re  no  longer  just  T3 
technology-based,  our  new  company 
name — OnStream  Networks — better 
represents  our  expanding  product  hue. 

For  example,  our  new  Cellstream  fam¬ 
ily  of  CS600  products  gives  end-users  and 
carriers  the  ability  to  transport  legacy 
traffic,  voice,  data  and  video,  over  the 
wide  area  using  ATM.  And,  for  the  first 


time,  customers  cm  get  sophisticated 
functionality  such  as  LAN  to  WAN  bridging 
and  channelized  broadbmd  communica¬ 
tions  in  a  low-cost  access  device. 

From  LAN  to  WAN,  OnStream 
Networks  has  the  reliable,  high-speed 
connectivity  solutions  to  make  your 
broadbmd  network  run  faster,  smoother, 
md  more  efficiently — both  now  md  in 
the  future. 


Solutions  That  Stand 
The  Test  Of  Tune 

Today’s  supercomputers  operate  at  the 
farthest  edge  of  computing,  processing 
millions  of  calculations  per  second.  Yet 
one  supercomputer  manufacturer  discov¬ 
ered  its  own  environment  for  transmitting 
information  from  one  point  to  another 
was  significantly  slowed  by  a  single  weak 
link  on  the  information  highway — the 
LAN.  Realizing  this,  the  company  imple¬ 
mented  a  strategic  plan  based  on  a 


TOp jus 


v'STREAM 

NETWORKS 


re 

plus 

V 

ONSTREAM 

rai>  lus 


ONSTREAM 

NETWORKS 


ra 

1 

plus 

ONSTREAM  ONSTREAM  ONSTREAM  ONSTREAM 

NETWORKS  NETWORKS  NETWORKS  NETWORKS 


T3plus  changed  its  name 
to  OnStream  Networks. 
Now  we  can  provide  your 
network  communications 
the  flexibility  to  stay 
in  control  today 
and  tomorrow 


client/server  design  that  would  enable 
their  employees  to  work  more  closely 
through  a  company- wide  internetwork. 

To  successfully  implement  their  plan, 
they  needed  a  strategic  partner  for  the 
future.  One  with  extensive  broadband 
experience,  a  diverse  and  expanding 
product  line  that  could  support  them 
through  their  evolution  to  SONET,  an  in- 
depth  knowledge  of  emerging  network 
teclinologies,  and  a  proven  track  record 
of  product  reliability. 


T3plus  (now  OnStream  Networks) 
was  the  clear  choice.  Our  broadband 
manager  expanded  their  capabilities  for  a 
fast,  reliable  internetwork  that  allows  for 
better  use  of  high-speed  links,  while  pro¬ 
viding  the  capacity  to  grow  into  SONET. 

Call  Now  For  Your  FREE  Disk  On 
“Migrating  To  Broadband” 

As  your  broadband  networking  needs 
change  over  time,  OnStream  Networks 
will  be  there  when  you  need  us.  With 
comprehensive  solutions  that  not  only 
help  you  gain  rapid  access  to  nxTl/El 


and  T3/E3  technologies,  but  to  the  emerg¬ 
ing  ATM  and  SONET  environments  as  well. 
Get  all  the  facts!  For  more  information  on 
OnStream  Networks  and  our  expanding 
line  of  broadband  products,  call  today.  We 
can  provide  the  flexibility  to  change  with 
the  times. 


OIVSTREAM 

NETWORKS 


Call  Us  Toll-Free: 
1-800-283-4080 
Ext.  30 


OnStream  Networks  isn’t 
just  one  broadband  solution... 
it’s  a  lot  of  them. 


FRAD 


Router 


PBX 


Video 


ATM 

Workgroup 

Switch 


OnStream  Networks — formerly  T3plus 

Networking,  Inc. — is  known  for  T3  technology 
solutions  to  broadband  access...  but  now  we  offer 
much  more. 

The  broadband  market¬ 
place  is  expanding  far¬ 
ther  than  anyone  can 
imagine...  connecting 
people,  places  and 
businesses  with  better 
efficiency,  faster 
speed,  and 
more  communi¬ 
cations  tools  than 
ever  before. 

Now  there’s  one  company  that  has  the  experience, 
technology  and  products  to  help  get  your  broadband 
network  quickly  up  to  speed...  and  keep  it  there.  That 


T3plus 


Whether  you  need  to 
share  information  at  head¬ 
quarters  or  to  remote 

offices,  OnStream  Networks  can  help.  Get  all  the  facts! 
For  more  information  on  OnStream  Networks  and  our 
expanding  line  of  broadband  products,  call  today. 

Call  For  A  FREE  Diskette  On 
“Migrating  To  Broadband” 

Call  to  receive  a  FREE  copy  of  the  multimedia  pre¬ 
sentation  on  a  diskette  entitled,  “Migrating  to 
Broadband."  This  informative 
diskette  is  available  for  either 
Macintosh  or  Windows  systems. 

Call  1-800-283-4080,  Ext.  30  to 
receive  the  diskette  right  away. 


OnStream  Networks,  Inc. 

3393  Octavius  Drive 
Santa  Clara,  CA  95054 
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Briefs 


■  Artisoft,  Inc.  of  Tucson, 
Aria.,  this  month  will  ship  the 
new  LANtastic  32-bit  Client, 
which  supports  Windows  95 
systems  as  full  clients  on  LANtas¬ 
tic  networks.  The  software  will  be 
available free  of  charge  to  all  cur¬ 
rent  users  of  LANtastic,  LANtas¬ 
tic  Power  Suite  and  Simply 
LANtastic  networks. 

Artisoft:  ( 800)  233-5564. 

■  Frontier  Technologies 
Corp.  last  week  announced  a 

Windows  NT-based  Internet 
server  that  also  connects  to 
Novell,  Lnc.  NetWare  networks. 
The  product,  CyberJunction,  sup¬ 
ports  both  IPX/SPX  and  TCP/LP 
nets,  allowing  NetWare  users  to 
access  it  and  bridge  to  the  Inter¬ 
net  without  running  IP  on  every 
desktop.  It  comes  bundled  with  a 
suite  of  Internet  applications, 
including  telnet,  File  Transfer 
Protocol  and  electronic  mail. 
Prices  range from  SI,  795 for five 
users  to  $1 7,250 for  LOO  users. 

Frontier:  (414)  241-4555. 

■  Storage  Dimensions,  Inc. 

in  Milpitas,  Calif.,  last  week 
introduced  a  new  set  of  tools  for 
managing  the  company’s  disk 
arrays  on  Novell,  Lnc.  NetWare 
LANs.  VantagePoint  is  a  Win¬ 
dows-based,  Simple  Network 
Management  Prococol-enabled 
application  that  gathers  infor¬ 
mation  from  agents  residing  on 
NetWare  servers.  The  agents  mon¬ 
itor  data  flow  between  the  operat¬ 
ing  system  and  the  array. 

The  program  can  be  run  from 
a  Novell  NetWare  Management 
System  console,  and  future  ver¬ 
sions  will  run  on  Hewlett-Pack¬ 
ard  Co.  OpenView  and  IBM 
NetView  management  platforms. 
Storage  Dimensions  plans  to  add 
agents  for  Windows  NT  and  Unix 
systems.  The  software  costs  $420, 
which  includes  the  console  pro¬ 
gram,  one  server  agent  and  a 
module  that  can  page  an  admin¬ 
istrator  in  case  of  t  rou  ble.  Addi¬ 
tional  agents  cost  $125. 

Storage  Dimensions:  ( 408) 
954-0710. 
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Unix  users  yet  to  be 
swayed  by  Windows  NT 


By  Kevin  Fogarty 

New  York 

While  Windows  NT  Server  seems 
to  be  sweeping  into  corporate 
nets  as  a  departmental  applica¬ 
tion  and  file  server  platform,  it 
could  be  awhile  before  the  Mi¬ 


crosoft  Corp.  technology  seeps 
into  corporate  data  centers. 

Those  were  the  sentiments  of 
network  managers  and  other 
attendees  of  Unix  Expo,  an 
annual  gathering  of  Unix  users 
and  vendors,  some  of  whom  re¬ 


ferred  to  Windows  NT  as  an  “ex¬ 
perimental”  server  operating 
system. 

“NT  is  kind  of  new  right 
now,”  said  Michael  Sun,  Unix 
systems  administrator  at  Salo¬ 
mon  Brothers,  Inc.  here.  “Down 
the  line,  it  may  develop  into  a 
competitive  product,  and  [Mi¬ 
crosoft]  will  probably  have  some 
niches,  but  I  don’t  seen  NT 
replacing  Unix  anytime  soon.” 

One  area  in  which  Windows 
NT  needs  to  improve  is  scalabil- 


Switch  selection 

Product 

Description 

Price 

Xcellys-S 

6-port  lOBase-T  Ethernet  workgroup  switch.  Lacks  an  ATM 
switch  fabric. 

$3,445 

Xcellys-M 

4-slot  LAN  switch  chassis  scalable  up  to  24  lOBase-T  ports. 
Features  a  1.28G  bit/sec  ATM  switching  fabric.  Supports 
2-port  switched  100Base-T  fast  Ethernet  modules  and 
boasts  a  redundant,  hot-swappable  configuration. 

$6,000- 

$12,000 

Xcellys-H 

16-slot  campus  switch  chassis  scalable  up  to  96  lOBase- 
T  ports.  Features  a  5.12G  bit/sec  ATM  switch  fabric, 
supports  2-port  fast  Ethernet  cards  and  has  a  redundant, 
hot-swappable  configuration. 

$14,000- 

$60,000+ 

OST  will  double  its  Ethernet  switch  capacity  early  next  year  with  12-port  lOBase-T 
modules  and  will  add  a  155M  bit/sec  ATM  module. 

OST  rolls  out 
an  ATM-based 
Ethernet  switch 

By  Michael  Csenger 

Atlanta 

Trying  to  make  more  of  a  name 
for  itself  in  the  U.S.,  OST,  Inc. 
last  week  introduced  an  enter¬ 
prise  LAN  switch  with  an  Asyn¬ 
chronous  Transfer  Mode  (ATM) 
core. 

OST,  a  U.S.  subsidiary  of 
France’s  OST  S.A.,  unveiled 
Xcellys-H,  a  16-slot  switching 
chassis  with  a5.12Gbit/secATM 
core.  The  system  adds  to  OST’s 
current  LAN  switching  line, 
introduced  earlier  this  year.  Pre¬ 
viously  announced  were  the 
four-slot  Xcellys-M  and  the  sin¬ 
gle-slot  Xcellys-S,  a  fixed-config¬ 
uration  workgroup  switch  fitted 


with  an  Ethernet  module  (see 
graphic) . 

The  M  and  H  versions  both 
use  an  ATM  cross-point  switch¬ 
ing  matrix  to  carry  traffic  be¬ 
tween  different  LAN  switching 
modules.  The  Ethernet  modules 
use  onboard  processors  to  switch 
traffic  locally  and  can  convert 


traffic  to  cells  for  transport 
across  the  ATM  core,  said  Ed 
Bursk,  OST’s  president. 

“The  heart  of  our  Ethernet 
switches  is  also  the  heart  of  a 
whole  range  of  new  products 
we’re  developing,”  he  said. 
“The  fundamental  difference 
See  OST,  page  26 


Microsoft  to  recruit  Windows  NT  resellers 


By  Peggy  Watt 

Redmond,  Wash. 

Microsoft  Corp.  this  month  is 
launching  a  65-city  U.S.  crusade 
to  recruit  and  train  as  many  as 
2,500  new  network  resellers  and 
system  integrators  in  the  use  of 
Windows  NT  and  the  BackOffice 
suite  of  server  applications. 

“We’re  starting  to  see  an 
industry  forming  around”  these 
products,  said  Vince  Mendillo, 
worldwide  group  manager  for 
Microsoft’s  Solution  Provider 


For  more  info  on  this  story,  point 
your  browser  at  http://www.nwfusion. 
com.  After  you  log 
in,  select  News* 
and  then 
Local  Networks. 
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Channel  Development. 

A  study  by  the  market 
research  firm  Gartner 
Group,  Inc.  estimates 
$25  billion  in  BackOf¬ 
fice-related  sales  by 
1999,  Mendillo  said. 

“We’re  making  sure 
there  are  enough  resell¬ 
ers”  to  meet  customer 
demand,  he  added. 

The  Net  Results  pro¬ 
gram  targets  firms  that 
are  selling  and  supporting  net 
products  already,  but  that  want 
Windows  NT  training,  said  Greg 
Richardson,  group  manager  for 
channel  management  in  Micro¬ 
soft’s  Organizational  Customer 
Unit. 

Part  of  the  lure  is  the  offer  of  a 
Reseller  Action  Pack  starter 
license  for  the  reseller’s  internal 


use  of  NT.  The  $495 
package  includes  Win¬ 
dows  NT  Server,  a  five- 
user  Windows  NT 
Desktop  license  and 
BackOffice. 

Those  joining  the 
Net  Results  program 
will  also  get  a  CD-ROM 
based  edition  of  Mi¬ 
crosoft’s  TechNet  de¬ 
veloper  support  infor¬ 
mation  and  a  selection 
of  self-paced  Windows  NT  train¬ 
ing  materials  published  by  Mi¬ 
crosoft  Press.  Each  attendee  also 
will  receive  coupons  redeemable 
for  further  training  at  Micro¬ 
soft’s  Authorized  Training  and 
Education  Centers  around  the 
world. 

Microsoft  currently  has  no 
See  Microsoft,  page  29 


Microsoft’s  Mendillo 

says  interest  in  NT  is 
picking  up. 


ity,  show  attendees  said . 

Windows  NT  runs  on  a  variety 
of  Reduced  Instruction  Set  Com¬ 
puting  (RJSC)-based  servers  that 
make  up  the  core  of  the  Unix  net¬ 
work  and  application  server 
hardware  market.  But  the  Micro¬ 
soft  software  cannot  yet  run  on 
massively  parallel  processing 
servers  and  does  not  support  a 
wide  enough  range  of  hardware 
to  satisfy  the  needs  of  many  cor¬ 
porate  data  centers,  said  Mark 
Tebbe,  president  of  Chicago- 
based  systems  and  network  inte¬ 
grator  Lante  Corp. 

“People  don’t  think  NT  has 
the  hardware  depth  that  Unix 
does,”  he  said. 

Windows  NT  has  also  not 
been  around  long  enough  to 
develop  credibility  among  the 
people  who  make  the  decisions 
about  where  mission-critical 
applications  will  run,  Tebbe  said. 
Those  decision  makers,  familiar 
with  the  25-year  history  of  Unix 
and  its  development  into  a  stable 
platform,  still  look  askance  at 
Microsoft.  From  their  point  of 
view,  Microsoft  has  built  its  for¬ 
tune-selling,  crash-prone  operat¬ 
ing  systems  for  PCs,  he  said. 

“I  don’t  think  people  want  to 
turn  to  Microsoft  for  their  back 
ends,”  Tebbe  said,  adding  that 
the  limitation  is  mainly  a  matter 
of  perception,  not  technology.  “I 
still  don’t  thinkyou’ll  see  anyone 
who  has  a  large  Oracle  database 
of,  say,  80  million  records,  run¬ 
ning  over  to  NT  anytime  soon.” 

Perceptions  aside,  there  are 
good  reasons  to  consider  moving 
away  from  Unix,  said  Gerald  Tau¬ 
ber,  vice  president  and  director 
See  Unix,  page  26 

VIEWS  ON  WINDOWS  NT 
FROM  THE  UNIX  WORLD 

“Microsoft  is  mostly  going  after 
Novell  with  Windows  NT.  A  lot  of 
what  we  hear  about  Windows  eT 
displacing  Unix  refers  1«  : x 

top  Unix,  not  the  netwe'f  vd 
server-based  applies  . 

Peter  Auditore,  marl  -  ' 

Hummingbird  Cor .». 

“We  don’t  see  V  '  >  ‘ 

replacing  U  U  < 

installations,  -m  '  •  v 

groups  within  •»  •< V  .  ; 

Clive  Prey.!.  I-.. . v 
products,  Ni  ID  %  * :  ■  n 
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Continued  from  page  25 

of  information  technology  at  financial 
services  firm  Paresco,  Inc.  He  recently  fin¬ 
ished  converting  Paresco’s  desktops  from 
Unix  to  Windows  NT  and  brought  the 
Microsoft  software  in  as  a  file-server  plat¬ 
form.  Currendy,  he  is  considering  Win¬ 
dows  NT  for  a  database  server,  as  well. 
Sticking  with  Unix  on  desktops  and 


servers  means  not  having  access  to  early 
versions  of  business  productivity  and 
other  applications  that  are  developed  for 
Windows  and  Windows  NT  long  before 
they  are  ported  to  Unix,  Tauber  said. 

Software  that  runs  on  Intel  Corp. 
machines  is  also  growing  up  as  the  power 
of  Intel  chips  increases,  narrowing  the 
power  gap  between  Intel  and  RISC  plat¬ 
forms,  he  said. 

Just  as  Sybase,  Inc.  databases,  other  cli¬ 


ent/server  software  and  Intel  hardware 
are  moving  beyond  the  department  and 
into  the  enterprise,  Windows  NT  also  has 
afuture  in  the  enterprise,  Tauber  said. 

Many  Unix  resellers  and  developers 
have  seen  the  writing  on  the  wall  that  Win¬ 
dows  NT  is  here  to  stay,  and  they  have 
begun  adding  Windows  NT  support  to 
their  tools,  said  David  Jenkins,  branch 
manager  of  reseller  Robec,  Inc.  in  Hor- 
shamp,  Pa.  “The  nice  thing  about  [NT]  is 


that  anyone  who  has  a  Windows  worksta¬ 
tion  can  tie  into  it.  With  Unix,  you  need 
some  kind  of  terminal  emulation,”  he 
said.  “That’s  enough  reason  to  buy  some 
[NT  servers]  right  there.” 

While  Windows  NT  has  its  attractions, 
there  are  some  users  who  will  eschew  it 
largely  because  of  all  the  hard  work  they 
had  to  put  in  moving  to  Unix,  said  Olga 
Lahola,  director  of  MIS  at  Roytex,  Inc.  in 
South  Plainfield,  N.J. 

“We’re  not  looking  to  replace  any¬ 
thing,”  Laholasaid. 

The  most  likely  future  for  Windows  NT 
is  that  it  will  be  successful  as  an  augmenta¬ 
tion  to  Unix- or  NetWare-based  networks, 
said  Brad  Day,  an  analyst  at  market 
research  firm  Dataquest,  Inc.  in  Framing¬ 
ham,  Mass.  “Most  companies  are  willing 
to  support  two  or  three  operating  systems 
in  a  multivendor  environment,”  he  said.  ■ 


OST 

Continued  from  page  25 

between  Xcellys  and  other  Ethernet 
switches  today  is  that  our  ATM  core  will  let 
us  connect  a  whole  suite  of  different  LAN 
and  WAN  interface  modules  without  the 
limitations  of  a  traditional  packet  bus  or 
backplane.” 

The  new  sys-  Mmw)|[||,|llTnlop 

tern  can  be  con-  g | 

figured  for  as 

many  as  96  switched  Ethernet  LAN  ports 
in  a  fault-tolerant  campus  backbone 
setup.  It  also  supports  100M  bit/sec  fast 
Ethernet  switch-  ing  for  high-capacity 
server  links  and  interswitch  trunks. 

Early  next  year,  OST  will  double  Xcel- 
lys-H’s  capacity  with  12-port  Ethernet 
switching  modules  and  a  155M  bit/sec 
OC-3  interface  for  ATM  networking, 
Bursksaid. 

OST  is  among  a  small  group  of  ven¬ 
dors  offering  LAN  switches  with  an  ATM 
core.  Bay  Networks,  Inc.’s  Centillion 
SpeedSwitch  and  Cisco  Systems,  Inc.’s 
LightStream  are  available  now,  while  ven¬ 
dors  such  as  Xylan,  Inc.  and  Agile  Net¬ 
works,  Inc.  will  soon  release  ATM-based 
products. 

Price/ performance  leader 

In  addition  to  touting  the  ATM 
technology  in  its  switches,  OST  is  compet¬ 
ing  on  price  to  gain  broader  market 
awareness. 

“We  got  a  lot  for  our  money  with 
them,”  said  Peter  Esser,  director  of 
Columbia  University’s  Center  of  Com¬ 
puter  Applications  in  Radiology  in  New 
York.  With  a  limited  budget,  Esser 
chanced  upon  a  performance  review  of 
OST’s  Xcellys-S  when  he  was  on  the  verge 
of  buying  another  vendor’s  more  expen¬ 
sive  switch.  “No  other  vendor  came  close 
to  OST’s  price  and  performance,  just  in 
terms  of  throughput  per  dollar,  ’  ’  he  said. 

Esser’s  radiology  department  is  using 
the  six-port  Xcellys-S  to  support  a  work¬ 
group  that  handles  intensive  processing 
of  medical  imaging.  Evolution  to  ATM  is 
of  interest  over  the  horizon,  he  said,  but 
the  larger  capacity  of  the  Xcellys-H  is  not 
yet  needed. 

©OST:  (703)817-0400. 
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MT  Mail  makes  Windows  95 
a  window  to  the  world 


MST  Mail  can  help  your  company  expand 
the  productivity  of  Windows  95  and  Windows 
NT.  With  our  AI&T  Mail  Platform  for  MAPI 
1.0 ,  users  can  send  and  receive  information  to 
virtually  anyone  in  the  world  from  the 
Microsoft  Exchange  client  or  from  within 
MAPI  1.0  compliant  applications. 


AI&T  Mail  Platform  for  MAPI 
1.0  gives  users  with  an  AI&T 
account  full  messaging  capabilities 
—  without  having  to  switch  to  a 
dedicated  e-mail  application.  Users 
can  create  a  single  or  multi-part 
message,  address  it  to  any  number 


Designed  for 


33 


Microsoft* 

Windows*95 


of  recipients,  select  various  message  options 
and  send  it  to  AI&T  Mail  for  delivery. 

Easy  to  install  onto  any  PC  running 
Windows  95,  the  AT&T  Mail  Platform  for 
MAPI  1.0  supports  EDI  and  fax  features  that 
allow  users  to  receive,  view  and  print  faxes. 
Developers  can  use  the  platform  to  add  world¬ 
wide  messaging  capabilities  into  their  soft¬ 
ware  or  hardware  solutions. 

To  receive  more  information  on 
the  benefits  of  AT&T  Mail  Platform 
for  MAPI  1.0,  request  the  software 
or  open  an  AI&T  Mail  account,  call  1 
800  242  -  6005,  Dept.W300. 


AT&T 
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SynOptics  &  Wellfleet 


10  MBPS  OR 
100  MBPS  ON 

ANY  PORT. 


NOW  THAT’S 
A  SWITCH. 


The  Lattis Switch" 
10/100  Mbps 
Fast  Ethernet 
Switch. 


If  you’re  like  most  companies,  parts  of  your  network  are  screaming 
for  more  bandwidth.  And  other  parts  aren’t.  (At  least  not  yet.)  Future- 
proof  your  network  with  the  Bay  Networks  LattisSwitch.  It’s  the  only 
switch  that  allows  you  to  deploy  10  or  100  Mbps  Fast  Ethernet  switching 
on  any  of  the  16  ports,  so  you  can  add  ten  times  the  bandwidth  where  and 
when  you  need  it.  You’ll  be  segmenting  your  network  and  leveraging  your  existing  10BASE-T  equipment. 

It’s  just  one  more  way  Bay  Networks  provides  more  choices  for  your  evolving  network.  So  call 
1-800-8-BAYNET  EXT.  233  for  the  LattisSwitch  brochure  and  the  Bay  Networks/Intel  Fast  Ethernet 
Deployment  Guide.  If  you’ve  considered  switching,  now’s  the  perfect  time. 


©  1995  Bay  Networks.  Inc  Visit  our  Web  site:  http://www.baynetworks.com 
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For  direct  access  to  Switzerland, 
choose  the  network  that  runs  like  clockwork. 


In  communications,  reliability  is  everything. 
In  fact,  we’ve  built  our  business  around  it. 

Swiss  Telecom  is  the  only  European  carrier 
that  provides  you  with  direct,  uninterrupted  access  to 
Switzerland — for  streamlined  network  services.  For 
communication  beyond  Switzerland,  our  high  speed 
connectivity  and  partnership  with  Unisource  make 


Swiss  Telecom  your  gateway  to  business  centers 
throughout  Europe  and  beyond. 

Our  service  is  just  as  reliable.  A  designated 
manager  coordinates  all  of  your  network  needs,  from 
design  to  single-end  billing.  And  our  Washington,  DC 
based  staff  is  ready  to  respond  quickly  and  efficiently 
to  your  questions  and  concerns. 


So,  if  you’re  looking  for  a  network  you  can  set 
your  watch  by,  call  Swiss  Telecom  at  1-800-966-1145. 
Your  timing  couldn’t  be  better. 

SWISS  TELECOM  ^ 

Networks  that  run  like  clockwork. 
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Digital  unveils  Pathworks  6.0 

Manageworks  automates  new  administrative  functions. 


By  Peggy  Watt 

Atlanta 

Digital  Equipment  Corp.  next 
month  plans  to  release  an 
update  to  its  Pathworks  operat¬ 
ing  environment  that  makes  it 
easier  for  users  to  find  and  share 
net  resources  ranging  from 
peripherals  to  datafiles. 

Version  6.0  is  also 
designed  to  make 
administering  in¬ 
creasingly  complex 
networks  less  difficult,  said  Faye 
Allen,  Digital’s  marketing  direc¬ 
tor  for  net  integration  software. 

Like  previous  versions,  Path- 
works  6.0  sits  on  top  of  users’ 
desktop  environments,  such  as 
Windows  3.X,  Windows  95  and 
DOS,  and  interacts  with  various 
network  operating  systems 
(NOS). 

But  unlike  earlier  editions, 
Version  6.0  includes  tools  to 
make  it  easier  for  end  users  to 
find  the  resources  they  want  and 
for  managers  to  maintain  that 
access.  For  example,  an  adminis¬ 
trator  can  now  identify'  a 
resource  with  a  descriptive  label 
of  as  many  as  256  characters, 
such  as  “art  department  print¬ 
er,”  instead  of  a  serial  number 
that  is  meaningless  to  the  end 
user. 

Pathworks  6.0  also  lets  end 
users  store  multiple  passwords  in 
an  encrypted  lockbox  and  asso¬ 
ciate  those  to  several  servers  with 
a  single  master  password  entered 
at  initial  logon. 


Also  new  is  what  Allen 
referred  to  as  access  to  a  “light¬ 
weight  groupware”  application 
called  Workgroup  Web.  End 
users  receive  a  PC-based  inter¬ 
face  to  the  Digital’s  Web  prod¬ 
uct,  which  acts  as  an  indexing 
system  for  files  and  messages. 

Digital  also  has  implemented 
in  Pathworks  6.0  the 
ability  to  do  attrib¬ 
ute-based  searches. 
This  would  enable 
an  end  user,  for  example,  to  ask 
for  access  to  the  closest  laser 
printer. 

Another  new  function  is  that 
Pathworks  6.0  automatically 
loads  drivers  into  high  memory 
on  Windows  clients,  freeing 
RAM  on  users’  machines. 

The  automatic  driver 
loading  is  a  small  but 
helpful  function,  said 
Barry  Scott,  manager  of 
information  and  commu¬ 
nications  systems  for  Sul¬ 
fur  Springs  Valley 
Electrical  Cooperative, 

Inc.  in  Wilcox,  Ariz. 

Scott  runs  Pathworks 
with  Windows  for  Work¬ 
groups  on  70  PCs  in  two 
locations,  connected  by 
T-l  lines.  “Loading  those 
drivers  into  extended 
memory  really  speeds  things  up 
for  users”  and  is  less  expensive 
than  upgrading  hardware,  he 
said. 

Many  of  these  features  can  be 
managed  via  new  tools  included 


inVersion  6.0. 

An  update  to  Digital’s  Man¬ 
ageworks  administration  pro¬ 
gram  allows  network  managers 
to  automate  common  tasks 
across  Pathworks  networks. 

An  administrator  can  avoid 
installing  drivers  at  individual 
desktops,  for  example,  by  insert¬ 
ing  a  reference  driver  on  a 
server  that  automatically  down¬ 
loads  new  drivers  when  end  users 
try  to  access  a  new  net  resource. 

These  management  capabili¬ 
ties  are  not  specific  to  a  given 
NOS,  according  to  Rob  Emsley, 
marketing  manager  for  Path- 
works.  For  example,  network 
managers  could  insert  pointers 
to  route  a  user’s  print  command 
to  a  printer  on  another  LAN 
if  the  first  printer  of  choice  is 
off-line. 

Also  new  is  Directory  Assis¬ 
tant,  which  builds  and  updates  a 


resource  directory  for  each  end 
user  and  then  stores  that  data 
in  a  flat  database  file,  a  Microsoft 
Open  Database  Connectivity- 
compliant  file  or  an  X.500  for¬ 
mat.  The  Gatherer  and  Syn¬ 


chronizer  features  of  Directory 
Assistant  periodically  check  the 
network  and  clients  to  update 
the  directories  as  needed. 

Support  for  Novell,  Inc.  Net¬ 
Ware  Directory  Services  and 
Banyan  Systems,  Inc.  StreetTalk 
formats  is  under  development. 

Digital  is  taking  orders  for 
Pathworks  6.0,  which  costs  $99 
for  an  upgrade  and  $205  for  a 
new  license. 

©Digital:  (800)  344-4825. 
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Siemens  Network  Systems  Division 

lastweek  announced  that  it  has  acquired 

OrnetData  CommunicationsTechnol- 
ogies,  Ltd.  and  its  U.S.  subsidiary,  Onet 
Data  Communications  Technologies, 
Inc.,  a  maker  of  switched  Ethernet  prod¬ 
ucts.  Terms  of  the  acquisition  were  not 
disclosed. 

Microsoft  Corp.  has  appointed  three 
product  group  leaders  to  the  position  of 
vice  president.  John  Ludwig  is  now  the 
vice  president  for  Windows,  after  serving 
as  a  general  manager  responsible  for 
Windows  95’s  networking  features.  He 
had  also  worked  on  Windows  for  Work¬ 
groups.  Bob  Muglia  is  now  vice  presi¬ 
dent  for  Windows  NT  program 
management  and  BackOffice,  and  con¬ 
tinues  his  work  in  the  business  systems 
division.  Jon  De  Vaan  was  named  vice 
president  for  development  in  the  desk¬ 
top  applications  division.  He  previously 
directed  that  division  and  the  Microsoft 
Office  development  group. 


Microsoft 

Continued  from  page  25 

formal  authorization  program 
specifically  for  Windows  NT 
resellers,  so  the  Net  Results 
effort  will  help  distinguish  those 
who  have  Microsoft-sanctioned 
training  and  experience,  Men- 
dillo  said.  While  more  than 
4,000  Microsoft  Solution  Provid¬ 
ers  worldwide  already  focus  on 
Windows  NT  Server,  they  do  not 
necessarily  have  expertise  in 
BackOffice. 

Novell,  Inc.  NetWare  value- 
added  resellers  are  among  the 
resellers  being  targeted  by 
Microsoft,  Richardson  acknowl¬ 
edged.  “We’re  looking  at  those 
resellers  with  some  network 
experience,”  he  said.  “We  want 
NetWare  installers,  [Artisoft, 
Inc.]  LANtastic  installers,  Unix 
installers  and  even  some  high- 
end  special  tyVARs.” 

Microsoft  wants  new  recruits, 
such  as  systems  integrators  who 
have  not  resold  Windows  NT, 
Richardson  added. 

Hewlett-Packard  Co.  is  Micro¬ 
soft’s  partner  on  the  Net  Results 
program. 

©Microsoft:  (800)  550-4300. 


Net  Results  benefits 


►  Reseller  Action  Pack 

►  Microsoft  Press  training  materials 

►  2  free  1-day  technical  training 
sessions 

►  2  free  half-day  sales  training  sessions 

►  Windows  NT  installation  hot 
line  support 

►  Sales  leads  from  Microsoft’s  database 
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Digital’s  Pathworks  6.0 sports  improved  access  to 
network  resources,  including  the  Web. 
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The  real  meaning  of  ‘standards-based’ 


e  were  racing  up  the  SpauldingTurnpike  in  New 
Hampshire  recently  to  pay  a  visit  to  the  gang  at 
Cabletron  Systems,  Inc.  when  a  huge  white  ban¬ 
ner  on  the  side  of  a  building  near  the  highway 
caught  our  attention. 

The  building  was  the  corporate  headquarters  of  a 

machine  tool  shop, 
and  the  banner 
screamed  “ISO  9002 
Certified”  in  4-foot 
blue  letters.  As  we 
drove  along,  we  won¬ 
dered  if  the  average 
Joe  tooling  down  the 
Spaulding  would 
know  what  that  meant 
or  even  care. 

We  don’t  mean  to 
scoff  at  a  company  that  has  put  a  lot  of  thought  into  its 
ciuality-assurance  program  and  probably  worked  hard  to 
secure  that  certification.  We’re  just  wondering  what, 
beyond  providing  users  with  a  certain  comfort  level,  an 
ISO  certification  really  says  about  the  ultimate  usefulness 
of  a  product  or  service. 


This  is  also  not  intended  to  poke  fun  at  ISO,  as  this 
issue  applies  to  industry  standards  in  general.  Many  of 
our  friendly  (and  notso  friendly)  vendors  in  the  network¬ 
ing  industry  will  boastfully  claim  that  their  offerings  are 
standards-based,  but  what  does  that  really  mean? 

In  many  cases,  it  means  zilch.  In  theory,  if  devices  from 
two  vendors  comply  with  the  same  standard,  there  is  a 
reasonable  expectation  that  those  devices  will  work 
together.  But  while  standards  compliance  increases  your 
chances  of  interoperability,  it  does  not  guarantee  it.  Take 
routers  as  an  example.  The  leading  vendors  deliver  stan¬ 
dards-based  products,  but  how  many  of  you  have  actually 
gotten  them  to  interoperate  at  a  meaningful  level? 

You  know,  it’s  not  an  easy  or  straightforward  exercise. 
Just  look  at  how  many  mixed-router  environments  we 
have.  To  get  the  best  routed  network  up  and  running,  you 
essentially  have  to  stick  with  one  vendor. 

Don’t  take  this  as  an  antistandards  stance,  however. 
We  support  standards  and  recommend  that  users  stick 
with  standards-based  products.  With  standards,  you  can 
establish  a  most  common  denominator  and  at  least  have 
a  basic  set  of  requirements  on  which  to  build  your  net. 

This  is  particularly  true  in  the  area  of  network  man¬ 
agement,  where  you  could  argue  that  standards  compli¬ 


ance  delivers  its  best  value.  If  you  have  multiple  devices  in 
the  net  but  they  all  carry  a  management  agent  based  on 
the  prevailing  standard  —  SNMP  — you  can  at  least  mon¬ 
itor  the  environment  and  maybe  even  manipulate  it. 

That’s  why  we  were  both  heartened  and  dismayed  by 
two  recent  news  items.  First,  kudos  to  the  Mobile  Man¬ 
agement  Task  Force,  formed  recently  with  a  charter  to 
finalize  the  SNMP  Mobile  Management  MIB  via  the 
Internet  Engineering  Task  Force.  This  MIB  will  allow  net 
managers  to  collect  a  variety  of  information,  such  as  con¬ 
nection  type  and  modem  speed,  from  mobile  network 
devices,  includingwireless  gear. 

Second,  boos  to  Microsoft  Corp.  for  its  less-dtan-com- 
pliant  adherence  to  the  Desktop  Management  Interface 
(DMI).  Microsoft,  which  has  a  long  history  of  thumbing 
its  nose  at  anything  it  doesn’t  initiate,  refused  to  support 
the  Component  Interface  of  DMI  in  Windows  95,  forcing 
the  Desktop  Management  Task  Force  to  revamp  its  DMI 
compliance  rules. 

Standards  are  a  good  thing,  but  users  need  to  keep 
them  in  perspective  and  fully  understand  what  they  can 
actually  deliver  in  terms  of  interoperability  and  compati¬ 
bility.  On  the  network  management  side,  the  importance 
ofstandards  cannotbe  overemphasized. 

MacAskill  is  a  senior  research  analyst  and  Le  Baron  is  a 
research  director  in  Gartner  Group,  Inc.  ’s  Network  Computing 
Infrastructure  group.  They  can  be  reached  by  E-mail  at 
inquiry@gartner.com  or  by  phone  at  (203)  31 6-1  111. 


Network  World  •  October2, 1995  •  29 


8*30  am 

Arrive  at  work.  Hear  strange  noise 
down  the  hall. 


8:35 


AM 


Tiptoe  down  hallway  to  investigate. 


It’s  the  printer  trying  to  speak. 


8:38  am 

It’s  Greek  to  you. 

But  you  bought  IBM,  so  you  get  IBM  service. 

9:36  am 

They  arrive  to  translate.  Printer’s  saying, 
“Clean  my  print  head.” 


10:29am 

Heads  are  rolling.  But  not  yours. 
Thanks  IBM. 


Guaranteed  response  time.  A  preventive  maintenance 
program  to  make  sure  supplies  get  replenished  and 
printers  get  cleaned,  cared  for  and  just  checked  out. 
Now  you  have  a  better  idea  of  why  our  customers  sleep 
well.  Whatever  your  client/server  printing  needs,  we  have 
nine  laser  and  impact  workhorses  to  meet  them.  Such 
as  our  400-,  800-,  and  1200-lpm  impact 
printers:  all  strong,  silent  types  (only  52 
dBA),  ideally  suited  for  heavy,  continu¬ 
ous  use,  that  you  can  plug  and  play  on 
virtually  any  platform.  To  enhance  your  peace  of 
mind,  call  1 800  IBM-3333,  ext.  IA036.  Or  you  can 
find  us  on  the  Internet  at  printers@vnet. ibm.com 


m&s 


The  IBM  home  page  can  be  found  on  the  Internet  at  http://www.ibin.com  IBM  is  a  registered  trademark  of 
International  Business  Machines  Corporation.  ©1995  IBM  Corporation. 


Client/Server  Applications 

Covering:  Databases  •  Messaging  •  Groupware 
Conferencing  •  Imaging  •  Multimedia  •  Development 


Briefs 


■  Last  week,  Keyfile  Corp.  in 

Nashua,  N.H.,  last  week  said  it 
will  integrate  its  workflow  tech¬ 
nology  with  Microsoft  Corp.’s 

Microsoft  Exchange  Server. 

Keyfile’s  technology  uses 
graphical  user  interface-based 
screens  to  create  a  workflow  rout¬ 
ing  scheme.  Users  of  Exchange 
Server,  Microsoft’s  as-yet-unre- 
leased  messaging  server,  will  be 
able  to  employ  the  Keyfile  capabil¬ 
ities  from  a  Windows  single-user 
interface.  Keyfile  plans  to  demon¬ 
strate  the  merged  products  at  the 
Comdex  show  in  Las  Vegas  later 
this  fall. 

■  Powersoft,  Inc  .and  Novell, 
Inc.  will  distribute  through  their 
authorized  resellers  starting  Nov. 

7 an  integrated  client/server 
computing  package  call  Pow- 
erWare. 

The  package  includes  Power¬ 
soft's  PowerBuilder  tool  set,  its 
Watcom  SQL  relational  database 
manager  and  Novell ’s  NetWare. 
PowerWare  is  intended  to  help 
customers  quickly  build  and 
deploy  client/server  applications. 

PowerWare’s  desktop  version, 
which  uses  the  low-end  Power¬ 
Builder  configuration,  costs 
$3,995.  A  version  that  uses  the 
more  advanced  PowerBuilder 
Enterprise  costs  $1,495. 

■  Jyacc,  Inc.  of  New  York  has 
released  a  new  version  of 
Jam7/TPi,  an  interface  to  link 
applications  built  with  Jyacc ’s 
Jam  tool  set  to  Novell,  Inc.  ’s  Tux¬ 
edo  transaction  processing 
monitor. 

The  new  version  includes  a 
graphical  program,  called  a  wiz¬ 
ard,  that  developers  can  use  to 
quickly  lay  out  and  then  automat¬ 
ically  generate  client  screens  to 
work  with  Tuxedo.  Wizard  also 
can  be  used  to  build  server-based 
application  services. 

Pricing  for  the  Jam7/TPi  client 
component  starts  at  $750 for  a 
Windows  license;  the  server  com¬ 
ponent  starts  at  $4,000 per  appli¬ 
cation  server. 

Jyacc:  (212)  267-7722. 


Intersolv  makes  virtual 
data  warehousing  real 

Offering  lets  multiple  databases  seem  like  one  to  end  users. 


By  Barb  Cole 

Rockville,  Md. 

Intersolv,  Inc.  this  week  will  roll 
out  software  for  building  a  vir¬ 
tual  data  warehouse  in  which 
end  users  can  query  multiple 
databases  without  moving  the 
information  into  a  centralized 
one. 

The  offering  consists  of  mid¬ 
dleware  based  on  Microsoft 
Corp.’s  Open  Database  Connec¬ 
tivity  (ODBC)  specification  that 
culls  data  from  more  than  35 
databases,  plus  a  Windows-based 
front-end  query  and  reporting 
tool. 

Data  warehouses  pull  data 
from  networked  applications 
and  databases,  creating  a  store¬ 
house  of  information  that  can  be 
used  to  run  queries  and  mine  out 
business  trends.  Building  a  data 
warehouse  can  be  costly  and 


time-consuming  because  data 
must  be  moved  from  existing 
data  stores,  translated  into  a 
common  format  and  main¬ 
tained  in  a  separate  database. 

Dave  Waller,  director  of  data 
warehousing  solutions  at  Inter¬ 
solv,  said  the  company’s  new 
products  are  aimed  at  firms  that 
are  piloting  data  warehousing 
but  would  rather  not  invest  in 
building  a  physical  data  ware¬ 
house. 

Desktop  access 

Using  Intersolv’s  Virtual  Data 
Warehouse  tools,  end  users  can 
access  multiple  databases  from 
their  desktops  without  loading 
individual  ODBC  drivers  for 
each  data  source . 

A  client-based  middleware 
piece,  dubbed  DataDirect 
SmartData,  lets  users  retrieve 


information  from  more  than  35 
databases  using  any  ODBC-com¬ 
pliant  front-end  tool,  Waller 
said.  The  software  converts  data 
when  appropriate  and  translates 
technical  terms  into  common 
business  ones,  so  end  users  do 
not  have  to  write  SQL  queries.  It 
also  includes  a  metadata  reposi¬ 
tory  for  tracking  the  source  of 
pertinent  data,  which  can  run  on 
a  client  or  server  machine,  he 
added. 

The  second  component, 
DataDirect  Explorer,  is  a  collec¬ 
tion  of  desktop  access,  analysis 
and  presentation  tools  for  query¬ 
ing,  editing  and  reporting  on 
corporate  data.  The  tool  set  has 
links  to  Microsoft’s  Messaging 
Application  Programming  Inter- 
face-compliant  electronic  mail 
systems  for  zipping  query  results 
or  reports  across  the  network, 
plus  ajob  scheduler  for  automat¬ 
ing  that  task. 

Analysts  said  virtual  data  ware¬ 
houses  are  attractive  because 
they  spare  users  from  the  cost 
and  work  of  setting  up  a  dedi¬ 
cated  data  warehouse.  However, 
See  Intersolv,  page  34 


RealitvCheck 

Product 

Virtual  Data  Warehouse 

Company 

Intersolv 

The  benefits 

▲  Data  does  not  have  to  be 
moved  into  a  central 
repository. 

▲  Low  software  and 
administrative  costs. 

▲  Has  E-mail  hooks  that  let 
end  users  distribute  reports 
to  other  users. 

A  Works  with  ODBC- 

compliant  front-end  tools. 

The  drawbacks 

T  Users  cannot  do  queries  that 
cull  data  from  multiple  data 
sources. 

T  Does  not  do  multidimen¬ 
sional  analysis. 

▼  Legacy  data  types  that  do 
not  support  ODBC,  such  as 
mainframe  databases,  are 
not  accessible. 


MIMEsweeper  stops  viruses  at  the  front  door 


By  Annmarie  Timmins 

Atlanta 

Integralis,  Ltd.  last  week  at  Net- 
World+Interop  introduced  a 
security  product  that  checks 
incoming  Internet  mail  for 
viruses,  quarantining  tainted 
messages  and  delivering  clean 
ones. 

When  a  virus  is  detected,  the 
software  holds  the  message  and 
alerts  a  network  manager  armed 

HOW  MIMESWEEPER  WORKS 
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If  no  virus  is  detected,  the  message  is 
delivered  to  the  intended  recipient.  If  a  virus 
is  found,  a  network  manager  is  alerted. 

GRAPHIC  BY  TERRI  MfTCHELL 


with  antivirus  software,  said  Tim 
Crabtree,  a  senior  consultant 
with  Integralis. 

MIMEsweeper  runs  on  a 
Microsoft  Corp.  Win¬ 
dows  NT  workstation 

NETWOftLD  INTEROP 

serving  as  an  Inter-  |^|| 

net  gateway  on  a 
Lotus  Development  Corp. 
cc:Mail  or  Simple  Mail  Transfer 
Protocol  electronic  mail  net. 

Support  for  Microsoft  Mail 
and  Message  Handling 
Service  (MHS)  E-mail 
systems  is  planned  for 
the  next  version,  which 
the  company  hopes  to 
ship  before  the  end  of 
the  year. 

Also  in  coming  ver¬ 
sions,  Integralis  plans  to 
incorporate  support  for 
encrypted  messages,  a 
company  spokeswoman 
said. 

MIMEsweeper  breaks 
each  message  into  sev¬ 
eral  bits,  then  analyzes 
those  for  questionable 
file  types  and  viruses, 

Crabtree  said.  The 
names  of  addressees  and 
recipients  are  checked 


for  accuracy;  the  text  of  the  mes¬ 
sage  is  scanned  for  wording 
irregularities;  and  attachments 
are  checked  for  viruses  as  well 
as  problem  infor¬ 
mation  files  and 
macros. 

The  software  re¬ 
quires  that  clean  messages  be 
delivered  to  the  recipient  within 
30  seconds,  but  one  reviewer 
found  the  longest  delay  to  be  6 
seconds. 

Viruses  are  a  valid  concern 
because  they  can  affect  a  single 
user’s  PC  or  an  entire  network’s 
post  office,  said  Daniel  Blum, 
an  analyst  with  Rapport  Com¬ 
munication. 

But  he  cautioned  against  rely¬ 
ing  on  MIMEsweeper  to  protect 
a  network  from  all  viruses. 

“This  is  just  a  check  at  the 
frontdoor,”  he  said.  “There  are 
still  other  ways  to  introduce  a 
virus.  This  will  not  absolve  the 
user  from  having  additional  soft¬ 
ware  to  check  for  viruses  on  the 
network.” 

Blum  said  the  increase  in 
security  may  be  paid  for  with  a 
decrease  in  a  network’s  cc:Mail 
gateway  performance.  The 


The  user  view 

“For  departmental  systems  that 
are  not  high-volume  or  mission- 
critical,  the  Virtual  Data 
Warehouse  provides  a  cost- 
effective  way  to  get  the  benefits 
of  a  data  warehouse.  ” 

Paul  Schloff,  section  manager 
in  IT,  Inland  Steel,  Chicago 


cc:Mail  link  to  SMTP  already 
needs  improvement,  he  said, 
and  this  software  would  put 
added  demand  on  it. 

An  Integralis  spokesperson 
said  the  software  allows  network 
administrators  to  customize 


For  more  information  on  this  story, 
point  your  browser  at  http://www. 
nwfusion.com.  After  you  log  in,  select 
News+  and  then 
Client/Server 
Applications. 

MIMEsweeper  to  run  as  few  or  as 
many  security  checks  as  wanted, 
thereby  putting  as  little  or  as 
much  added  demand  on  the 
gateway  as  the  users  wants  to  tol¬ 
erate. 

The  software  is  priced  at 
$5,000. 

©Integralis:  (415)  9  >—3340. 


Network  World  •  October2, 1995  •  31 


1994 


torcajzn 

A  ?•  jflC  '  .  i/£ 


mssu^- 


Ttre 


$2,149* 

HP  Set-Server  1C 
» 192MB  Max  RAM 

*  12(18  Max  interna! 
Mass  Storage 

•6  I/O  Slots  (2  PCI) 

•  GbMHz  Intel  486 
processor 


$3,5793 

HP  NMServet  LF 

•  3208  Max  Internal 
Mass  Storage 

•  Hot  Swap  Capability 
Standard 

•  9  i/0  Slots  (2  PCI) 

•  66MHz  Intel  Pentium® 
processor 


mm 


$5,1 99s- NEW 

HP  NetServer  LH 

•  Dual  Processor  Capable 

•  1 92MB  Max  ECC 
Memory 

•  Hot  Swap  Capability 
Standard 

•  75MHz,  100MHz  and 
133MHz  Intel  Pentium* 
processor 

$8,4994-  NEW 

HP  NetServer  IS 

•  Quad  Processor  Capable 
«  Oua!  PCI  "Peer"  Bus 

implementation 
•768M8  Max  ECC  Memory 
» Disc  Hot  Swap  and 
Duplexing  Standard 

•  100MHz  and  133MHz 
Intel  Pentium  processor 

HP  NetServer 
Navigator, 

Manageability  Suite: 

•  Configuration  Assistant 

•  Diagnostic  Assistant 
»  Information  Assistant 

153’  NetServer 
Assistant 
Complete  software 
‘noise*,  to  help  monitor 
and  manage  servers  and 
tbenaiwork.  Standard 
feature  of  HP  NetServer 
LF.  LH  and  IS  models. 

HP  Remote  Assistant 
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Upon  reflection, 
there’s  no  better  way  to 
manage  the  cost  of 
running  your  network. 


Presenting  HP  NetServers  with  the 
NetServer  Navigator  on  CD-ROM. 
The  cost-effective  way  to  manage 
your  network. 

When  you  stop  and  think  about  it, 
the  real  cost  of  your  network  isn’t 
the  purchase  price.  It’s  everything 
you  pay  for  afterward. 

Precisely  why  you  should  consider 
an  HP  NetServer,  with  its  industry¬ 
leading  Manageability  Suite.  By 
simplifying  server  installation, 
configuration,  support  and  manage¬ 
ment,  HP  significantly  reduces  your 
cost  of  network  ownership.  Of 
course,  our  new  low  pricing  makes 
an  HP  NetServer  a  lot  less  expensive 
to  own  in  the  first  place. 

For  more  information,  call  us  today 
at  1-800-533-1333^  Ext.  9484  or  visit 
our  web  site  at  http://www.hp.com/ 
go/netserver.  You’ll  never  look  at 
the  cost  of  running  your  network 
the  same  way  again. 


HP  NetServers 

Manage  everywhere,  from  anywhere. 


HEWLETT® 

PACKARD 


Dynasty  upgrades  apps  builder 


By  John  Cox 

Lisle,  III. 

Dynasty  Technologies,  Inc.  has 
enhanced  its  development  envi¬ 
ronment  so  application  code  can 
be  automatically  divided  among 
networked  client  and  server 
computers. 

The  new  Partitioning  Assis¬ 
tant  in  Dynasty  2.0  is  one  of  sev¬ 
eral  changes  designed  to 
strengthen  the  tool  set  for 
deploying  large-scale,  distrib¬ 
uted  applications.  By  contrast, 
many  early  client/server  tool  sets 


according  to  Kate  McGowan, 
Dynasty’s  director  of  marketing. 

With  Partitioning  Assistant, 
developers  can  now  select  from 
one  of  four  distribution  models 
and  assign  names  to  servers  pre¬ 
sented  in  a  list.  The  models  let 
developers  choose  among  op¬ 
tions,  such  as  running  some  logic 
on  a  separate  application  server. 

The  Partitioning  Assistant 
then  automatically  assigns  ob¬ 
jects  to  servers.  This  new  logical 
model  can  be  viewed  and  modi¬ 
fied  as  a  set  of  diagrams  in  the 


DISTRIBUTING  CODE  AUTOMATICALLY 

Dynasty  2.0  offers  the  Partitioning  Assistant,  which  automatically  divides  an 
application's  objects  -  database  tables,  business  rules  and  so  on  -  between 
clients  and  servers.  The  tool  set  then  generates  code  for  specific  operating 
platforms  and  database  managers,  along  with  the  needed  communications  code. 


Dynasty 
creates  new 
logical  view  — 
of  application. 

New  icons 
show  which 

objects - 

moved 
from  client 
to  server. 


Logical 
view  of 
server- 
based 
objects. 

Click  here 
to  select 
overall 
parti¬ 
tioning 
scheme. 


were  designed  to  create  PC- 
based  graphical  user  interface 
applications  that  could  access 
only  a  single  database  server. 

Dynasty’s  first  release,  issued 
about  a  year  ago,  let  developers 
build  applications  in  which  the 
constituent  application  objects 
had  to  be  individually  assigned 
to  run  on  specific  servers, 


Intersolv 

Continued  from  page  31 

virtual  data  warehouses  are  not 
likely  to  replace  dedicated  ware¬ 
houses,  they  said. 

“We  feel  that  virtual  data 
warehouses  are  best  suited  for 
applications  that  are  of  limited 
scope  or  limited  duration,”  said 
Robert  Scheier,  senior  analyst  at 
Hurwitz  Consulting  Group,  Inc., 
a  consulting  and  publishing 
company  in  Newton,  Mass. 

For  example,  Scheier  said  a 
virtual  warehouse  would  be  ideal 
if  a  hospital  had  to  generate  a  lot 
of  detailed  information  about 
one  pa-tient.  However,  a  dedi¬ 
cated,  physical  warehouse  would 
be  better  for  culling 
information  about  multiple 
patients  over  time,  he  said. 

Available  now,  SmartData  and 
Explorer  are  sold  together  for 
$499. 

©Intersolv:  (301 )  838-5000. 


graphical  Partitioning  Editor. 
Dynasty  then  generates  all  the 
code  needed  for  the  client  and 
server  objects,  as  well  as  the  com¬ 
munications  connections. 

“The  [automatic]  partition¬ 
ing  capability  is  going  to  prove  to 
be  critical,”  said  Ron  Rierson, 
chief  executive  officer  of  Logi- 
com  International,  Inc.,  a  Den¬ 
ver  software  start-up.  Logicom  is 
using  Dynasty  as  the  basis  of  a 
“software  factory”  that  will  cre¬ 
ate  software  components  and 
subassemblies  that  will  be  used  in 
the  communications  industries. 

According  to  Rierson,  these 
companies  face  rapidly  chang¬ 
ing  business  demands.  “If  you 
aren’t  able  to  get  yourself  into  a 
multitiered  application  environ¬ 
ment  and  then  move  your  pro¬ 
cesses  around  to  where  they  are 
most  effective,  you  end  up  get¬ 
ting  choked,”  he  said. 

Another  key  change  to  Dynas¬ 
ty’s  software,  Rierson  said,  is  its 
svipport  for  Novell,  Inc.’s  Tux¬ 
edo  transaction  processing  mon¬ 
itor,  which  is  used  to  control 
complex  transaction  systems. 

Version  2.0  also  now  supports 
Oracle  Corp.  Oracle7,  Sybase, 
Inc.  System  10  and  IBM  DB2/2 
databases. 

Dynasty  2.0  is  available  for 
$7,995  per  developer,  plus  a  one¬ 
time  fee  for  each  target  platform. 

©Dynasty:  (708)  769-8500. 


Client/Server  Applications _ 

Nutcracker  helps  Unix 
users  dance  to  Win95 

Datafocus  targets  Unix-to-Win95  application  conversion. 


By  Peggy  Watt 

Fairfax,  Va. 

Datafocus,  Inc.  has  extended  its 
Unix-to-Windows  application 
conversion  tool  set  to  let  users 
port  Motif  and  other  Unix  appli¬ 
cations  to  run  on  Windows  95 
systems. 

The  vendor  announced  sev¬ 
eral  new  versions  of  Nutcracker, 
which  helps  developers  port 
Unix  applications  to  the  Win32 
subsystem  of  Windows  NT. 

The  Nutcracker  suite 

Nutcracker  Software  Devel¬ 
oper  Kit  (SDK)  1.5,  scheduled  to 


ship  this  quarter,  can  give  Motif 
applications  a  Windows  95  look 
and  feel,  according  to  Patrick 
Higbie,  Datafocus’  chairman 
and  chief  executive  officer.  The 
product  links  Motif  to  Windows 
controls  through  Dynamic  Link 
Libraries  (DLL). 

Scheduled  for  release  early 
next  year,  Nutcracker  SDK  2.0 
ports  Unix  applications  to  Win¬ 
dows  95. 

Developers  can  recompile 
Unix  source  code  to  translate 
Unix  language  functions  into 
Windows  95  calls.  The  process 
occurs  through  the  use  of  Win¬ 


dows  DLLs  supplied  with  Nut¬ 
cracker. 

The  Nutcracker  family  sup¬ 
ports  the  C  and  C++  program¬ 
ming  languages. 

“The  majority  of  mission-crit¬ 
ical  client/server  application 
software  today  is  written  in 
Unix,”  Higbie  said. 

“Our  mission  is  to  get  that 
resource  to  the  Windows  32-bit 
environment,”  he  added. 

The  technology  draws  on 
Datafocus’  experience  as  an  X 
Window  Server  developer. 

The  Datafocus  SDKs  consist 
of  the  Nutcracker  software  pro¬ 
gramming  interface  and  pro¬ 
gramming  tools  from  Mortice 
Kern  Systems,  Inc. 

The  package  that  is  currendy 
shipping  costs  $1,995.  Upgrade 
pricing  will  be  available  upon 
release. 

©Datafocus:  (703)  631-6700. 


SHARED  LOGIC 

The  adventures  of  Netscape,  Novell,  Microsoft 


nt  seems  you  can’t  go  through  a  week  without 
having  some  software  company  acquire 
another  or  seeing  a  key  technology  change 
hands. 

Since  such  events  can  have  significant  conse¬ 
quences  on  your  day-to-day  ability  to  manage  and 
roll  out  client/server  applications,  I’m  going  to 
comment  this  week  on  several  of  them. 

Interestingly,  these  events  happen  to  corre¬ 
spond  to  three  different  phases  of  life  —  puberty, 
middle  age  and  retirement  —  in  a  technological 
context. 

■  Netscape  buys  Collabra.  Netscape  Communica¬ 
tions  Corp.  two  weeks  ago 
announced  plans  to  buy  Colla¬ 
bra  Software,  Inc.  for  about 
$108  million.  The  acquisition 
would  take  place  at  a  time  when 
Web  technology  is  about  to 
enter  puberty. 

The  Internet  has  about  the 
maturity  of  a  12-year-old  —  first 
learning  to  present  itself  to  the 
public,  beginning  to  hold  a  com¬ 
prehensible  conversation  with 
adults  and  indicating  that,  someday,  it  will  be  a  use¬ 
ful  member  of  society. 

Netscape  seems  to  realize  there  is  more  to  a  sus¬ 
tainable  software  business  than  hype  and  market¬ 
ing.  To  live  up  to  the  considerable  hype  about  the 
Web,  Netscape  needs  to  continue  finding  ways  to 
leverage  the  ubiquity  of  the  Internet  to  foster  bet¬ 
ter  collaboration  within  and  among  companies. 

Enter  Collabra.  Its  CollabraShare  groupware 
gives  Netscape  a  new  avenue  from  which  to  expand 
the  Web  paradigm. 

People  have  been  making  noise  about  Lotus 
Development  Corp.  Notes  vs.  the  Web  for  a  while. 
My  position  has  been  that  the  Web  vendors  will 
either  need  to  buy  or  build  collaborative  exten¬ 
sions  to  truly  compete  with  Notes.  Netscape  chose 
to  buy. 

■  Novell  gets  back  to  basics.  Novell,  Inc.  has 
entered  middle  age.  I  won’t  quite  say  the  company 
is  emerging  from  a  midlife  crisis,  but  I  guess  Ray 
Noorda  thought  Unix  was  some  red  Porsche  that 


would  convince  everyone  that  Novell  was  still  cool. 
But  the  company  fooled  no  one.  Hats  off  to  the  new 
management,  finally  understanding  the  power  of 
the  Novell  brand. 

Novell  has  now  sold  the  Porsche  and  dusted  off 
the  old  connectivity  Cadillac.  By  aligning  with  The 
Santa  Cruz  Operation,  Inc.  at  the  low  end  and 
Hewlett-Packard  Co.  at  the  high  end,  Novell  will 
better  position  its  networking  services  as  a  means  to 
integrate  data  and  resources  on  many  different 
platforms. 

Within  five  years,  look  for  NetWare  Directory 
Services  to  supplant  NetWare  as  Novell’s  main 
product. 

■  Microsoft  jettisons  Macin¬ 
tosh  Mail.  Microsoft  Corp.  has 
put  Microsoft  Mail  for  the  Mac¬ 
intosh  in  a  nursing  home. 
There  is  plenty  of  life  left,  but 
the  productjust  could  not  con¬ 
tinue  to  live  on  its  own. 

Clearly,  the  Macintosh  is  not 
a  strategic  platform  for  Micro¬ 
soft  back-end  services.  But  there 
are  hundreds  of  thousands  of 
Macintosh  users  who  have  been  feeling  awfully 
neglected  since  Microsoft  decided  to  stop  upgrad¬ 
ing  its  Macintosh  messaging  software. 

Users,  take  heart. 

Microsoft  could  not  have  found  a  better  retire¬ 
ment  community.  StarNine  Technologies,  Inc.  is 
one  of  the  few  companies  that  understands  the 
Macintosh  mail  world.  By  combining  StarNine’s 
gateway  technology  with  the  core  platform,  users 
will  be  able  to  migrate  toward  a  next-generation 
messaging  system  when  they  want  to,  not  when 
Microsoft  wants  them  to. 

So  you  see,  technology  does  imitate  life.  Scary, 
isn’tit? 

Rothman  is  a  vice  president  in  META  Group’s  Global 
Networking  Strategies  service  in  Reston,  Va.  Feedback  is 
welcome  either  by  E-mail  at  miker@metagroup.com  or  by 
phone  at  (703)  860-6600.  Rothman ’s  column  alternates 
in  this  space  with  that  of  Marc  Myers,  president  of 
Client/Server  Connection,  Ltd, 


Mike  Rothman 
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That’s  what  communications  experts  worldwide 
think  about  ATsT  reliability. 

In  fact,  readers  of  “Data  Communications” 
magazine  named  AT&T  best  overall  in  reliability 
in  their  U.S.  and  international  Users’  Choice  Awards. 
A  study  by  an  independent  research  firm,  CIT, 
went  an  important  step  further. 

After  surveying  telecommunications 
managers  at  the  world’s  top  1000  companies,  they 
too  named  ATCI'  the  world’s  most  reliable  carrier. 

The  number  one  endorsement  from 
independent  experts.  Telecommunications  you 
can  count  on.  And  the  technology  to  take  your 
business  into  tomorrow  today.  Only  from  AT&T. 

For  more  information  about  ATsT’s 
international  services,  just  call  800  655-1441, 
Ext.  975.  From  outside  North  America,  dial  the 
same  number  preceded  by  the  USA  Direct  Service 
access  code.  Go  with  the  worldwide  winner, 
and  your  business  just  can’t  lose. 


AT&T  For  the  life  of  your  business: 


AT&T 
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You’ve  got  a  lot  to  do -even  though  you  may  not  know  what’ll  be  next.  So  we  created  a  computer  that  can  switch  gears  as 


quickly  as  you  need  to:  the  LTE  5000 f  It’s  a  Pentium*  powered  notebook  with  interchangeable  devices  that  Jit  into  the  notebook  as 


well  as  the  expansion  base.  Now  you  can  choose  from  additional  hard  drives  (up  to  1.35  gigabytes),  CD-ROM  drives,  extra  batteries, 


and  floppy  drives.  And  the  unique  front-loading  MultiBay  can  handle  all  of  them  —  ultimately  allowing  you  to  create  the  notebook 


that’s  right  for  the  task  at  hand.  Of  course  an  expansion  base  featuring  two  MultiBays  doesn’t  hurt  either.  After  all, you’ve  got  a  lot 


to  do  —  so  get  to  work.  Interested?  Call  us  at  1-800-345-1518  (select  PaqFax)  or  visit  our  Web  site  at  www.compaq.com. 


The  Compaq  LTE  5  0  0  0.  The  Ultimate  N< 


c  d  -  r  o  m  drive 

dual  hard  drive 

dual  battery 

floppy  drive 

expansion  base 

1995  Compaq  Computer  Corporation.  All  rights  reserved.  Compaq,  LTE  5000  Registered  U.S.  Patent  and  Trademark  office.  Pentium  is  a  registered  trademark  of  Intel  Corporation  in  the  U.S.  ami  other  countries.  Adobe  Photoshop  is  a  registered  trademark  of  Adobe  Systems  Incorporated. 
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tebook  For  Whoever  You  Happen  To  Be. 


You  get  the  jobs  no  one  else 


wants.  And  turn  them  into  the 


jobs  everyone  else  wants. 

For  those  days  when  you’re 
actually  in  the  office  —  you  need 
a  computer  that  will  keep  up  with 
the  nonstop  pace  of  your  life. 
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Has  It  Changed  Your  Life  Yet? 


Special  Focus 


Big  databases  offer  users 
big  benefits ...  and  problems 


By  John  Cox 

As  corporate  client/server  data¬ 
bases  get  bigger,  so  do  a  host 
of  problems  that  can  torpedo 
vital  applications  and  frustrate 
the  sharing  of  data  across  an 
enterprise. 

“You  designed  a  database  for 
about  2G  bytes  [of  data],  and 
now  you’re  facing  40  [G  bytes] ,” 
said  Paul  McGuire,  a  principal 
with  Unisys  Corp.’s  new  Enter¬ 
prise  Client/Server  Practice.  “If 
you  have  a  client/server  applica¬ 
tion  where  the  client  and  the 
server  [database]  are  tightly 
linked,  you’re  stuck  with  almost  a 
rewrite  [of the  system].” 


The  bigness  issue  most  typi¬ 
cally  takes  two  forms.  First, 
departmental  LAN  databases  are 
ballooning  to  sizes  for  which 
they  were  not  designed,  and  the 
data  they  hold  often  cannot  be 
shared  with  users  in  other 
departments.  Second,  users  have 
begun  consolidating  transaction 
data  into  specialized  databases, 
called  data  warehouses. 

In  the  first  case,  problems  can 
include  overloaded  database 
servers  and  networks,  and  iso¬ 
lated  islands  of  client/server 
applications.  In  the  second  case, 
problems  can  involve  routine 
tasks,  such  as  backup  or  data 
loading  that  ends  up  running  far 
longer  than  expected,  lack  of 
monitoring  tools  and  immature 
advanced  technology  such  as 
parallel  databases. 

Buying  bigger  computers  and 
beefing  up  networks  are  only 
temporary  and  partial  solutions, 
users  said. 

“If  you’re  doing  lots  of  data 


manipulations,  moving  lots  of 
[database]  tables  back  and  forth, 
and  making  lots  of  data  views, 
you’re  going  to  impact  the  net¬ 
work,”  even  in  fast  Ethernet  and 
FDDI  environments,  said  Tom 
Henderson,  vice  president  of 
engineering  at  carrier  Unitel, 
Inc.  in  Indianapolis. 

Preparation  is  key 

The  real  solution,  users  said, 
is  creating  a  data  architecture 
diat  supports  the  growth  of  large 
databases  and  facilitates  infor¬ 
mation  sharing.  In  McGuire’s 
experience,  client/server  data¬ 
bases  usually  have  not  been  well 
designed  to  begin  with. 
“I  would  say  in  six  of  10 
cases,  there’s  no  data 
model.  In  seven  out  of 
1 0,  the  database  design  is 
out-of-date,”  he  said. 

Implementing  the 
architecture  then  be¬ 
comes  a  set  of  technical 
and  product  decisions. 
“Pick  a  database  man¬ 
agement  system  that  can 
scale,”  said  Don  De- 
Palma,  a  senior  analyst 
at  Forrester  Research, 
Inc.,  a  market  research 
company  located  in 
Cambridge,  Mass. 

Be  skeptical  of  database  ven¬ 
dors’  scalability  claims. 

“You  cannot  assume  scalabil¬ 
ity  [in  a  relational  database  sys¬ 
tem],”  said  Jonathan  Vaughan, 
vice  president  of  applied  tech¬ 
nology  at  Chase  Manhattan 
Bank,  N.A.  in  New  York.  ‘You 
have  to  test  it  with  the  size  of  the 
datasetyou’re  planning  to  use.” 

The  operating  platforms  for 
big  databases  add  a  whole  new 
level  of  complexity. 

“You  have  to  invest  in  train¬ 
ing,  database  administration  and 
database  support,”  Vaughan 
said.  “These  [large  client/ 
server]  systems  are  no  easier  to 
deal  with  than  the  [mainframe] 
host  environments”  in  terms 
complexity,  number  of  variables 
and  total  costs,  he  said. 

Expect  the  unexpected  and 
plan  for  it. 

“The  sheer  number  of  tasks 
being  done  by  the  operating  sys¬ 
tem,  and  the  number  of  connec¬ 
tivity  tasks,  cause  their  own  kind 


of  instability,”  said  Jesus  Rodgri- 
guez,  director  of  systems  archi¬ 
tecture  at  Fingerhut  Corp.,  the 
Minneapolis  mail-order  cat- 
aloger.  Some  two  thousand 
Fingerhut  end  users  are  working 
with  a  600G-byte  Oracle  Corp. 
database  —  though  a  chunk  of 
that  is  replicated  or  copied  data 
—  running  on  Unix  servers  with 
a  dozen  or  more  processors. 

“Though  Unix  has  been 
made  more  robust,  it  was  not 
designed  to  handle  that  kind  of  a 
load,”  Rodriguez  said.  “The 
weak  points  come  up.  ” 

Similarly,  such  large-scale 
databases  can  uncover  —  and  at 
Fingerhut  have  done  so  —  hid¬ 


den  problems  in  the  database 
engine  software  itself.  Oracle  has 
worked  closely  with  Fingerhut  to 
correct  these,  Rodriguez  said. 

Many  companies  now  are  fun- 
neling  transaction  data  from 
databases  such  as  Fingerhut’s, 
into  large  decision-support  or 
read-only  databases.  MCI  Com¬ 
munications  Corp.  has  a  1 -tera¬ 
byte  database  that  is  used  by  just 
10  to  20  end  users  to  make  criti¬ 
cal  marketing  and  sales  decisions 
for  the  consumer  market. 

The  system  consists  of  Infor¬ 
mix  Software,  Inc.’s  Informix 
OnLine  Dynamic  Server  rela¬ 
tional  database  running  on  a 
104-processor  IBM  SP2  com¬ 
puter.  MCI  was  prepared  for  pos¬ 
sible  glitches  with  the  initial 
releases  of  all  this  leading- 
edge  technology  but  met  fewer 
problems  than  expected,  ac¬ 
cording  to  Rob  Geller,  director 
of  consumer  marketing  and  sales 
systems  at  MCI’s  Colorado 


Springssite. 

The  biggest  issue  has  been 
taking  into  account  that  the 
design  of  the  database  would 
change  over  time.  “We  planned 
for  several  redesigns  and 
reloads,”  Geller  said.  “The  data¬ 
bases  are  so  large  . . .  reloads  can 
take  three  weeks.” 

Managing  the  queries  on 
such  large  data  sets  is  also 
important. 

“Look  at  the  queries  your  end 
users  are  involved  with,”  said 
Charles  Tarzian,  president  of 
Coyote  Technologies,  Inc.,  a 
New  York  firm  specializing  in 
large  client/server  systems. 
“Create  a  matrix  [of  query 
types]  and  understand  the  per¬ 
centages  of  [different  kinds  of] 
queries.  You’re  getting  insight 
into  what’s  important  to  your 
end  users.” 

Bigger  databases  can  be 
better.  All  it  takes  is  a  bigger 
effort.  ■ 


Warning:  Database  management  tool  shortage 

V 
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Lack  of  administrative  tools 


eterans  of  large  client/ server  databases 
warn  that  you  cannot  expect  much  help  in 
the  form  of  a  full  set  of  mature,  proven 
tools. 

1  ‘There’s  a  lack  of  good  monitoring  tools,  ’  ’ 
saidjesus  Rodriguez,  director  of  systems  archi¬ 
tecture  at  Fingerhut  Corp.  in  Minneapolis. 
“Some  tools  companies  in  the  mainframe  mar¬ 
ket  are  coming  across  to  cli¬ 
ent/  server.  But  the  tools  are 
weak  for  very  large  databases 
with  lots  of  users.  ’  ’ 

Among  other  things, 

Fingerhut  had  to  write  its 
own  multithreaded  database 
backup  program  for  several 
hundred  gigabytes  of  data. 

The  lack  of  tools  puts 
added  burdens  on  MIS.  ‘You 
have  to  simplify  and  manage 
the  data  problems  oryou’re 
setting  yourself  up  for  real 
difficulties,”  saidjonathan 
Vaughan,  vice  president  of 
applied  technology  at  Chase 
Manhattan  Bank,  N.A.  in 
New  York.  Given  the  tools 
shortage,  users  mustexten- 
sively  test  and  simulate  the  large  database  envi¬ 
ronments,  both  men  agreed. 

Users  should  look  not  only  for  tools  that  can 
do  the  “deep  down  and  dirty  database  things,” 
such  as  disk  segment  verification,  said  Don 
DePalma,  a  senior  analyst  at  Forrester  Research, 
Inc.  in  Cambridge,  Mass.  Look  also  for  the  capa¬ 
bility  to  manage  these  databases  remotely  and  to 
linkyour  tools  with  management  frameworks, 
such  as  Computer  Associates  International, 
Inc.’s  CA-Unicenter  or  Tivoli  Systems,  Inc.’sTiv- 


oli  Management  Environment,  he  said. 

Nondatabase  vendors  that  have  jumped  in  to 
help  users  deal  with  large  database  management 
include: 

■  Houston-based  BMC  Software,  Inc.,  which 
offers  software  that  lets  users  do  incremental 
backups  and  recovery  of  large  databases.  BMC  is 
readying  versions  of  its  Patrol  database  monitor- 


Big  databases,  big  challenges 


Fast-growing  LAN  databases  and  data  warehouses  need  careful  planning  and  a  data 
architecture  to  handle  such  growing  pains  as  these.  Users  need  to  do  lots  of  testing  to 
get  it  right. 

Hundreds  of  gigabytes 

Unexpected  relational 
DBMS  glitches 
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Stressed-out  operating  systems 
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1  Response  delays 
due  to  poorly 
designed  queries 


Client  PCs 


ing  tools  designed  to  work  with  Oracle  Corp.’s 
Oracle?  Parallel  Edition,  Sybase,  Inc.’s  System 
1 1  and  Informix  Software,  Inc.’s  OnLine 
Dynamic  Server. 

■  Platinum  Technology,  Inc.  in  Oakbrook  Ter¬ 
race,  Ill.,  offers  utilities  that  let  administrators 
reorganize  database  tables,  delete  unwanted 
data  and  monitor  performance. 

■  Compuware  Corp.  in  Farmington  Hills,  Mich., 
markets  the  Ecotools  suite  of  database  monitor¬ 
ing  tools. 


HOW  BIG  IS  YOUR  DATABASE? 

Size  of  database 

Under  50G  bytes 

50G-99G  bytes 

100G-249G  bytes 

250G-499G  bytes 

500G  bytes  to  1 
terabyte 

0%  50%  100% 

■  Now  ■  Projected  over  next  12-18  months 
Based  on  survey  of  175  IS  professionals. 

GRAPHIC  BY  TERRI  MITCHELL  SOURCE:  META  GROUP,  STAMFORD,  CONN. 
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Map. 


The  easiest  way  to  map  out  your 
networking  future.  From  SMC. 

Your  network  is  headed  in  new  directions, 
and  you  can  already  see  the  obstacles  ahead. 
Bottlenecks  at  the  server.  Congestion  in  the 
workgroup.  And  even  more  bandwidth-inten¬ 
sive,  multi-user  applications  down  the  road. 

So  how  do  you  make  sure  your  network  con¬ 
tinues  to  run  at  top  speed? 

Call  SMC  Dept.  AT06  today 
for  your  free 

Network  Growth  Simulator. 

Not  just  another  “white-paper-on-disk,” 
this  interactive  analysis  tool  compares  the 
costs  and  benefits  of  today’s  key  technolo¬ 
gies — Shared  Ethernet,  Switched  Ethernet, 
Fast  Ethernet,  FDDI,  and  ATM — and  helps 
you  choose  the  best  single,  integrated  solu¬ 
tion,  based  on  your  network’s  specific  needs. 

But  SMC  can  do  more  than  help  you 
design  high-speed  solutions.  We  can  deliver 
them,  too,  with  a  product  line  that  runs  from 
network  adapters  to  stackable  hubs  and 
switches  to  multiprotocol,  backbone  switching 
systems. 

Call  SMC  today  for  your  Network  Growth 
Simulator.  It  will  take  the  guesswork  out  of 
networking.  And  it’s  absolutely  free. 

SMC 

1-800-SMC-4-YOU 

World  Wide  Web:  http://www.smc.com 

©Copyright  1995  Standard  Microsystems  Corporation. 


Ethernet  Adapters 


Fast  Ethernet  Adapters 


Token  Ring  Adapters 


Portable  Connectivity 


Ethernet  Hubs 


Bandwidth 

Acceleration 


Ethernet  Switching 


Token  Ring  Switching 


Intranetworking 


Backbone  Solutions 


Fast  Ethernet  Solutions 


Multiprotocol  Switching 


FOR  MORE  INFORMATION 
CALL  1-800-265-5571 


Official  Access  Provider  3060  Williams  Drive 

to  The  Microsoft  Network  Fairfax,  VA  22031-4648 

info@uu.net 

http://www.uu.net 


Hiinkofitas 
High-Octane  Internet 


High-Speed  Access  Can  Drive  Your 
Internet  Performance  to  a  Whole 
New  Dimension. 

UUNET  Technologies  can  help  you  get  maxi¬ 
mum  mileage  from  your  Internet  use,  thanks  to 
our  wide  range  of  Frame  Relay  and  Leased-Line 
access  services.  Frame  Relay  delivers  great  trans¬ 
mission  capacity  at  a  cost  that  won't  cause  sticker 
shock.  And  UUNET  offers  the  industry's  widest 
array  of  T-l  access  options. 

But  what's  the  point  of  a  high-speed  on-ramp 
if  the  highway  just  leaves  you  spinning  your 
wheels?  That's  why  we  link  your  access  line  to 
our  45  Mbps  backbone,  the  fastest  available. 

So  let  us  help  you  race  by  the  competition. 
High-Octane  Internet  from  UUNET.  Call  today. 

UUNET. 

The  Internet  Business  Solution. 
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Covering:  Tools  and  Techniques  for  Interenterprise  Networking 
and  Doing  Business  On-Line 


Hooking  the  Web  to  back-end  processors  gets  easier 


Edify  Corp.  introduces  Electronic  Workforce  for  the  Web. 


Web  Trader  2. 0  processes  forms,  sends  confirmation. 


Briefs 

■  Sterling  Software,  Inc.  is 

shipping  Release  3.0  of  it  Gen- 
tran: Server  electronic  commerce 
gateway,  which  acts  as  a  routing 
hub  for  diverse  electronic  mail 
and  electronic  data  interchange 
formats.  The  Gentran:Server  3.0 
is  designed  to  perform  data 
archiving  according  to  Internal 
Revenue  Service  guidelines. 

Sterling  Software:  ( 614 )  793- 
7000. 

WThis  month,  Quarterdeck 

Corp.  will  ship  IWare  Internet- 
Suite  2.0,  Internet  connectivity 
software  for  NetWare  networks. 
The  software  contains  a  Net¬ 
Ware  Loadable  Module  that 
runs  on  top  of  NetWare  3.X  and 
4.X  server  TCP/IP  stacks,  letting 
NetWare  users  run  WinSocket- 
compatible  TCP/IP  applications 
without  the  need  for  a  TCP/IP 
stack  or  an  address  at  each  work¬ 
station. 

IWare  IntemetSuite  2. 0  will 
cost  $1,295 for  a  five-user  license 
and  $11,995 for  a  100-user 
license. 

Quarterdeck:  (408)  749-8172. 

■  Adobe  Systems,  Inc. 

intends  to  purchase  privately 
held  Ceneca  Communica¬ 
tions,  Inc.,  a  Palo  Alto,  Calif.- 
based  developers  of  World-Wide 
Web  products,  for  an  undisclosed 
price.  Adobe  said  the  purchase  of 
Ceneca  is  part  of  a  strategy  for 
producing  professional-quality 
authoring  tools for  the  Web. 

■  Galacticomm,  Inc.  has 

started  shipping  its  Worldgroup 
Internet  Server,  which  combines 
a  Web  server  with  Galaticomm’s 

on-line  workgroup  software 

and  Internet  connectivity  soft¬ 
ware. 

Galacticomm:  ( 305)  583-5990. 

■  The  National  Security 
Agency  has  awarded  contracts 
for  the  production  of  more  than 
310,000 PCMCIA  Fortezza 
encryption  cards  to  National 
Semiconductor  Corp.  and  San 
Jose,  Calif. -based  SPYRUS,  Inc. 


By  Ellen  Messmer 

Santa  Clara,  Calif. 

Edify  Corp.,  known  for  its  Elec¬ 
tronic  Workforce  software  that 
businesses  use  to  pull  informa¬ 
tion  from  voice  response  systems 
and  route  it  through  workflow 
processes,  has  introduced  a  ver¬ 
sion  for  the  Web. 

Currently  in  beta 
tests  with  Signet 
Banking  Corp.  and 
First  Union  Corp., 
among  others,  Elec¬ 
tronic  Workforce  4.0 
lets  users  connect 
their  Web  server 
applications  to  inter¬ 
nal  databases  or  pro¬ 
cessing  systems. 

Richard  Graham,  vice  presi¬ 
dent  in  charge  of  Signet’s  Tele¬ 
bank  service,  said  the  bank 
would  like  to  offer  customers 
new  services,  such  as  access  to 
imaged  checks,  over  the  Web. 
Using  Edify’s  object-oriented 


code  makes  it  much  faster  and 
easier  to  connect  its  Web  home 
page  to  back-end  databases  than 
if  the  bank  had  to  customize  the 
programming,  he  said. 

Signet  already  has  a  Web  page 
for  accepting  student  loans  that 
receives  more  than  30,000  visits 
per  month.  The  bank  has  long 
used  Edify’s  soft¬ 
ware  to  process  cus¬ 
tomer  requests  via 
interactive  voice  re¬ 
sponse  and  antici¬ 
pates  using  the  new 
version  of  the  Elec¬ 
tronic  Workforce  to 
expand  Web-based 
banking  services. 

First  Union  is  testing  the  Edify 
Web-based  software  with  the  goal 
of  letting  customers  access  infor¬ 
mation  about  their  retirement 
accounts,  according  to  Michelle 
Grant,  a  vice  president  at  First 
Union. 

©Edify:  (408)  982-2000. 


By  Ellen  Messmer 

San  Rafael,  Calif. 

SBT  Accounting  Systems,  Inc. 
has  begun  shipping  WebTrader 
2.0,  a  tool  kit  for  processing  elec¬ 
tronic  business  forms  directly 
from  the  Internet  to  SBT’s  back¬ 
end  accounting  software. 

When  customers  send  in 
orders,  product  registrations  or 
surveys  using  a  secured  browser, 
WebTrader  automatically  dis¬ 
tributes  the  information  to  the 
internal  accounting  system.  In 
also  generates  an  encrypted  con¬ 
firmation  back  to  the  customer 
via  electronic  mail. 

To  cut  down  on  the  paper¬ 
work  associated  with  stock 
trades,  the  Chicago  brokerage 
American  Stock  Transfer  &  Trust 
Co.  is  using  WebTrader  to 
develop  electronic  forms  that 
shareholders  and  brokers  can 
download  from  the  Internet. 

“We’re  putting  these  docu¬ 
ments  on-line  so  they  can  send  in 


the  instructions  on-line  and, 
hopefully,  eliminate  at  least  10% 
of  the  phone  calls,”  said  Shimon 
Lichtman,  the  brokerage  house 
consultant  on  the  project. 

The  WebTrader  software, 
which  costs  $1,295,  is  priced  low 
enough  to  persuade  small  entre¬ 
preneurs  to  take  a  shot  at 
electronic  commerce  on  the 
Internet,  too. 

“I  know  the  Internet  has 
potential,  and  I  say  let’s  try  it,” 
said  David  Goldstone,  president 
of  The  New  York  Smoked  Fish 
Co.,  which  is  accepting  en¬ 
crypted  credit  card  orders  for  its 
gourmet  salmon  across  the  Inter¬ 
net  using  WebTrader. 

For  businesses  that  do  not 
want  to  operate  their  own  Web 
servers,  SBT  leases  space  on  its 
server  for  $395  per  year.  And  it’s 
there  that  The  New  YorkSmoked 
Fish  Co.  will  be  hawking  its  goods 
atwww.businessl  .nysf.com. 
©SBT:  (415)  444-9900. 


BUSINESS  SPACE 


Using  the  @!#*#!  and  @#!&%  words 


Segular  readers  of  this  column  may 
have  noticed  my  predilection  for  quo¬ 
tations.  I  came  across  the  following 
bon  mot  attributed  to  somebody 
called  Walter  Davenport  (I  have  absolutely 
no  idea  who  he  was  or 
what  he  did):  “An  editor 
is  a  person  who  knows 
precisely  what  he  wants 
but  isn’tquite  sure.” 

This  criticism  can’t  be 
applied  to  my  noble  edi¬ 
tors,  but  I  think  it  applies 
to  Prodigy  rather  well. 

You  see,  a  couple  of 
years  ago,  Prodigy  made 
a  big  mistake.  Its  blunder  was  to  decide  to 
moderate  the  contents  of  its  service.  If  it  saw 
words  such  as  #@&*,  !@%!  or  !@#$%A&*+=! 
(or  even  !  @*  !-@&#@) ,  it  removed  the  offend¬ 
ing  message. 

While  many  people  complained  that 
Prodigy  was  goose-stepping  all  over  their 
rights,  the  reality  was  that: 

■  Prodigy’s  service  belongs  to  the  company, 
and  it  can  set  the  rules. 

■  Anyone  who  didn’t  like  the  rules  didn’t 
have  to  use  the  service.  Even  though  it  has 
every  right  to  censor,  this  is  not  a  good  idea. 

But  Prodigy’s  biggest  mistake  was  using 
this  “we  run  a  tight  and  clean  ship”  position- 


Mark  Gibbs 


ing  as  a  marketing  tool.  It  actively  promoted 
itself  as  equally  suitable  for  little  Jimmy  or 
your  97-year-old  grandmother. 

The  reality  is  that  Prodigy’s  editorial  con¬ 
trol  isn’t  that  different  from  other  on-line  ser¬ 
vice  providers  (just  try  to 
post  a  message  contain¬ 
ing  the  word  #*!@  in  the 
majority  of  forums  on 
America  Online  or  Com¬ 
puServe).  Prodigy  just 
chose  to  make  a  big  thing 
outofit. 

All  went  quiet  on  the 
“how  dare  Prodigy  play 
censor”  front  until  a 
message  was  posted  in  a  Prodigy  forum  called 
Money  Talk  that  a  stock  brokerage  firm 
called  Stratton  Oakmont,  Inc.  took  grave 
exception  to. 

The  fun-loving  firm  Stratton  Oakmont 
claimed  that  the  message  was  libelous  and  a 
judge  in  the  state  Supreme  Court  in  Long 
Island  agreed. 

But  what  has  got  lots  of  folks  really  fired  up 
is  that  the  judge  decided  that  as  Prodigy  exer¬ 
cised  editorial  control,  it  was  liable.  The 
judge  figured  that  Prodigy  acted  more  like  a 
newspaper  than  a  bookseller. 

When  you  consider  that  users  post  more 
than  70,000  messages  each  day  on  Prodigy, 


the  idea  that  it  has  any  real  level  of  editorial 
control  is  ridiculous. 

The  fact  that  Prodigy  detects  #$!@  and 
!@*&  in  messages  and  takes  action  is  not 
really  a  true  editorial  function.  It  is  more  like 
a  bookseller  deciding  not  to  stock  certain 
books  for  whatever  reason  it  chooses . 

It  seems  to  me  that  Prodigy  has  been 
hoisted  by  its  own  marketing  petard.  If  it 
hadn’t  tried  to  kick  America  Online’s  and 
CompuServe’s  marketing  butts  (we  might 
have  to  edit  that  word  out-Ed.)  over  the  clean 
and  wholesome  thing,  there  might  be  hap¬ 
pier  people  there  today. 

Anyhow,  Prodigy  is  appealing  the  judge¬ 
ment  and  is  supported  byj  us  t  about  everyone 
in  the  on-line  industries  (a  mass  outbreak  of 
“there  but  for  the  grace  of  die  gods  of  com¬ 
munications  go  I  ” ) . 

This  mess  raises  two  issues.  The  first  is  that 
editorial  control  as  a  general-service  princi¬ 
ple  is  as  ludicrous  as  it  is  impractical.  But  on 
the  other  hand,  there  is  a  real  need  for 
forums  and  conferences  that  are  suitable  for 
children  and  those  who  don’t  want  to  see  the 
words  %&*#  or  !!@#. 

I  hope  Prodigy  does  win  the  appeal.  In  the 
mean  time,  Prodigy  and  every  other  service 
provider  needs  to  think  very  carefully  about 
how  they  control  content. 

Prodigy,  we  wish  you  !@##@!%  good  luck. 

Gibbs  is  a  writer  and  consultant  based  in 
Ventura,  Calif.  Send  your  comments  on  editorial 
control  to  mgibbs@gibbs.com  or  call  him  at  (800) 
622-1108,  Ext.  504. 


NetwnrtVIfoHd 

*  For  more  info  on  this 
story,  point  your  browser  at 
http://www.nwfusion.com. 
After  you  log  in,  select  News+ 
and  then  Electronic 
Commerce. 


Network  World  •  October2, 1995  •  41 


Racal-D'aiacom 


mr 


Transporting  Data,  Building  Bandwidth 

Voice,  ATM  To  1.544  Mbps 

And  Video  Over  Fiber  Across  Your  WAN 


Migrating 
From  Analog  To 
Digital 


RACAL 


icxcalibyr 


Excalibur®  DAPs® 


ISX  5300 


PremNet® 


Excalibur  Digital  Access  Products  and  DSUs  come  to 


Finally,  a  high  speed  solution  for  transportin' 


access  m 


of  choice  for  building  bandwidth  across 


voice 


needs  are  fundamental  business  networking  or 


your  wide  area  network.  Designed  to  grow  with 


efficiently.  With  the  PremNet  fiber  backbone  from 


capacity  mission-critical  applications,  Racal  has  a  solution 


your  business,  the  ISX  5300  effortlessly  supports 


Racal,  you  can  transparently  send  data  in  virtually  any 


that  works  for  you  today,  at  your  pace  and  prepares  you  for 


migration  to  frame  relay,  fractional  T-l,  T-l 


format  at  native  speeds  without  the  need  to  create 


the  evolution  to  frame  relay  when  you’re  ready. 


separate  networks  for  each  application  type 


Reason  Number  Four 


More  than  ever,  your  business  depends  on  your  network.  For  that  reason, 
shouldn’t  you  depend  on  a  company  that  understands  the  importance  of  network 
communications?  Since  1955  Racal-Datacom  has  helped  the  world’s  business  and 
government  organizations  migrate  mission-critical  applications  to  new  technologies 
and  services.  That’s  why  all  Racal  products  are  supported  by  the  company’s  strength 
in  network  management  and  expertise  in  managed  migration  services  including 
network  design,  implementation,  worldwide  maintenance  and  support. 


You  can  use  any  or  all  of  these  reasons  to  give  us  a  call.  Ask  about  our  special 
promotions  on  Excalibur,  PremNet  and  ISX  5300  products.  For  a  limited  time,  we’re 
offering  free  network  management  software,  free  installation  with  your  maintenance 
purchase  and  free  design  services  on  select  products  * 

When  it  comes  to  managed  migration,  Racal  has  a  solution.  That’s  reason  enough 
to  call  us  today!  1-800-RACAL-55.  Or  visit  us  on  the  Internet  at  the  Racal-Datacom 
Home  Page,  http://www.racal.com. 


Three  Great  Reasons  To  Call 


Free  Literature 

■  ■  . 

All  you  need  to  know  about  Excalibur?  DAPs, 

... 

ISX  5300  multiplexers  and  PremNet  -  fiber  backbones 


Free  Installation 

Find  out  how  to  get  free  installation  on  your 
ISX  5300  with  your  maintenance  purchase. 


Free  Network  Management  Software 

Check  out  our  free  CMS"  400  software  offer 
with  the  purchase  of  DAPs  or  ISX  5300s. 


RACAL 


ime  titters  expire  December  II,  19S)5.  Otter'  are  subject  to  change  without  notification, 
racom  is  a  registered  trademark  of  Racal,  Electronics  Pic.  Excalibur  and  PremNet  are  registered 
:s  ot  Racal-Datacom,  Inc.  C 1995  Racal-Datacom,  Inc.  All  rights  reserved. 


Communicating  through  technology 
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Technology  Update 

Keeping  Up  with  Network  Technologies  and  Standards 


Building  applications  component  by  component 

Release  of  Visual  Basic  Version  4  should  accelerate  acceptance  of  component  architecture  in  the  corporate  community. 


Network  World  tracks  down 
answers  to  your  questions.  Please 
submit  them  to  Dana  Thorat  via 
phone  at  (800)  622-1108,  via  the 
Internet  at  djt@world.std.com  orvia 
fax  at  (508)  820-1 103. 

Can  you  give  me  some  tips  on  how 
to  calm  down  an  irate  help  desk 
caller? 

Gupchand  Badri,  Branchburg,  N.J. 

You  can  follow  the  11  steps  for  han¬ 
dling  angry  or  irate  callers  that  are 
outlined  in  the  book  How  To  Han¬ 
dle  Difficult  Customers  by  Gary  Case 
and  Patrice  Rhoades-Baum  (1994, 
The  Help  Desk  Institute). 

In  short,  let  the  caller  vent  his 
anger  without  interruption  and  take 
notes  as  you  listen.  Repeat  the  call¬ 
er’s  problem  as  stated  to  you  to  verify 
you  understand  the  situation.  Do  not 
paraphrase.  If  you  get  it  wrong,  the 
caller  will  get  even  madder.  Verifying 
is  your  first  opportunity  to  get  the 
customer  to  agree  with  you. 

Then  empathize  and  work  with 
the  caller  to  develop  a  plan  to  fix  the 
problem.  Callers  are  more  apt  to  buy 
into  a  solution  if  they  have  input. 
Finalize  the  plan  by  getting  agree¬ 
ment  to  it  from  the  caller. 

Then,  apologize  in  a  sincere  tone 
of  voice.  If  you  do  not  sound  sincere, 
you  can  destroy  everything  you’ve 
gained  up  to  this  point. 

Finally,  conclude  the  call.  Make 
sure  you  take  a  few  minutes  away 
from  your  desk  for  a  quick  break 
before  you  take  the  next  call. 

The  book  costs  $6.95  for  Help  Desk 
Institute  members  and  $9.95  for  non¬ 
members. 

The  Help  Desk  Institute:  (800) 
248-5667. 

We're  trying  to  decide  whether  to 
attach  our  company’s  Macintoshes 
to  our  IBM  AIX  Ethernet  network  or 
to  our  token-ring  network,  which 
has  an  OS/2  Warp  server. 

M.  Jayakrishnan  via  the  Internet 

There’s  a  small  problem  with  going  to 
token  ring,  says  Kee  Nethery,  an 
engineer  at  Kagi  Engineering,  a 
Berkeley,  Calif.,  consulting  company. 
Token-ring  cards  for  the  Macintosh 
often  only  have  AppleTalk  or  IP 
drivers. 

If  your  OS/2  Warp  machine  uses 
other  protocols,  you  may  have  more 
options  in  going  with  an  Ethernet 
card  for  the  Macintosh  because  they 
support  many  more  drivers. 


By  Bill  Burke 

Component  architecture  has 
paved  the  way  for  internal  corpo¬ 
rate  programmers  to  quickly  and 
easily  create  and  modify  unique 
business  applications  without 
investing  millions  of  dollars  in 
proprietary  software. 

Component-based  solutions, 
including  Microsoft  Corp.’s 
OLE  controls  and  Visual  Basic 
Extensions  (VBX),  let  users 
design  applications  that  address 
their  business’  or  customers’ 
needs. 

Component  architecture 
combines  affordable,  highly  spe¬ 
cific  solutions  with  the  plug-and- 
play  reusability  associated  with 
object-oriented  programming. 

Within  a  component  archi¬ 
tecture,  there  is  no  need 
to  program  in  C.  Rather, 
this  high-level  develop¬ 
ment  environment  em¬ 
ploys  a  visual  interface, 
pull-down  list  boxes  and 
reusable  commands. 

Many  applications  can 
be  developed  with  just  a 
few  dozen  lines  of  code, 
and  most  components 
can  be  integrated  with 
other  technologies,  in¬ 
cluding  imaging,  tele¬ 
phony,  voice  recognition 
and  workflow. 

The  release  last 
month  of  Visual  Basic 
Version  4  software 
should  accelerate  the 
environment’s  broad 
acceptance  in  the  corpo¬ 
rate  community,  particularly  for 
developing  client/server  appli¬ 
cations.  As  acceptance  increases, 
the  use  of  components  will 
become  even  more  widespread. 

Mix  and  match 

Thousands  of  organizations 
already  are  deploying  compo¬ 
nent-based  solutions.  Insurance 
companies  use  component  ar¬ 
chitecture  to  revamp  how  they 
process  claims. 

Financial  services  firms  com¬ 
bine  this  architecture  with  imag¬ 
ing  solutions  to  streamline  the 
approval  process  associated  with 
writing  mortgages.  Some  compa¬ 
nies  are  incorporating  voice 
response  and  fax-on-demand, 
while  others  are  developing 
expert  systems. 

Off-the-shelf  components, 
which  are  available  from  more 


than  100  vendors,  are  designed 
to  help  build  applications  fast. 
The  most  popular  component 
type  is  the  VBX,  which  estab¬ 
lished  the  market  in  1990  and 
remains  the  pacesetter.  VBXs 
typically  enhance  the  capabili¬ 
ties  ofVisual  Basic  by  executing  a 
discrete  task  or  providing  inte¬ 
gration  with  another  piece  of 
equipment,  such  as  a  scanner  or 
CD-ROMjukebox. 

VBXs  add  functionality  to 
Visual  Basic  through  a  simple 
point-and-click  interface  — 
clicking  a  button  triggers  the 
code  that  is  attached  to  it.  This 
makes  time-consuming  com¬ 
mands,  such  as  incorporating  an 
approval  process  or  scanning  a 
document,  easy  and  fast. 


Technological  easements 

To  write  an  application,  pro¬ 
grammers  merely  need  to  draw  a 
development  form  or  program 
window  on  the  screen  and  add 
controls  with  the  user  interface. 
For  example,  they  can  incor¬ 
porate  rotation  and  bar  code 
recognition  in  an  imaging  ap¬ 
plication  through  pull-down 
menus  and  by  adding  some  sim¬ 
ple  commands. 

Component  architecture  has 
become  a  mainstay  in  imaging 
and  other  complex  technologi¬ 
cal  fields.  Diamond  Head  Soft¬ 
ware,  Inc.,  for  instance,  has 
developed  a  suite  of  VBXs  to  sup¬ 
port  the  many  phases  of  creating 
customized  production-level 
document  imaging  applications. 
Many  vendors  of  proprietary  sys¬ 
tems,  such  as  Wang  Laborato¬ 
ries,  Inc.  and  FileNetCorp.,  have 


begun  using  VBXs  to  incorpo¬ 
rate  open  extensions  in  their 
products. 

Several  leading  development 
environments,  including  Delphi 
and  dBase  from  Borland  Inter¬ 
national,  Inc.,  recently  have 
been  enhanced  with  support  for 
VBXs. 

Consequently,  users  can  now 
combine  high-level  front  ends 
such  as  Delphi  and  Microsoft’s 
SQL  Windows  with  back  ends 
such  as  SQL  servers  from  Micro¬ 
soft,  Oracle  Corp.  or  Sybase,  Inc. 

Pushing  the  envelope 

Like  other  component  types, 
VBXs  are  written  in  C  to  ensure 
high  performance.  At  the  same 
time,  the  high-level  visual  envi¬ 


ronment  shields  the  developer 
from  the  intricacies  of  C.  This 
means  programmers  can  oper¬ 
ate  in  an  easy-to-use  visual  envi¬ 
ronment,  even  when  working 
out  complex  application  pro¬ 
gram  interfaces. 

With  Visual  Basic  4.0,  users 
will  be  able  to  incorporate  the 
next  generation  of  controls  — 
known  as  OLE  custom  controls 
—  in  multiple  desktop  applica¬ 
tions,  as  long  as  the  applications 
support  Microsoft’s  Visual  Basic 
for  Applications. 

This  is  one  of  the  most  signifi¬ 
cant  features  ofVisual  Basic  4.0, 
facilitated  by  its  support  of  16- 
and  32-bit  applications,  because 
common  functionality  could  be 
accessed  from  Visual  Basic  4.0  as 
well  as  from  a  range  of  desktop 
applications,  including  Micro¬ 
soft  Access,  Excel  and  Word. 


Most  component  developers 
will  ship  their  first  OLE  custom 
controls  later  this  fall,  and  many 
vendors  will  support  them  by 
early  1996. 

At  the  same  time,  compo¬ 
nent  vendors  are  moving  toward 
one  of  two  development  stan¬ 
dards:  the  Object  Management 
Group’s  Component  Object 
Request  Broker  or  Microsoft’s 
Component  Object  Model. 
While  a  single  standard  isn’t 
likely  for  the  next  several  years, 
the  foundation  is  being  laid  for 
more  straightforward,  compo¬ 
nent-based  development  that 
uses  new  design  and  coding 
practices. 

Benefits  for  IS 

In  less  than  three 
years,  components  have 
moved  from  a  marginal 
option  to  a  major  tech¬ 
nology,  poised  to  over¬ 
take  proprietary  systems. 

Applications  that  are 
component-based  have 
proven  to  be  more  eco¬ 
nomical  to  develop  and 
maintain,  faster  to  pro¬ 
gram  and  easier  to  use 
than  most  traditional 
applications. 

Moreover,  IS  divi¬ 
sions  gain  their  own 
source  code,  which  can 
be  shared  across  the  net¬ 
work. 

Discrete  modules  of 
the  code  can  be  modi¬ 
fied  relatively  easily,  typi¬ 
cally  with  just  a  few  days’  work. 
This  makes  maintenance  more 
feasible  and  could  possibly  raise 
productivity. 

The  VBX  market  —  nonexis- 
tentjust  a  few  years  ago  —  is  esti¬ 
mated  at  $100  million  today,  and 
analysts  predict  it  will  reach 
$1  billion  by  the  year  2000.  Itmay 
be  time  to  start  integrating  com¬ 
ponent-based  solutions  into 
your  IT  strategy. 

Burke  is  president  of  Diamond 
Head  Software,  Inc.,  a  Richardson, 
Texas-based  developer  of  program¬ 
ming  tools  for  document  imaging 
applications. 

COMMENTS? 

See  “How  to  reach  us” on  page  5. 


UP  CLOSE 

Component  architecture 

1  Component-based  applications  eventually 
will  become  the  client  interface  of  a 
corporation. 
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Programmers  can  use  high-level  develop¬ 
ment  environments  like  Visual  Basic  or 
Delphi  as  interfaces  for  their  client/server 
database  applications. 
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Programmers  can 
employ  standard 
components  to  build 
business  applications. 
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EDITORIAL  INSIGHTS 

VLANs:  Simply  troubling 

At  a  roundtable  interview  last  week,  we  got  the  top  executives 
of  some  of  the  largest  network  suppliers  —  Bay  Networks, 
Cabletron,  Cisco  —  talking  about  customer  needs  and 
where  the  network  industry  is  heading. 

The  heads  of  these  billion-dollar  companies  agreed  on  one 
point:  Network  vendors  must  make  their  products  easier  to 
install  and  manage  so  customers  —  whose  budgets  and  staff  are 
finite  —  can  deal  with  the  explosion  in  network  usage  and  net¬ 
work-oriented  applications. 

Yet,  while  they  talk  about  the  need  to  simplify  networking, 
these  vendors  are  willing  to  put  you  through  a  try  ing  time  as  you 
implement  virtual  LANs  across  your  switched  nets. 

Don’t  get  me  wrong:  These  companies  —  and  others  like 
them  —  will  pitch  interesting  solutions  for  VLANs  that  promise 
to  solve  a  lot  of  your  net  administration  problems.  That’s  fine,  if 

you’re  willing  to  embrace  a  single-ven¬ 
dor  network  architecture  and  give  one 
supplier  that  much  control  over  your 
network.  But  buying  into  one  compa¬ 
ny’s  VLAN  strategy  and  products  is  not 
a  commitment  to  take  lightly. 

If  you’re  not  ready  for  that  kind  of 
commitment,  you’re  going  to  face  big 
headaches  trying  to  get  incompatible,  vendor-specific  VLAN 
schemes  to  work  across  diverse  equipment. 

Most  vendors  aren’t  pushing  hard  for  standardization  —  they 
claim  the  best  approach  will  win  out. 

Sure,  ultimately.  But  the  last  thing  customers  need  is  a  tech¬ 
nology  battle  with  all  the  attendant  risks  of  choosing  the  wrong 
approach,  trying  to  figure  out  which  consortium  of  vendors 
backing  which  VLAN  approach  will  prevail  or  being  forced  to 
shotgun-marry  incompatible  solutions.  That  can’t  help  buyers 
or  suppliers;  it  will  slow  the  adoption  of  switching  and  VLANs. 

The  ATM  and  frame  relay  communities  have  shown  that  ven¬ 
dor's  can  work  effectively  outside  the  traditional  standards  pro¬ 
cess  to  overcome  interoperability  problems. 

The  top  networking  companies  have  to  step  up  to  the  respon¬ 
sibility  of  resolving  this  VLAN  standards  issue  soon.  They  have  to 
make  it  simple  for  customers  by  competing  on  the  basics:  price, 
depth  of  product  line,  quality,  and  service  and  support. 

Simply  put:  Don’ t  put  us  through  another  religious  war  about 
technology.  That’s  too  hard. 

John  Gallant,  editor  in  chief  jgallant@nww.com 
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IBM  offers  a  paper  tiger  instead  of  a 
switched  virtual  network  plan 


By  Phil  Frank  and Joe  Troise 
guru@well.com 


iven  its  oft-avowed 
belief  in  the  future  of 
Asynchronous  Transfer 
Mode  (ATM),  IBM 
clearly  needed  some  type  of 
framework  to  articulate  how  its 
various  ATM  and  LAN  switch¬ 
ing  products  can  be  synthesized 
to  create  the  next  generation  of 
networks.  However,  IBM’s  re¬ 
cently  announced  Switched 
Virtual  Networking  (SVN)  is  far 
from  comprehensive  and  consequently  fails  to  be 
immediately  compelling  (Sept.  1 1 ,  page  1 ) . 

SVN  is  IBM’s  ATM-centric  blueprint  for  the 
implementation  and  management  of  switched  net¬ 
works.  Its  goal  is  to  provide  a  scalable  switching  fab¬ 
ric  for  any-to-any,  end-to-end  connectivity  with 
one-hop  routing  and  guaranteed  quality  of  service. 
SVN  will  also  endeavor  to  protect  your  existing 
investment  in  networking  equipment.  As  such, 
SVN  is  a  relatively  credible,  high-level  framework 
—  architecture  being  too  strong  a  word  for  it  — 
that  identifies  the  functions  and  services  required 
in  switched  networks  and  how  they  interact  with 
each  other. 

IBM  excels  at  producing  plans  such 
as  this  one,  but  it  has  problems  translat¬ 
ing  specifications  into  actual  systems. 

This  will  be  the  acid  test  for  SVN.  Will 
IBM  be  able  to  deliver  against  it? 

Ironically,  the  SVN  announcement 
was  accompanied  by  a  statement  that 
the  release  of  IBM’s  8272  Token-Ring 
LAN  switch,  an  integral  component  of 
the  SVN  strategy,  will  be  delayed.  This  is 
not  an  auspicious  start. 

The  core  of  SVN  networks  will  be  a  backbone 
made  up  of  ATM  switches  a  la  IBM’s  2220  Nways 
broadband  switches.  Around  this  ATM  backbone 
will  be  peripheral  switches,  such  as  IBM’s  8271  or 
8272,  providing  end-user  access  to  the  overall 
switching  fabric. 

ATM  is  the  very  soul  of  SVN.  With  SVN,  IBM  cat¬ 
egorically  states  that  ATM  is  the  “end  game”  in 
contemporary  networking.  But  when  will  ATM  be  a 
reality  to  IBM’s  transaction  processing-oriented, 
SNA-based  commercial  sector  customers? 

SVN  is  not  a  new  or  unique  concept.  If  anything, 
most  of  the  other  leading  networking  vendors  have 
already  beaten  IBM  to  the  punch  with  their  models. 
These  include  Cisco  Systems,  Inc.’s  CiscoFusion, 
Bay  Networks,  Inc.’s  Bay  Networks  Switched  Inter¬ 
networking  Services  (BaySIS)  and  Cabletron  Sys¬ 
tems,  Inc. ’sSecureFast  Virtual  Networking. 

SVN  is  a  bold  step  in  the  right  direction.  How¬ 
ever,  it  does  not  adequately  address  these  crucial 
areas:  multivendor  interoperability,  migration  of 
routed  networks  and  SNA  assimilation. 

Multivendor  interoperability  is  the  Achilles’ 
heel  of  all  ATM-oriented  switching  frameworks. 
The  problem  is  there  are  no  industry  or  de  facto 
standards  to  facilitate  such  interoperability.  Cus¬ 
tomers  have  to  make  a  leap  of  faith  —  trusting  IBM 
to  deliver  all  the  goods  —  and  commit  to  adopting  a 
predominantly  IBM  networking  fabric. 

Bridge/routers  and  multiprotocol  internet¬ 
working  have  captured  the  minds  and  networking 
budgets  of  the  IBM  community.  Cisco,  Cabletron, 
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With  SVN,  IBM  cate¬ 
gorically  states  that 
ATM  is  the  “end 
game” in  contempo¬ 
rarynetworking. 


Bay  and  3Com  Corp.  are  play¬ 
ing  an  increasingly  significant 
role  in  IBM  networking.  Given 
this  move  toward  multivendor 
networking,  SVN  is  unlikely  to 
garner  a  wide  following  until 
IBM  addresses  multivendor 
interoperability  and  gets  a  few 
other  vendors  to  support  SVN. 

In  addition  to  pinning  all  its 
hopes  on  ATM,  with  its  an¬ 
nouncement  of  SVN,  IBM  also 
postulates  —  possibly  with  a  twinge  of  sour  grapes 
given  IBM’s  singular  lack  of  success  in  this  arena  — 
that  large  centralized  routers  and  router-based  net¬ 
works  are  now  passe.  With  SVN,  IBM  intends  to  dis¬ 
tribute  routing  functions  such  as  destination 
identification,  optimum  route  selection  and  proto¬ 
col  transformation,  as  well  as  move  certain  routing 
functions  to  the  desktop.  SVN,  however,  does  not 
spell  out  how  you  should  migrate  from  today’s 
router-based  networks  to  SVN’s  distributed  routing 
approach. 

The  lack  of  a  migration  path  for  bridge/ router- 
based  networks  is  in  a  sense  an  extension  of  the 
multivendor  problem,  given  that  most 
of  today’s  router-based  networks  tend 
to  be  non-IBM  based.  Just  dismissing 
routers  is  not  acceptable.  Routers  cur¬ 
rently  dominate  the  networking  scene, 
and  many  of  you  still  consider  them 
strategic.  SVN  has  to  provide  a  thor¬ 
ough,  cost-effective  and  persuasive 
strategy  that  shows  how  existing  router- 
based  networks  can  switch  to  SVN. 

The  last  major  omission  in  SVN  is  its 
support  for  SNA  and  the  integration  of  SNA  into  an 
SVN  network.  SVN,  to  be  fair,  makes  some  refer¬ 
ences  to  this,  centered  around  APPN  on  the  main¬ 
frame,  ATM  interface  to  the  mainframe  and  High 
Performance  Routing  (HPR)  across  the  WAN.  But 
that  is  not  enough.  APPN  still  is  not  widely 
accepted.  Plain  SNA  rules  supreme.  And  HPR  is 
still  not  available  on  any  peripheral  devices,  such  as 
PCs,  AS/ 400s  and  3174s.  Moreover,  there  is  now 
some  talk  that  HPR’s  supposed  state-of-the-art 
anticipatory  congestion  control  mechanism  may 
be  too  slow  to  react  at  speeds  beyond  45M  bit/sec. 
Since  most  of  you  consider  155M  bit/sec  the  start¬ 
ing  point  for  ATM  in  the  wide  area,  this  issue  is 
already  placing  a  question  mark  against  HPR  as  it 
relates  to  ATM. 

An  ATM  interface  to  the  mainframe  is  another 
thorny  issue  that  IBM  has  yet  to  grasp.  Today,  the 
fastest  speed  at  which  a  mainframe  input/output 
channel  can  run  is  136M  bit/sec.  To  accommodate 
155M  bit/sec  ATM,  IBM  must  increase  the 
throughput  of  its  channels. 

So  here’s  the  bottom  line  with  SVN:  It  is  a  good 
first  pass  at  a  high-level  blueprint  for  IBM-based 
switched  networks.  There  are,  however,  some  key 
areas  that  it  does  not  address.  Until  IBM  gets 
around  to  doing  this,  you  should  view  SVN  as  a 
paper  tiger. 

Guruge  is  an  independent  consultant  specializing  in 
internetworking  and  IBM  network  architectures.  He  can 
he  reached  at  (603)  878-1303  or  via  Internet/MCI  Mail 
at  aguruge@mcimail.  com. 
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The  wrong  impression 

A  Datapro  Information  Services  Group 
analyst  was  recently  quoted  in  a  Network 
World ardcle  focusing  on  UB  Networks,  Inc. 
(Aug.  21,  page  8).  As  the  comments  in  this 
article  did  not  reflect  a  comprehensive  view 
from  Datapro,  I  would  like  to  clarify  our  per¬ 
spective  and  clear  up  any  confusion  the  arti¬ 
cle  may  have  caused. 

UB  Networks  is  a  $400  million  company 
with  a  loyal  installed  base  of  more  than 
60,000  intelligent  hubs.  Having  played  in 
this  industry  for  more  than  15  years,  the 
company  has  had  its  ups  and  downs.  How¬ 
ever,  after  meeting  with  company  officials 
recently  to  discuss  their  strategies  and 
future  product  road  map,  we  think  they  are 
in  a  better  position  to  offer  competitive 
solutions.  We  stand  by  our  published  report 
“LANs  &  Internetworking  Series”  profiling 
UB’s  networking  product  line,  market 
share  and  marketing  strategy. 

The  report  summary  states:  “While  con¬ 
tinuing  to  enhance  the  capabilities  of 
Access/One,  UB  has  channeled  its  exper¬ 
tise  into  the  creation  of  products  based  on 
the  most  advanced  technology  to  date.  In 
May  1995,  UB  Networks  broke  through 
technological  barriers  with  the  Geo- 
LAN/500,  an  ATM  hub  equipped  with  the 
following  features:  throughput  capacity  of 
10G  bit/sec,  distributed  network  manage¬ 
ment  capabilities,  an  ATM  migration  path 
and  a  complement  of  nonstop  perfor¬ 
mance  functions.” 

Today,  all  of  these  products  are  shipping, 
and  initial  user  reaction  appears  strong. 
Clearly,  the  markets  for  Ethernet  and  ATM 
switching  are  exploding,  and  “marketec- 
tures”  aside,  UB  Networks  has  presented 
products  to  take  advantage  of  this  growth. 
A.J.  Dennis 

Vice  presiden  t,  research  and  analysis 
Datapro  Information  Services  Group 
Delran,  N.J. 

Cisco’s  Combinet  purchase 

I  was  surprised  that  Cisco  Systems,  Inc. 
bought  Combinet,  Inc.  (Aug.  14,  page  8).  I 
had  always  hoped  that  Cisco  would  survey 
the  market  and  realize  that  very  little  distin¬ 
guished  their  low-end  Basic  Rate  Interface 
ISDN  products  from  cheaper  products 
offering  more  functionality. 

The  only  thing  the  Cisco  2503  remote 
access  router  has  going  for  it  is  the  Internet¬ 
work  Operating  System  routing  software.  I 
mistakenly  thought  that  Cisco  would  realize 
that  if  it  reduced  the  price  of  its  software, 
thereby  reducing  the  cost  of  a  2503,  it  could 
compete  directly  with  small  ISDN  vendors. 

For  existing  customers  with  Cisco’s 


AGS+,  7000  or  terminal  servers,  Cisco  could 
provide  a  cheap  small  or  home  office  solu- 
don  where  Novell,  Inc.’s  IPX  or  TCP  was 
not  the  dominant  protocol  used  by  the 
organization. 

But  I  was  wrong.  Instead  of  developing  its 
own  market,  Cisco  has  chosen  to  buy  its  way 
into  the  small  or  home  office  market.  The 
real  value  of  the  Cisco  purchase  of  Combi¬ 
net  will  only  be  realized  when  Cisco 
incorporates  its  full  suite  of  routing  proto- 


OS/2  fan  rebukes  criticism 

Life  is  filled  with  regrets.  My  regret  is 
that  I  didn’t  send  my  congratulations  on 
your  recent  comparison  of  OS/2  Warp 
Connect  and  Windows  95  (Aug.  21,  page 
43) .  It  was  absolutely  the  best  comparison 
of  the  two  systems  I  have  yet  seen,  and  I 
read  dozens  of  trade  publications.  It  is  a 
subj  ect  of  much  interest  to  me. 

Your  article  cut  through  a  lot  of  fog, 
and  I  am  an  OS/2  fan  and  an  almost 
pathological  critic  of  Windows. 

I  was  astounded  at  the  vehement 
attacks  on  your  review  by  other  OS/2  afi¬ 
cionados.  In  my  opinion,  OS/2  fans  need 
not  be  quite  so  defensive.  As  an  OS/2 
groupie,  I  was  shocked  at  the  letters.  And  I 
was  impressed  with  your  answer. 

There  are  a  few  differences  I  found 
with  your  article.  I  copied  my  NetWare 
3.26  directory  from  my  workgroup  server 
to  the  OS/2  Warp  machine,  invoked  IPX, 
then  NETX,  and  I  was  on  the  LAN.  And  it 
is  a  faster  workgroup  server  than  I  have 
ever  known.  As  far  as  I  know,  I  am  not 
using  any  OS/2  Warp  drivers,  but  I  may 
be.  OS/2  Warp  Connect  doesn’t  seem  to 
require  that  I  know  that. 

You  said  that  OS/2  Warp  Connect 
didn’t  recognize  your  Tseng  Laborato¬ 
ries,  Inc.  card.  It  installed  a  Tseng  driver 
automatically  for  me . 

I  thought  your  review  was  balanced 
and  that  it  was  the  most  informative  of  all 
the  reviews  I  have  read  to  date. 

Fred  Tims 

Vice  president  of  product  development 
Nonstop  Networks  Limited 
Utica,  N.  Y. 

Some  technical  clarifications 

Regarding  your  recent  article  compar¬ 
ing  OS/2  Warp  Connect  and  Windows  95, 
I  feel  compelled  to  offer  just  a  few  techni¬ 
cally  related  comments. 

First,  it’s  no  mystery  that  both  OS/2 
Warp  Connect  and  Windows  95  offer 
some  sort  of  preemptive  multitasking. 
DOS  programs  must  be  multitasked  pre¬ 
emptively  under  Windows  95  because 
they  would  never  relinquish  control  of  the 
CPU  by  themselves  due  to  their  single- 
tasked  nature.  The  critical  difference 
between  the  two  operating  systems  with 
respect  to  preemptive  multitasking  is  that 
OS/2  Warp  Connect  uses  a  priority  sched¬ 
uling  approach  rather  than  the  time  slic¬ 
ing  approach  Windows  95  uses. 

This  arrangement  is  much  more  intri¬ 
cate  and  efficient  than  simply  allocating 


cols  into  these  low-end  machines  for  a 
small  price  or  restructures  the  packaging  of 
protocols. 

For  example,  they  could  give  away  the 
first  two  protocols  for  free  and  charge  $250 
each  for  the  next  two. 

Raymond  Jacob 
Computer  specialist 

Naval  Computer  and  Telecommunications 
Station  Washington 
Washington,  D.  C. 


slices  of  CPU  access  time  to  multiple 
applications  running  concurrently.  In 
short,  programs  that  must  have  guaran¬ 
teed  access  to  often  scarce  CPU  resources 
will  operate  more  effectively  under  OS/2 
as  the  operating  system  dynamically  man¬ 
ages  CPU  access  based  on  priority  levels. 

Secondly,  OS/2  Warp  Connect  is  far 
superior  to  Windows  95  with  respect  to 
management  of  RAM.  OS/2  Warp  Con¬ 
nect  uses  Intel  Corp.’s  flat  memory  access 
capability,  which  dates  back  to  the  80386 
CPU.  Because  there  are  32  address  lines 
between  the  CPU  and  memory,  and 
because  OS/2  Warp  Connect  uses  flat 
memory  access,  the  operating  system  can 
directly  address  up  to  4G  bytes  of  RAM. 
Windows  95  uses  Intel’s  less  effective  seg¬ 
mented  memory  model.  Consequently, 
some  type  of  foreign  software  must  inter¬ 
cede  on  behalf  of  the  operating  system. 

Finally,  on  a  more  software  develop¬ 
ment  issue,  IBM’s  System  Object  Model 
(SOM),  used  in  OS/2  Warp  Connect,  is 
more  proven  and  scalable  than  Microsoft 
Corp.’s  Common  Object  Model  (COM), 
used  in  Windows  95.  Besides  being  non¬ 
proprietary,  SOM  is  language-neutral  and 
fully  compliant  with  the  Common  Object 
Request  Broker  Architecture  (CORBA). 
On  the  other  hand,  COM  is  a  proprietary 
platform  and  notCORBA-compliant.  Fur¬ 
ther,  COM  fails  to  provide  a  single  pro¬ 
gramming  model  for  distributed  and 
local  objects.  From  a  developer’s  view¬ 
point,  OS/2  Warp  Connect  is  much  closer 
to  the  ideal  environment  for  object-ori¬ 
ented  development  than  Windows  95. 

In  response  to  the  audtors’  concerns 
about  running  Windows  3.X  applications 
under  OS/2  Warp  Connect,  it  is  apparent 
that  similar  problems  will  often  be 
encountered  in  a  single  Windows-OS/2 
session.  However,  if  the  Windows-OS/2 
session  fails,  I  can  have  OS/2  Warp  Con¬ 
nect  close  the  session  without  taking  my 
acess  to  the  CPU  with  it. 

Under  Windows  3.X,  I  would  often 
have  to  reboot  and  reestablish  all  lost  net¬ 
work  connections,  communication  links 
and  the  like. 

Unfortunately,  I  must  concur  with  the 
authors’  complaints  about  installation 
problems.  Although  IBM  has  significantly 
amended  the  installation  process,  there  is 
clearly  room  for  improvement. 

Aaron  Courtney 
Senior  systems  engineer 
Hobert  &Svoboda,  Inc. 

Brookfield,  Wis. 
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4  Meg  Shared  Ethernet  at  the  price  of  a  T-l 


Introducing 


METRO-NET 


TM 


Native  LAN  Speed  Services 

m  m 

X 


Fractional  LAN  Speed  Services 


CUSTOMER'S 

LAN 


MUX 

METROlNET  BUILDING 


METRO-NET™  provides  4  Mbps  and  10  Mbps  Data  and  internet  access  at 
the  cost  of  a  1.5  Mbps  service,  and  you  don’t  have  to  change  your  existing 
LAN  configuration.  It’s  that  simple,  you  can  set-up  a  dedicated  ethernet 
connection  into  your  existing  network,  without  all  the  hassles  associated 
with  the  “other”  dedicated  service  offerings. 

If  there  is  an  interest  on  your  part  there  certainly  is  an  interest  in  ours. 
Please  call  us  and  let  us  know  how  we  can  help.. .the  sky  is  the  limit. 

Instead  of  seeing  the  sky  why  not  touch  it! 

The  information  Super-Highway  is  just  a  telephone  call  away,  so  what  are 
you  waiting  for... 


HyperSpace  Networks,  Inc.  180  N.  Stetson,  Suite  5005,  Chicago,  IL  60601 
(800)36-HYPER  Voice  •  (312)861-4600  Voice  •  (312)861-4699  Fax  •  lnfo@hyperspace.net 

Copywritten  HyperSpace  Networks,  Inc.  1995 
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with  some  high-end 


Rorabaugh 


features,  but 
most  leave  help 
desk  staffers 
wanting  more. 


oes  your  help  desk 
need  help?  We 
checked  out  three 
help  desk  packages 
that  all  purport  to  be 
the  answer  to  your 
needs  and  found 
some  key  differences 
that  boosted  one  of 
them  above  the  crowd. 
Intel  Corp.’s  LANDesk 
Response,  McAfee’s  LAN  Sup¬ 
port  Center  and  Opis  Corp.’s 
Support  Express  are  representa¬ 
tive  of  the  first  tier  of  internal 
help  desk  products.  All  three 
support  the  standard  trouble- 
ticket  metaphor,  provide  built-in 
reporting  capabilities  and  are 
targeted  at  small  to  midsize  busi¬ 
nesses  for  internal  support. 

LANDesk  Response  Version 
1.0  is  the  simplest  of  the  prod¬ 
ucts,  meaning  it  lacks  key  fea¬ 
tures  such  as  sample  data, 
guidance  on  creating  a  folder 
hierarchy  or  the  ability  to  create 
closed  trouble  tickets.  Support 
Express  Version  2.6  is  the  most 
complex  of  the  trio,  but  its  man¬ 
ual  entry  of  problem  type  defini¬ 
tions  and  desktop  configu¬ 
rations  are  too  cumbersome. 
LAN  Support  Center  Version 
3.01  offers  the  best  mix  of  fea¬ 
tures,  performance  and  power.  It 
places  all  trouble  tickets  in  a 
common  pool,  provides  excel¬ 
lent  reporting  and  integrates 
well  with  the  vendor’s  other 
management  applications. 


Philosophy 

One  of  the  most  difficult  steps 
in  implementing  any  new  help 
desk  system  is  determining  how 
to  organize  or  categorize  trouble 
tickets  —  for  example,  by  user, 
application,  physical  location 


NetResnlts 


Product 

Vendor 


Philosophy 


LANDesk  Response  1.0 

Intel  Corp.  Network  Products 
5200  N.W.  Elam  Young  Parkway 
Hillsboro,  Ore.  97124 
Phone:  (800)  538-3373; 

(503)  264-7354 
Fax:  (800)  525-3019; 

(503)  264-6385 
Internet:  http://www.intel. 
com/commnet/  sns/ 

Tickets  grouped  by  folders. 


LAN  Support  Center  3.01 

McAfee 

2710  Walsh  Ave. 

Santa  Clara,  Calif.  95051 
Phone:  (800)  866-3832; 
(408)  980-3696 
Fax:  (408)  970-9727 
CompuServe:  GO  MCAFEE 


Tickets  stored  centrally; 
can  be  sorted  or  filtered. 


Databases 
Key  findings 


Paradox  Engine 

►  Installation  is  inflexible  and 
not  network-aware. 

►  Contrary  to  documentation, 
administrators  must  create  a 
user  account  for  each 
supported  user. 

►  Users  can’t  generate  closed 
tickets  in  a  single  step. 

►  No  capacity  to  manage 
custom  report  files  on  a 
network. 

►  No  integration  with  Intel’s 
LANDesk  Management 
Suite’s  databases. 


Btrieve 

►  Tightiy  integrated  with 
other  McAfee  products. 

►  Problem  type  definition 
is  easy. 

►  Bundles  Crystal  Reports. 


Support  Express  2.6 

Opis  Corp. 

1101  Walnut  St.  Suite  350 
Des  Moines,  Iowa  50309 
Phone:  (800)  395-0209; 
(515)  284-0209 
Fax:  (515)  284-5147 


Tickets  stored  cenUally;  can 

be  sorted.  Distributed 

notification  options. 

FoxPro 

►  Learning-based  ticketing 
aids  help  desk  staff. 

►  Weighting  and  experience 
factors  complicate 
definition  of  users  and 
problem  types. 

►  Provides  automatic  ticket 
review  on  startup,  but  with 
cumbersome  interface. 

►  Offers  weak  internal 
reporting,  but  includes 
FoxPro  report  writer  for 
custom  reporting. 

►  Excellent  broad-based 
integration  support. 


Pricing 


Single  user  $995 

4-user  license  $2,985 

20-user  license  $9,950 


Single  user  $999 
5-user  license  $3,999 


Single  user  $2,995 

5-user  license  $6,995 

Site  license  $40,000 


or  organizational  unit.  Each 
scheme  has  its  strengths  and 
weaknesses. 

This  is  a  decision  you  need  to 
make  independently  of  the  prod¬ 
uct  you  choose,  but  some  systems 
present  a  greater  level  of  adapt¬ 
ability  than  others. 

LANDesk  Response  uses  a 
hierarchy  of  folders  for  trouble 
tickets.  With  no  sample  data,  you 
are  left  to  decide  folder  structure 
and  create  the  required  folders. 


Possible  schemes  might  have 
problems  segregated  by  applica¬ 
tion,  workgroup  or  support 
team.  Unlike  the  others,  Intel 
logically  stores  tickets  in  separate 
folders,  which  can  make  for 
some  hide-and-seek  confusion 
when  trying  to  find  specific  tick¬ 
ets,  especially  if  they  are  misfiled. 

LAN  Support  Center  places 
all  the  tickets  in  a  common  pool, 
making  it  easy  to  see  everything 
in  a  single  view.  This  may  be 


more  effective  for  managers,  but 
the  actual  support  staff,  particu¬ 
larly  specialists,  may  prefer 
LANDesk  Response’s  more  seg¬ 
regated  arrangement.  LAN  Sup¬ 
port  Center  made  it  easy  to  find 
tickets  based  on  assignments, 
however,  so  if  tickets  are  properly 
assigned,  help  desk  staff  should 
have  few  problems  identifying 
their  assigned  tasks. 

Support  Express  goes  furthest 
Continued  on  page  48 
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Continued  from  page  47 
in  this  regard.  With  the  optional 
ExpressLink  add-ons,  it  sup¬ 
ports  electronic  mail  notifica¬ 
tion  when  new  problems  arise. 
When  help  desk  staffers  log  on  to 
Support  Express,  they  sees  a  list 
of  assigned  actions  for  immedi¬ 
ate  attention  without  having  to 
enter  and  query  the  database. 


Internally,  however,  all  the 

actions  in  the  database  are  pre¬ 
sented  in  a  single  list,  subject  to 
sort  or  filter. 

Administration 

With  all  the  packages,  an 
administrator  must  perform 

some  level  of  setup  to  define 

users,  problem  types 
and  so  forth.  Each  of 
the  three  systems 
maintains  its  own  file 
of  users  and 
accounts.  That 
means  an  initial  step 
of  entering  data 
about  the  users 
whose  problems  are 
to  be  tracked  as  well 
as  defining  the  prob¬ 
lem  types  and  other 
data.  This  is  a  huge  administra¬ 
tive  burden. 

Intel  has  an  undocumented 
and  unadvertised  utility  that  will 
extract  the  users  from  the  Net¬ 
Ware  bindery  into  LANDesk 

Response,  but  it  won’t  read  from 
the  existing  LANDesk  Manage¬ 
ment  Suite  database,  which  will 
draw  from  either  the  bindery 
or  NDS.  The  file,  BINDRY.EXE, 
is  available  at  http://www. 
intel.com/comm-net/support/ 
selfhelp/Oldp.html,  or  in  Com¬ 
puServe’s  Intel  forum  in  Library 
4.  The  others  require  adminis¬ 
trators  to  import  the  user  data¬ 


base  from  another  source,  if 
available,  using  standard  data¬ 
base  tools;  there’s  no  bindery  or 
NDS  integration. 

LANDesk  Response’s  docu¬ 
mentation  states  that  administra¬ 
tors  must  create  a  person 
document  for  each  user  who  will 
report,  enter  or  respond  to  prob¬ 
lems.  This  is  incorrect,  however. 


You  actually  have  to  create  a  per¬ 
son  record  for  each  user  for 
which  you  will  track  problems  — 
a  much  more  odious  task.  Defin¬ 
ing  problem  types  is  not  compli¬ 
cated,  but  administrators  need 
to  be  sure  they’re  in  the  right 
folder  or  else  they  can’t  assign 
tickets  properly  since  the  assign¬ 
ments  are  made  by 
folder,  not  specifi¬ 
cally  by  problem 
type. 

Defining  users 
and  problem  types  in 
LAN  Support  Center 
took  the  least  time  to 
complete  of  the 
products  we  looked 
at,  thanks  to  LAN 
Support  Center’s  flat 
problem  type  struc¬ 
ture.  LANDesk  Response  and 
Support  Express  use  a  hierarchi¬ 
cal  structure. 

Setting  up  users  in  Support 
Express  was  simple.  However, 
Support  Express  has  the  most 
complicated  problem  type  defi¬ 
nitions,  mainly  because  of  the 
unique  weight  and  experience 
factors,  which  help  to  define  the 
relative  priority  of  the  call  and 
the  user’s  experience  level  in  this 
area. 

More  difficult,  and  less  clear 
as  to  purpose,  is  Support 
Express’s  product  list,  which  lists 
the  hardware  and  software 


installed  on  each  user’s  PC.  The 
list  is  manually  chosen  from  a 
defined  list  and  added  to  the 
user  record.  In  our  evaluation, 
this  single  step  was  the  most  time- 
consuming,  and  the  benefits 
were  never  clear,  especially  since 
the  information  could  be  out-of- 
date  following  an  unrecorded 
hardware  or  software  upgrade.  If 
this  information  was  automati¬ 
cally  inserted  by  an  inventory  sys¬ 
tem,  its  inclusion  would  be 
worthwhile,  but  we  found  it  too 
cumbersome. 

Ticketing 

With  users,  products  and 
folders  set  up,  you  can  get  right 
into  the  key  components  of  each 
product  —  the  trouble  tickets 
themselves. 

In  LANDesk  Response,  tick¬ 
ets  are  assigned  based  on  the 
folder  in  which  they  are  created 
(see  Figure  1 ) .  In  most  cases,  you 
are  limited  to  the  predefined  val¬ 
ues  for  each  folder.  LANDesk 
Response  was  also  unique  in  not 
allowing  the  creation  of  a  closed 
ticket;  you  must  create  a  new 
ticket  and  then  create  a  separate 
response  action  to  close  it.  While 
this  presents  the  clearest  method 
of  the  three  products  for  track¬ 
ing  multiple  responses  to  a  single 
problem,  it  also  limits  the  ability 
of  phone  support  staff  to  quickly 
record  problems  for  which  they 
had  an  immediate  solution. 

With  LAN  Support  Center, 
you  cannot  create  new  problem 
types  on  the  fly.  Even  if  you  have 
the  rights,  you  must  discard  a 
trouble  ticket  and  perform  the 
administrative  function  sepa¬ 
rately  with  a  different  menu, 
then  start  the  ticket  over  with  the 
new  data. 

However,  with  most  other 
fields  —  such  as  the  user  field  — 
you  can  add  new  entries  as  you  go 
(see  Figure  2,  page  50) . 

Support  Express  had  the  most 
complicated  ticketing  process, 
in  part  because  it  serves  up  the 
greatest  number  of  entry  fields 
on  the  trouble  ticket  (see  Figure 
3,  page  50).  Creating  trouble 
tickets  is  easier  if  administrators 
have  already  defined  users  and 
problem  types  since  doing  this 
on  the  fly  adds  a  great  deal 
of  complexity  to  the  ticketing 
process. 

Support  Express  was  also 
unique  among  the  products 
we  reviewed  in  automatically 
searching  prior  trouble  tickets 
within  the  same  problem  cate¬ 
gory  and  type  for  a  match  based 
on  keyword  identification.  As 
your  database  grows,  this  feature 
presents  possible  solutions  to 
new  problems.  But  this  requires 
a  high  level  of  discipline  to  enter 
and  categorize  all  tickets  the 
same  way. 


Ticket  management 

Since  LANDesk  Response 
users  cannot  create  a  closed 
ticket  in  a  single  action,  the 
review  process  is  more  critical  in 
LANDesk  Response  than  in 
other  products,  to  prevent 
closed  calls  from  staying  open 
unintentionally.  On  the  positive 
side,  this  ensures  a  complete 
review  of  all  tickets;  on  the  nega¬ 
tive  side,  it  requires  it. 

In  LAN  Support  Center,  tick¬ 
ets  can  be  assigned  or  left  unas¬ 
signed.  That  leaves  room  for  a 
management  role  in  quality 
assurance  in  terms  of  verifying 
that  work  is  progressing  and  in 
making  assignments  of  unas¬ 
signed  tickets.  Tickets  are  dis¬ 
played  in  a  clear  and 
easy-to-understand  list,  and 
checking  progress  or  making 
assignments  is  simple. 

Support  Express  makes  man¬ 
aging  tickets  easier.  When  start¬ 
ing  the  program,  even  before 
getting  to  the  ticketing  module, 
you  are  presented  with  a  list  of 
open  jobs  for  review.  This  novel 
approach  to  progress  tracking 
makes  the  review  process  a  prior¬ 
ity  but  is  effective  in  only  present¬ 
ing  those  jobs  that  actually 
require  a  review. 

This  helps  users  who  both 
enter  and  review  tickets,  as  well 
as  makes  the  manager’sjob  more 
straightforward.  However,  this  is 
also  an  area  where  the  product’s 
FoxPro  heritage  haunts  users. 
The  user  interface  for  this  mod¬ 
ule  is  function  key-based,  with 
key  definitions  printed  in  a  leg¬ 
end  across  the  bottom  of  the  win¬ 
dow.  This  shade  of  DOS 
applications  may  scare  users  who 
are  committed  to  a  Windows 
environment. 


We  tested  each  of  the  three  prod¬ 
ucts  in  a  variety  of  environments, 

including  Windows  3.1  and  Windows 
95,  NetWare 3.11,  and  NetWare 4.1 
clients  and  servers.  None  offered 
integration  with  NetWare,  rendering 
the  issue  of  bindery  vs.  NetWare 
Directory  Services  moot. 

We  created  a  variety  of  user  types, 
problem  types  and  trouble  tickets  to 
evaluate  the  way  thatthe  products 
would  sort,  filter  and  manage  the 
data.  We  rated  the  built-in  reports  on 
theirvalueand  benefit  to  support 
staff  and  management.  We  also 
weighed  the  custom  report  features 
ontheirpower,  programmability  and 
ability  to  perform  complicated  cus¬ 
tom  report  functions. 


Win95:  Red  flag 

Our  testing  under  Win¬ 
dows  95  yielded  mixed 
results.  All  three  prod¬ 
ucts  installed  under 
Windows  95,  but  operability 
varied.  Intel  Corp.  specifically 
states  that  LANDesk 
Response  does  not  support 
Windows  95,  butwe  were  able 
to  run  it,  although  it  looked 
ugly  and  behaved  a  bit  oddly. 
Intel  could  not  specify  when  it 
would  offe  r  Windows  95  com¬ 
patibility.  Support  Express 
showed  only  a  few  minor  cos¬ 
metic  flaws  related  to  the 
interface  changes.  LAN  Sup¬ 
port  Center’s  Btrieve  require¬ 
ments  were  impossible  for  us 
to  meet  in  the  new  environ¬ 
ment  but  have  worked  for 
other  users. 

Early  adopters  ofWindows 
95  should  talk  to  vendors 
about  compatibility  issues 
prior  to  purchasing  any 
product. 

Databases 

All  three  products  store  ticket 
and  other  information  in  stan¬ 
dardized  databases.  While  only 
LAN  Support  Center  ships  with  a 
third-party  reporting  tool  —  an 
evaluation  copy  of  Crystal  Ser¬ 
vices,  Inc.’s  Crystal  Reports  — 
the  other  applications  also  give 
users  the  option  to  customize 
reports. 

LANDesk  Response  is  a  Para¬ 
dox  Engine  application  and  may 
require  care  in  configuring  at 
sites  already  running  Paradox  or 
other  Paradox  Engine  applica¬ 
tions.  The  installation  program 
was  smart  enough  to  notice  the 
actual  location  of  the  necessary 
configuration  files  on  our  sys¬ 
tem,  even  when  this  information 
was  missing  or  incorrect  in  our 
WIN. INI  file. 

LAN  Support  Center  uses 
Btrieve  as  its  database  engine. 
While  this  is  more  complicated 
in  that  it  deals  with  server-based 
NetWare  Loadable  Modules 
(NLM),  it  is  still  relatively  open, 
and  third-party  report  writer 
tools  tend  to  be  of  excellent  qual¬ 
ity.  McAfee  bundles  Crystal 
Reports  with  LAN  Support  Cen¬ 
ter;  the  combination  should  be 
adequate  for  all  but  the  most 
demanding  and  esoteric  report¬ 
ing  needs. 

Support  Express  data  is  in 
Microsoft  FoxPro  format.  It  is 
the  only  product  we  looked  at 
through  which  users  can  gain 
access  to  the  original  develop¬ 
ment  environment  and  docu¬ 
mentation  because  the  FoxPro 
run-time  module,  which  used  to 
Continued  on  page  50 
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Figure  1:  LANDesk  Response ’s  trouble-ticket  interface  is  simple  and  clear,  but  it  doesn ’t 
allow  help  desk  staff  to  enter  a  closed  ticket. 


With  users,  products 
and  folders  set  up, 
you  can  get  right 
into  the  key  compo¬ 
nents  of  each  prod¬ 
uct —  the  trouble 
tickets  themselves. 
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Unisys  Network  Enable. 


The  one  source  for  the  many  resources 

your  network  requires. 
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Building  a  multivendor  network  is  not  for 
the  impatient,  the  easily  depressed  or  the 
faint  of  heart.  Just  ask  anyone  who’s  tried  to 
find,  choose  and  manage  dozens  of  vendors 


Unisys  Network  Enable  is  an  easier,  more 

I  efficient  way  to  solve  the  problem. 

With  worldwide  depth  and  expertise,  we 
specialize  in  designing,  installing  and  main¬ 
taining  network  solutions  in  multivendor 
environments. 

This  means  that  all  you  have  to  do  is  make 
one  call  and  we  can  bring  you  the  best  possible 
solutions,  no  matter  who  happens  to  make 
them.  And  that  includes  over  9,000  products 
from  over  130  vendors. 

Besides  providing  you  with  the  ad- 
vantages  of  a  single,  fully  accountable 
resource,  there  are  many  other  reasons  to 
call  Network  Enable. 

For  example,  there’s  our  impressive 
range  of  services.  These  include  the  creation 
and  support  of  LANs,  WANs  and  backbone  net¬ 
works.  Preinstallation  configuring  and  staging. 
And  Unisys  Desktop  Services,  our  premier 


enterprisewide  support  program. 

Now  that  you  know  Network  Enable  is  the 

UNISYS 


only  name  you  need  to  know,  there  are  two 
things  you  should  do:  Get  rid  of  all  those  other 
business  cards.  And  contact  us  today  on  the 
Internet  at  http://www.unisys.com/adv  or 
by  calling  1-800-874-8647,  ext.  134. 


H  E 


Information  Management 


Company 


Network  Enable  is  a  registered  service  mark  of  Unisys  Corporation. 


Review 


If!  N  E 

end  products 
from  22  other  vendors  and  a  link 

to  a  site  that  answers  frequently 

..  '  , 

asked  questions  about  building  a 
help  desk  are  on  Network  World 
Fusion.  Point  your  Web  browser  at 

. 

http://www.nwfusion.com.  After 
you  log  in;  select  NetRef.  Select 


Review  and  Buyer’s  Guides  to 

' 

access  the  chart. 
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be  called  the  distribution  kit,  is 
bundled  with  the  product. 

One  note  on  the  initial  con¬ 
tents  of  the  databases.  LAN  Sup¬ 
port  Center  and  Support 
Express  both  ship  with  several 
sample  tickets,  problem  types 
and  users  already  entered  in 
each  data  type. 

We  found  this  aided  immea¬ 
surably  in  the  configuration  of 
each  product  by  providing  real- 
world  examples  of  many  fields’ 
intended  use  and  showing  how 
elements  work  together.  LAN- 
Desk  Response  provides  no  sam¬ 
ple  data. 


LANDesk  Response,  doing  so  is 
both  poorly  documented  and 
limited  in  scope. 

Additionally,  the  storage 
methods  for  custom  reports  may 
cause  concern  to  many  network 
administrators  or  help  desk 
managers. 

By  default,  LANDesk  Re¬ 
sponse  places  its  user  directory 
on  a  local  drive,  and  by  default, 
all  custom  reports  are  personal 
rather  than  public.  This  means 
that  users  who  employ  multiple 
desktop  PCs  may  create  multiple 
versions  of  a  similar  report,  and 
there  is  no  central  management 
of  these  distributed  report 
definitions. 

In  addition,  important  files 
may  not  be  accessible  from  a  sec¬ 
ond  PC. 

LAN  Support  Center  takes  an 
extremely  effective  approach, 
providing  an  adequate  number 
of  built-in  detailed  reports,  and 
providing  Crystal  Reports  for 
rapid  and  easy  access  to  custom 
reports. 

Support  Express  provides 
adequate  built-in  reports,  and  its 
custom  report  features  fill  any 
gaps.  Rather  than  bundle  a  third- 
party  utility  or  create  its  own  cus¬ 
tom  reporting  module,  Opis 
simply  uses  the  Microsoft  FoxPro 
reporting  module  and  provides 


Figure  2:  LAN  Support  Center  places  all  trouble  tickets  in  a  single  searchable  folder. 
Ticket  details  include  dates  opened  and  closed. 


Reporting 

Since  all  three  products  are 
based  on  standard  database  plat¬ 
forms,  users  can  either  view  the 
built-in  reports,  charts  and 
graphs,  import  data  into  another 
application  or  add  a  third-party 
tool  to  produce  the  exact  format 
they  want. 

Of  the  three  products  cov¬ 
ered,  LANDesk  Response  pro¬ 
vides  the  largest  number  of 
built-in  reporting  options.  That 
can  be  misleading,  however, 
since  these  are  also  the  simplest 
reports  of  the  products  reviewed 
and  may  not  be  adequate  for 
many  specialized  needs.  While 
I  you  can  create  custom  reports  in 


complete  documentation. 

While  the  documentation  is 
almost  entirely  presented  in  its 
generic  FoxPro  form,  any  user 
with  prior  experience  with  a 
database  report  generator 
should  have  no  problem  gener¬ 
ating  reports.  It’s  not  as  limiting 
as  LANDesk  Response  and  not  as 
slick  as  LAN  Support  Center  with 
Crystal  Reports,  but  it’s  just  as 
powerful. 

Integration 

Help  desk  tools  need  to  work 
together  as  a  cohesive  whole. 
Modules  such  as  inventory  and 
remote  control  are  critical  in  the 
ticketing  and  troubleshooting 


Figure  3:  Support  Express ’s  ticket  entry  form  packs  more  information  on  the  screen  than 
the  other  products,  but  we  found  it  more  confusing. 


process.  In  a  Windows  environ¬ 
ment,  these  do  not  need  to  be  as 
integrated  as  in  a  DOS  environ¬ 
ment,  but  providing  a  mecha¬ 
nism  for  integrating  the  features 
of  other  applications  is  essential. 

Intel  claims  LANDesk  Re¬ 
sponse  is  integrating  with  the 
LANDesk  Management  Suite 
(LDMS),  which  provides  inven¬ 
tory  collection  and  remote  con¬ 
trol,  among  many  other 
functions.  However,  the  integra¬ 
tion  appears  to  be  limited  to 
allowing  you  to  launch  LANDesk 
Response  from  LDMS;  LANDesk 
Response  gains  no  access  to 
LDMS  functions. 

That  means  there  is  no  direct 
access  to  inventory  information, 
and  this  is  problematic.  To  get 
this  level  of  integration,  users 
mustwrite  a  custom  program  in  a 
Btrieve-compatible  query  tool  to 
extract  the  data  from  the  LDMS 
Btrieve  inventory  database  and 
insert  it  in  the  LANDesk 
Response  Paradox  file.  Cross- 
product  extract  and  import 
operations  can  be  complicated, 
and  Intel  does  little  to  facilitate 
them  here. 

There  is  also  no 
way  to  connect  a 
LANDesk  Response 
trouble  ticket  to  an 
LDMS  software  dis¬ 
tribution  package, 
so  administrators 
cannot  implement 
event-based  distri¬ 
bution  with  LAN¬ 
Desk  Response. 

LAN  Support 
Center  integrates 
well  with  other  Mc¬ 
Afee  products,  espe¬ 
cially  LAN  Inven¬ 
tory  and  NetRe- 
mote.  For  example,  in  an  instal¬ 
lation  that  includes  both  LAN 
Support  Center  and  LAN  Inven¬ 
tory,  the  two  products  share  a 
common  database. 

This  saves  a  lot  of  administra¬ 
tion  workload,  because  informa¬ 
tion  is  automatically  collected 
from  users  and  workstations,  and 
added  to  a  new  trouble  ticket  on 
creation.  McAfee  also  provides 
the  handy  ability  to  launch  its 
other  applications,  including 
BrightWorks  management  and 
SiteMeter  license/metering 
products,  directly  from  the  LAN 
Support  Center  toolbar. 

Opis  offers  the  broadest  sup¬ 
port  for  integrating  third-party 
products,  including  Horizons 
Technology,  Inc.’s  LANauditor 
and  Tally  Systems  Corp.’s  Net- 
Census,  among  others.  Com¬ 
plete  E-mail  integration  and  a 
remote  control  link  are  also 
available.  Support  Express  can 
connect  to  outside  programs 
using  a  facility  called  Express- 
Link.  Most  interesting  is  the 


available  integration  with  Saber 
Software  Corp.’s  Saber  LAN 
Workstation,  from  which  Sup¬ 
port  Express  can  read  the  user 
information  into  its  product 
sheets. 

Installation 

Installation  of  LANDesk  Re¬ 
sponse  was  maddening.  On  the 
larger  of  our  two  test  LANs, 
installation  halted 
repeatedly  when  the 
program  could  not 
copy  a  file  to  the  loca¬ 
tion  it  wanted. 

The  problem 
arose  from  two  dis¬ 
turbing  causes:  The 
installation  program 
failed  to  detect  a  net¬ 
work  installation  of 
Windows  and  insist¬ 
ed  on  trying  to  copy 
files  to  the  \WIN- 
D  O  W  SNSYSTEM  di¬ 
rectory,  and  it 
repeatedly  tried  and 
failed  to  either  overwrite  or  skip 
an  existing  file.  If  this  had  been  a 
purely  local  installation,  we 
might  not  have  seen  these  errors, 
but  for  network  software  to  fail  to 
properly  support  a  network  Win¬ 
dows  installation  raises  serious 
concerns. 

Installation  of  LAN  Support 
Center  was  more  straightfor¬ 
ward.  The  install  process  offered 
control  over  the  location  of  the 
installation,  asked  before  modi¬ 
fying  any  files  and  allowed  con¬ 
flicting  files  to  be  skipped  rather 
than  terminating  the  installation 
process. 

The  program  requires  Btrieve 
Version  6.10c  or  above.  The  soft¬ 
ware  comes  preconfigured  to 
work  with  the  NetWare  server- 
based  Btrieve  NLM  and  Btrieve 
Requester  but  can  be  reconfig¬ 
ured  easily  to  work  with  the  work- 
station-based  Btrieve  utility,  as 
well. 

Installation  of  Support  Ex¬ 
press  was  painless.  No  software 
updates  were  required,  and  all 


optional  configuration  changes 
were  clearly  explained. 

Conclusions 

Intel’s  LANDesk  Response  is 
a  relatively  simple,  limited  help 
desk  package.  With  very  weak 
integration  with  other  products, 
even  Intel’s  own  LANDesk  Man¬ 
agement  Suite,  it  is  best  suited 
for  a  small  or  specialized  help 
desk,  or  one  with  limited  needs 
that  requires  a  thorough  man¬ 
agement  review. 

McAfee’s  LAN  Support  Cen¬ 
ter  can  handle  a  much  broader 
range  of  organizational  help 
desks  and  provides  the  easiest 
access  to  complicated  reporting 
features. 

Opis’  Support  Express  pro¬ 
vides  the  unique  learning-based 
feature  of  searching  prior  trou¬ 
ble  tickets  within  the  same  prob¬ 
lem  category  that  help  it  really 
shine  in  a  larger  or  decentralized 
organization. 

It  offers  the  greatest  flexibility 
in  integrating  with  other  prod¬ 
ucts  and  sports  a  capable  report 
generator.  Smaller  organiza¬ 
tions  may  find  some  aspects  of 
Support  Express  overwhelming, 
however,  larger  organizations 
should  find  the  unique  features 
compelling.  ■ 

The 

alliance  is  a 
cooperative 
of  users,  con¬ 
sultants,  educators  and  inte¬ 
grators  that  applies  its  technical 
and  business  skills  to  analyze 
and  compare  strategic  network 
products.  A  list  of  alliance 
partners  can  be  found  on 
page  45. 

Rorabaugh  is  a  Novell  Certified 
NetWare  Engineer  and  a  Microsoft 
Certified  Professional.  His  book, 
Windows  Connectivity  Secrets 
(coauthored  by  Runnoe  Connally 
and  Shel  Hall),  is  published  by  IDG 
Books.  He  can  be  reached  via  E-mail 
on  CompuServe  at  76376,3423. 


MARKET 

SHARING 

McAfee  recently 
acquired  Saber, 
which  currently 
leaves  McAfee  with 
marketing  rights  to 
both  Support 
Express  and  its  own 
LAN  Support  Center. 
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When  only  one  thing  stands  between  your  router  and  the  whole 
wide  world . . .  make  it  a  ROUTER/nafe.  Unlike  traditional  CSU/DSUs  or 
terminal  adapters,  ROUTERmates  are  specifically  designed  for  today’s 
high  performance  routers. 

Why  ROUTER/nate?  Because  only  ROUTER/nate  delivers  all  the 
features  and  functionality  you  need  for  Total  Router/WAN  Synergy.  With 
ROUTERmafefe  Open  Management,  you  have  the  same  management 
control  over  your  WAN  interface,  as  you  currently  have  over  your  router. 
Every  ROUTER/nate  comes  with  SNMP  and  Telnet  management  built-in, 
so  there’s  no  add-ons,  loose-ends,  or  missing  links. 

So  no  matter  whose  router  you  choose,  or  which  route  you  take 
(56K,  ISDN  or  T-l)  there’s  a  ROUTERmafe  custom-made  for  the  job. 
Each  with  a  common  design,  remarkably  small  footprint . . .  and  an 
incredibly  low  price.  All  with  ROUTERmate  Plug-n-Go  operation  that 
makes  your  ROUTERmate  a  pleasure  to  install,  and  a  breeze  to  use. 

Why  let  anything  less  stand  between  your  router 
and  the  rest  of  the  world? 

Discover  the  secret  to  managing  a 
successful  router/WAN  relationship. 

For  our  free  brochure  and  the  number 
of  your  Authorized  ROUTER/nate  reseller, 
just  call  1-800-FOR-CRAY.  Or  contact  us 
on  the  Internet:  info@craycom.com 


Cray 
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Circle  Reader  Service  #  28 


■  With  a  Magellan  Passport  network,  pocket  change  is  about  all  it  takes, 
because  it  practically  pays  for  itself  in  lower  network  costs.  ■  Passport  dynamically 


Where  will  you  find  the 
money  for  a  new  ATM 


network? 


Iry  your  pocket. 


allocates  bandwidth  to  voice,  data  and  video  traffic,  so  it  is  significantly  more  cost-efficient 
than  Ti  multiplexers, while  improving  network  performance.  And  it  makes  your  network 
ATM  ready.  ■  So  how  can  you  afford  not  to  get  a  Passport  network?  ■  Together,  we  can 
realize  your  vision.  For  ATM  networks  and  a  free  payback  analysis  kit,  reach  Northern  Telecom 
at  1-800-4  NORTEL  (dept  1602)  or  on  the  Internet  at  http://www.nortel.com.  ■ 


N&RTEL 

A  World  of  Networks 


Enterprise  Networks  ■  Wireless  Networks  ■  Broadband  Networks 
Switching  Networks  ■  Network  Applications 
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Part  Four 


o  visualize  an  ATM  network  manage¬ 
ment  screen,  think  of  an  Irwin  Allen  disaster  movie, 
with  lots  of  flashing  lights  and  a  guy  with  a  very  wor¬ 
ried  look  saying,  ‘  ‘That  can ’ t  be  righ t. ’  ’ 

It’s  not  that  Asynchronous  Transfer  Mode  is 
flawed,  it’s  just  that  when  something  goes  wrong,  it 
can  go  wrong  in  a  big  way.  The  failure  of  a  single 
physical  line  can  trigger  hundreds  of 
alarms  as  performance  thresholds  are 
exceeded  for  each  virtual  circuit  the  line 


fic  flow  by  constantly  monitoring  and  adjusting  the 
buffering  space  in  each  network  switch.  Others  pro¬ 
vide  statistics  on  the  average  and  peak  utilization  for 
network  planning  through  network  modeling  and 
optimizing  software  modules. 

Service  providers  need  flexibility  to  define  con¬ 
nection  profiles  based  on  the  service  offering,  scala- 


Carriers 


|  have  the  tools  to  offer 
ATM  management  services,  but  most  are  in 
no  hurry  to  roll  them  out  to  customers. 


By  Beth  Gage 


supports.  Every  second  counts,  and  sort¬ 
ing  through  the  alarm  muck  can  be  a 
slow  process. 

But  network  management  means 
more  than  just  filtering  and  sorting 
alarms.  It  also  includes  configuring  con¬ 
nections,  tracking  performance, 
accounting  for  usage  and  managing 
faults  —  all  in  a  secured  manner.  If  you 
have  an  enterprise  ATM  network  to  man¬ 
age,  you  need  a  system  that  is  easy  to  use 
and  can  be  integrated  into  your  existing 
network  management  platform. 

ATM  switch  manufacturers  under¬ 
stand  all  that  and,  for  the  most  part,  are 
delivering  products  with  sophisticated 
management  capabilities.  The  problem 
is  that  ATM  service  providers  aren’t  yet 
implementing  them  in  a  way  that  fully 
exploits  those  capabilities.  At  best,  they 
leave  you  with  only  a  subset  of  what  is 
possible  and  of  what  you  need.  At  worst, 
customers  have  no  network  manage- 
mentopdons. 

The  service  side 

ATM  service  providers  are  installing 
platforms  that  can  scale  up  to  40G  bit/ 
sec  and  beyond.  As  the  customer  base  for 
ATM  services  grows,  providers  will  have 
their  hands  full  managing  these  nets. 

Sophisticated  net  management  tools 
are  much  more  critical  to  the  provider, 
since  the  provider  of  the  public  ATM  ser¬ 
vice  has  responsibility  for  the  quality  and 
availability  of  the  end  user’s  network. 

Each  connection  in  the  net  must  be 
remotely  manageable  on  an  end-to-end 
basis  from  both  a  physical  and  logical 
standpoint.  This  includes  setting  and  tracking  the 
Qualities  of  Service  parameters,  collecting  billing 
statistics,  tracing  a  connection  through  the  network, 
tracking  and  viewing  performance,  and  receiving 
real-time  alarms.  The  alarms  need  to  be  intelligently 
filtered  and  sorted  so  critical  alarms  are  immedi¬ 
ately  identified  and  quickly  resolved. 

ATM  network  managers,  whether  service  provid¬ 
ers  or  end  users,  also  need  to  be  able  to  optimize  the 
network.  Fine-tuning  an  ATM  network  is  becoming 
easier  with  new  tools  that  extend  beyond  simple  net¬ 
work  performance  statistics  and  alarm  tracking. 

Optimizing  entails  more  than  adding  customer 
ports  and  bandwidth  once  switches  are  exhausted. 
Some  network  management  systems  optimize  traf¬ 


bility  to  support  a  very  large  number  of  connections 
and  end  points,  and  a  solution  for  providing  end 
customers  with  a  secure  on-line  view  of  their  net¬ 
works.  Eventually,  users  of  public  ATM  services  will 
have  a  subset  of  the  management  tools  available 
from  the  service  providers,  as  we  have  seen  in  the 
voice  services  camp. 

A  year  ago,  net  management  systems  were  as 
inadequate  as  the  first-generation  platforms  they 
were  managing.  Today,  it  is  a  different  story. 

What  it  takes 

For  ATM  management,  most  equipment  vendors 
support  the  same  basic  features  service  providers 
are  looking  for,  such  as  automatic  rerouting  around 


network  trunk  failures,  point-and-click  configura¬ 
tion  and  fault  management  capabilities.  Nine  out  of 
10  vendors  will  go  so  far  as  to  describe  their  system  as 
being  flexible,  graphical  and  easy-to-use. 

The  real  differences  lie  in  the  approach  that  each 
vendor  takes  in  building  its  net  management  plat¬ 
form  —  standards-based  vs.  proprietary,  distributed 
applications  vs.  centralized  manage- 
mentandsoon. 

Consider  the  issue  of  customer  net¬ 
work  management.  Some  equipment 
vendors  work  under  the  assumption  that 
ATM  service  providers  will  need  to  give 
end  users  a  great  deal  of  network  visibil¬ 
ity  and  control.  Consequently,  they  offer 
capabilities  to  partition  the  main  net¬ 
work  management  platform. 

Others  take  the  stance  that  end-user 
network  management  will  be  controlled 
by  service  providers  offering  their  own 
customer  network  management  systems, 
and  only  a  Simple  Network  Management 
Protocol  interface  will  be  delivered  to 
the  customer.  Still  others  provide  both 
options. 

The  baseline  of  network  manage¬ 
ment  system  functionality  includes  flexi¬ 
ble  handling  of  alarms,  which  requires 
filtering  and  sorting  based  on  any 
parameter —  such  as  alarm  type,  severity, 
geographical  location  and  customer. 

Graphical  interfaces  are  a  must,  with 
point-and-click  end-to-end  provisioning 
of  connections  a  major  requirement  for 
easy  configuration  management.  The 
system  should  be  able  to  integrate  with  a 
standard  network  management  plat¬ 
form,  such  as  Hewlett-Packard  Co.’s 
OpenView.  The  vendor  also  must  have  a 
plan  for  letting  end  customers  manage 
their  portion  of  the  carrier’s  net. 

Advanced  net  management  systems 
include  modules  or  options  for  network 
modeling  and  optimization,  the  ability 
to  feed  statistics  into  a  billing  system, 
automatic  discovery  of  managed  ele¬ 
ments,  alarm  correlation  and  the  recom¬ 
mendation  of  actions,  as  well  as  the 
ability  to  manage  SNMP  elements, 
regardless  of  the  vendor. 

Who’s  got  what 

Here’s  a  roundup  of  how  the  equipmentvendors 
are  addressing  network  management  for  their  ATM 
platforms. 

Newbridge  Networks,  Inc.  has  been  a  leader  in 
this  area  for  many  years.  An  advantage  of  its  Main- 
Street  46020  is  that  it  can  handle  all  Newbridge’s 
products,  as  well  as  any  non-Newbridge  SNMP  ele¬ 
ments.  In  addition  to  fault,  configuration  and  per¬ 
formance  management,  MainStreet  46020  has 
components  that  allow  service  providers  to  simulate 
modifications  to  the  network  for  optimization  and 
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failure  analysis.  It  also  automati¬ 
cally  discovers  new  elements  in 
the  net  and  adds  information  to 
the  net  configuration  map. 

The  46020  allows  service  pro¬ 
viders  to  partition  the  service 
cloud  so  customers  can  view  or 
modify  their  portion  of  the  net¬ 
work.  The  manage¬ 
ment  system  then 
lets  the  provider  des¬ 
ignate  different  tool 
sets  for  different  sys¬ 
tems  users;  this 
allows  the  end  cus¬ 
tomer  to  authorize 
the  use  of  one  tool 
kit  for  a  net  adminis¬ 
trator,  another  for 
an  operations  man¬ 
ager  and  a  third  for  a 
network  planner. 

General  DataComm,  Inc. 
(GDC)  has  developed  an  object- 
oriented,  hierarchical  Unix- 
based  network  management 
system  called  APEX-NMS3000. 
The  system  is  extremely  flexible 
and  completely  customizable, 
enabling  service  providers  to 
define  net  elements  and  their 
attributes  from  the  ground  up  to 
meet  their  specific  needs.  No  two 
systems  are  ever  alike.  But  this 
flexibility  comes  at  a  price,  since 
setting  up  the  system  takes  a  lot 
of  forethought  and  requires  that 
IS  staff  be  well  versed  in  object- 
oriented  programming. 

Carriers  using  the  NMS3000 
can  define  user  partitions  and  set 
privileges  so  that  customers  can 
view  their  portion  of  the  net.  The 
system  will  automatically  dis¬ 
cover  and  map  any  IP  devices  or 
GDC  equipment.  It  will  also  han¬ 
dle  any  SNMP  element  in  the  net 
once  the  service  provider  defines 
a  template  for  that  element. 

StrataCom,  Inc.’s  StrataView 
Plus  can  be  integrated  with  HP’s 
OpenView  and  IBM’s  NetView 
for  AIX  management  systems  or 
with  a  carrier’s  network  opera¬ 
tion  system.  StrataCom  has  cho¬ 
sen  not  to  go  the  partitioning 
route,  although  it  does  have  a 
standard  SNMP  interface  avail¬ 


able  to  connect  to  other  network 
management  platforms.  Like  its 
competitors,  it  will  also  automati¬ 
cally  discover  and  inventory  net 
elements. 

In  May,  StrataCom  expanded 
its  net  management  strategy  with 
the  announcement  of  Strata- 
Sphere,  a  suite  of  modules  that 
includes  billing, 
connection  man¬ 
agement,  modeling 
and  optimization 
tools  that  work  with 
StrataView  Plus. 

The  Strata- 
Sphere  BILLder 
module  provides 
carriers  with  usage 
statistics  down  to  a 
virtual  connection 
level  in  a  standard 
billing  format.  It 
can  collect  as  many  as  one  mil¬ 
lion  statistics  per  hour  for  bill¬ 
ing,  performance  measure¬ 
ments,  and  capacity  planning 
and  analysis. 

Connection  Manager  pro¬ 
vides  end-to-end  automatic  pro¬ 
visioning  and  con¬ 
nection  manage¬ 
ment.  Modeler  and 
Optimizer  take  ex¬ 
isting  network  con¬ 
figuration  informa¬ 
tion  and  model  the 
network.  Optimizer 
will  perform  failure 
analysis  and  show 
the  effects  of  future 
growth  on  the  net. 

StrataSphere 
also  handles  cus¬ 
tomer  network  man¬ 
agement  through  a 
service  agent  and 
a  statistics  agent, 
which  provide  cus¬ 
tomers  with  visibility 
of  their  portion  of 
the  public  net. 

AT&T  Network  Systems’ 
GlobeView-2000  Service  Man¬ 
agement  Module  (SMM)  is 
focused  on  providing  traditional 
management  functions  to  ser¬ 
vice  providers.  SMM  is  a  Unix- 
based  management  system  that 


supports  node  and  network 
management  functions  for  the 
GlobeView-2000  Broadband  Sys¬ 
tem.  It  provides  the  ability  to  par¬ 
tition  element  and  network 
management  functions  along 
functional  or  geographic  bound¬ 
aries  and  can  be  scaled  to  sup¬ 
port  large  multinode  networks. 

SMM  also  provides  an  SNMP 
agent  so  service  providers  can 
give  customers  a  view  of  their 
networks. 

Cascade  Communications 
Corp.  offers  a  graphically  ori¬ 
ented  SNMP-compliant  man¬ 
agement  platform,  dubbed 
CascadeView,  based  on  the  Unix 
version  of  OpenView.  With  the 
system,  customers  can  control 
Cascade  6000,  8000  and  9000 
multiservice  switches,  as  well  as 
Cascade  500  ATM  switches,  from 
a  single  Windows  network  map. 

A  new  version  of  Cascade- 
View,  due  out  this  month,  will 
include  an  expanded  architec¬ 
ture  and  new  software  modules. 

One  of  the  new  modules, 
dubbed  Health  Checker,  pro¬ 
vides  automated 
optimization  and 
modeling  functions, 
including  provi¬ 
sioning  of  perma¬ 
nent  virtual  cir¬ 
cuits  (PVC)  and 
switched  virtual  cir¬ 
cuits  (SVC).  An¬ 
other  supports  cus¬ 
tomer  net  manage¬ 
ment  (CNM)  and 
accounting  of  net 
usage  and  resources. 
This  enables  users  to 
not  only  access  their 
portion  of  the  net¬ 
work  to  view  the  sta¬ 
tus  of  ATM,  frame 
relay  or  SMDS,  but 
also  to  perform  cost 
allocation  and  re¬ 
source  planning. 

Northern  Telecom,  Inc.  will 
release  its  Magellan  Open  Man¬ 
agement  System  (OMS)  in  the 
first  quarter  of  1996.  OMS,  which 
is  a  standards-based  distributed 
management  system  for  the 


Magellan  product  line,  can 
extend  management  to  SNMP 
devices  in  the  network  as  well  as 
to  Fore  Systems,  Inc.  premise 
equipment.  OMS  has  modular 
management  applications  that 
can  incorporate  multiple  ser¬ 
vices —  such  as  ATM,  frame  relay 
and  LAN  emulation  —  and  can 
present  multiple  views  of  the  net¬ 
work  through  a  graphical  user 
interface  or  standard  command¬ 
line  interface. 

OMS  also  provides  automatic 
network  discovery  of  managed 
elements  and  alarm  correlation. 
The  system  will  provide  egress 
accounting  for  PVCs  and  SVCs, 
as  well  as  billing  information  in 
the  standard  Automatic  Message 
Accounting  (AMA)  format. 

Magellan  OMS  includes  a 
unique  form  of  on-line  help  that 
includes  both  graphical  and 
video  presentations.  You  can 
point  and  click  to  get  a  text- 
based  explanation,  and  a  help 
routine  with  video  and  audio  can 
be  run  for  further  clarification. 

The  public  persona 

One  advantage  of  using  a 
public  data  network  service  such 
as  ATM  is  that  the  service  pro¬ 
vider  is  responsible  for  network 
management  and  availability.  If 
you  are  a  public  ATM  service  cus¬ 
tomer,  you  do  not  need  the 
direct  network  control  that  you 
do  in  a  private  net  environment. 

However,  ATM  customers  do 
need  a  comprehensive,  graphi¬ 
cal  view  of  their  virtual  private 
network  as  a  subset  of  the  service 
provider’s  public  data  network. 
At  a  minimum,  this  should  pro¬ 
vide  the  ability  to  receive  real¬ 
time  alarm  and  near  real-time 
network  performance  informa¬ 
tion.  You  would  also 
probably  want  a  sys¬ 
tem  that  can  store 
historical  perfor¬ 
mance  information 
to  help  with  your  net¬ 
work  planning. 

As  service  provid¬ 
ers  enhance  network 
management  tools 
for  their  customers, 
additional  capabili¬ 
ties  should  be 
offered,  such  as 
dynamic  network 
reconfiguration  and 
an  on-line  summary 
of  monthly  billing 
information. 

But  that  is  not  what  you’re 
going  to  get  —  at  least  not  yet. 
Net  management  tools  for  cus¬ 
tomers  of  public  services  often 
leave  much  to  be  desired.  Op¬ 
tions  for  customer  management 
of  private  lines  and  voice  services 
have  been  maturing,  and  frame 
relay  service  management  op¬ 
tions  have  been  arriving  slowly. 


If  you  are  a  user  of  a  public 
ATM  service,  however,  your 
options  for  on-line  network  man¬ 
agement  capabilities  are  limited. 
In  fact,  AT&T  (which  uses  its 
GlobeView-2000  switches)  is  the 
only  service  provider  that  has  any 
options  available  today. 
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You  can  access  more  information 
about  this  story  on  Network  World 
Fusion,  including: 

►  Copies  of  the  first  three  articles 
in  this  series. 

►  Papers  on  ATM  management. 

►  General  overviews  of  ATM. 

To  access,  point  your  browser  at 
http://www.nwfusion.com.  After 
you  log  in,  select  NetRef,  then 
Technology  Resources,  then 
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AT&T’s  ATM  Customer  Net¬ 
work  Management  Service 
(CNMS)  offers  two  options  for 
customers.  Advanced  Reports 
are  hard-copy  reports  similar  to 
those  provided  to  frame  relay 
customers  that  detail  port  and 
circuit  utilization.  CNMS  SNMP 
provides  information  to  your 
network  management  platform 
through  an  SNMP  interface. 
Customers  can  get  real-time 
alarm  and  performance  infor¬ 
mation  for  their  connections. 

The  other  ma¬ 
jor  U.S.  service  pro¬ 
viders,  including 
MCI  Communica¬ 
tions  Corp.,  Sprint 
Corp.  and  LDDS 
WorldCom,  are 
planning  to  offer 
customer  network 
management  capa¬ 
bilities  to  ATM  ser¬ 
vice  users  in  1996. 
The  capabilities  of 
these  first-genera¬ 
tion  customer  man¬ 
agement  services 
will  be  limited 
to  viewing  network 
performance.  More  advanced 
functions  —  such  as  on-line 
order  entry  and  changing  net¬ 
work  configurations  in  real  time 
— will  not  be  integrated  any  time 
soon;  don’t  expect  it  before  the 
end  of  the  decade. 

Some  may  cry  foul  and  won¬ 
der  why  carriers  aren’t  providing 
more  advanced  management 
features  sooner,  when  it  seems  to 


Management  features  offered  by  switch  vendors 


Switch 

vendor 

Net  manage¬ 
ment  system 

Network 

modeling 

Network 

optimization 

Billing  statistics 
in  AMA  format 

Automatic 

discovery 

Customer  network 
management 

AT&T  Network 
Systems 

Service  Manage¬ 
ment  Module 

Yes 

No 

Planned 

No 

SNMP  interface 

Cascade 

CascadeView 

Yes 

Yes 

Yes 

Cascade 
devices  only 

SNMP  interface  or 
Customer  Network 
Management  module 

General 

DataComm 

APEX-NMS3000 

Yes 

Yes 

Planned 

Any  IP  device 

SNMP  interface  or 
partitioning 

Newbridge 

MainStreet  46020 

Yes 

Yes 

Yes 

Newbridge 
devices  only 

SNMPorCMIP  interface, 
or  partitioning 

Nortel 

Open  Manage¬ 
ment  System 

Yes 

Yes 

Yes 

Nortel  devices 
only 

SNMP,  CMIPorCORBA 
interface,  or  partitioning 

StrataCom 

StrataSphere 

Yes 

Yes 

Yes 

StrataCom 

Partitioning 

devices  only 


LDDS WORLDCOM 

Switches: 

►  NEC  NEAX-61E 

►  StrataCom  BPX 

Net  management  product: 

►  WilView  CNMS 

Features: 

►  On-line  performance 
and  alarm  information 

Delivery: 

►  1996 


AT&T 

Switches: 

►  AT&T  GlobeView-2000 

►  StrataCom  BPX 

Net  management  product: 

►  ATM  Customer  Network 
Management  Service 
(CNMS) 

Features: 

►  CNMS  SNMP  -  real-time 
configuration,  alarm  and 
performance  information. 

►  Real-time  reporting 
capabilities. 

►  CNMS  Advanced 
Reports  -  weekly  perfor¬ 
mance  information  on 
port  and  circuit  utilization. 

Delivery: 

►  Available  today 


SPRINT 

Switches: 

►  NEC  Model  10 

►  Hitachi  AMS  5000 

Net  management  product: 

►  SprintView  Manager 

Features: 

►  CNMS  Executive/PC  - 
alarm,  peformance  and 
configuration  information 
reports. 

►  SNMP  agent  will  also  be 
available. 

Delivery: 

►  1996 
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be  within  the  realm  of  possibility. 

From  the  carrier  perspective,  there  are 
two  main  reasons.  First,  ATM  services  are 
still  very  young,  and  the  carriers  are  con¬ 
centrating  on  stabilizing  and  strengthen¬ 
ing  them.  Advanced  service  options,  such 
as  customer  network  management,  are 
still  on  the  lower  end  of  the  priority  list. 

The  second  reason  is  the  small  volume 
of  customer  demand.  The  harsh  reality  is 
that  the  customer  base  for  public  ATM 
services  is  too  small  to  justify  carrier 
resources  for  added  service-feature  devel¬ 
opment.  In  the  data  world,  frame  relay  has 
the  attention  of  the  carriers;  they  are 
struggling  to  keep  up  with  demand  and 
develop  new  features  and  service  options 
for  supporting  the  growing  customer 
base.  Even  if  all  the  ATM  customers 
screamed  at  once  for  carrier-provided 
ATM  network  management,  their  cries 
would  be  lost  in  the  frame  relay  din. 

But  don’t  let 
the  lack  of  net¬ 
work  manage¬ 
ment  offerings 
deter  you  from 
checking  out 
the  public  ATM 
services.  If  you 
are  installing 
ATM  switches 
at  your  network 
locations,  your 
existing  net¬ 
work  manage¬ 
ment  platform  should  provide  you  with 
the  statistics  on  usage  for  planning  as  well 
as  some  limited  visibility  regarding  net¬ 
work  conditions. 

Until  public  ATM  services  mature,  you 
will  not  have  the  options  to  fully  exploit 
ATM’s  virtual  networking  nature  from  the 
service  providers. 

Future  looks  bright 

The  equipment  vendors  are  not  letting 
the  service  providers’  slow  rollout  hold 
back  more  enhancements,  however.  Sev¬ 
eral  are  working  to  add  Intelligent  Net¬ 
working  (IN)  capabilities  to  network 
management. 

IN  features  are  built  around  the  pro¬ 
cessing,  billing  and  routing  of  calls  that 
are  based  on  factors  such  as  the  time  of 
day,  caller  ID,  receiver  ID  or  any  other 
information  that  can  be  captured  in  a 
database  and  used  to  process  a  call. 

The  implementation  of  SVCs  will  bring 
new  requirements  for  advanced  call  pro¬ 
cessing  and  accounting  features  in  order 
to  help  you  attribute  costs  to  the  appropri¬ 
ate  corporate  departments.  Some  ven¬ 
dors  already  include  time-of-day  routing 
in  their  network  management  capabilities 
for  PVCs.  A  few,  like  Newbridge,  are  com¬ 
mitted  to  providing  functionality  equal  to 
the  IN  capabilities  oudined  in  the  current 
IN  standards.  Others  are  not  yet  clear  on 
the  importance  or  relevance  of  integrat¬ 
ing  IN  with  data. 

Another  positive  step  is  the  movement 
to  support  open  standards,  such  as  SNMP 
and  the  Common  Management  Informa¬ 
tion  Protocol  (CMIP).  All  vendors  out¬ 
lined  in  this  article  support  some  level  of 
integration  with,  or  are  based  on,  HP’s 
OpenView.  CascadeView  has  been 


MCI 

Switches: 

►  GDC  APEX-NPX 

►  LightSream  2020 

Net  management  product: 

►  HyperScope  ATM 

Features: 

►  On-line  performance 
and  alarm  information 

Delivery: 

►  1996 


granted  HP  Premier  Partner  certification, 
which  indicates  the  highest  level  of  stan¬ 
dards  integration  with  HP  OpenView. 

AT&T,  Nortel  and  Newbridge  support 
CMIP  interfaces;  GDC  has  plans  to  sup¬ 
port  CMIP  soon.  Support  of  standard 
interfaces  and  network  management  plat¬ 
forms  gives  the  service  provider  and  the 
customer  more  optionsfor  extending  net¬ 
work  management  capabilities  to  the  end 
user. 


So,  the  bottom  line  is,  network  man¬ 
agement  has  come  a  long  way  from  its 
humble  start,  and  it  looks  like  it’s  headed 
in  the  right  direction. 

With  some  luck,  and  some  good  script¬ 
writing,  this  Irwin  Allen  movie  ends  with  a 
few  clicks  of  the  button  on  a  net  manage¬ 
ment  screen,  and  all  the  red  blinking 
lights  quickly  go  away.  Anticlimactic,  but  it 
will  help  managers  of  ATM  networks  get 
some  sleep  at  night. 


Gage  is  a  consultant  at  TeleChoice,  Inc., 
specializing  in  ATM  and  other  broadband 
services  and  equipment.  She  can  be  reached 
at  (201)  239-0700  or  at  beth_gage@ 
telechoice.com. 

Next  month,  the  final  article  in  the  series  will 
review  equipment  and  service  provider  plans 
for  InterworkingATM  with  data  services,  such 
as  frame  relay. 
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Consultancy  offers  up  a  deal 
for  client/server  migration 


Briefs 


iSOTRO  Network  Manage¬ 
ment,  Inc.  has  released  a  sin¬ 
gle-user  version  of  its  NetID, 
Microsoft  Corp.  Windows-based 
software  that  helps  network 
administra  tors  solve  address 
and  name  space  management 
problems  in  large  internetworks. 

Priced  at  $1,495,  NetID  stores 
IP  addresses,  domain  names  and 
Open  Shortest  Path  First  Interior 
Gateway  Protocol  area  informa¬ 
tion  in  a  SQL  database  that 
administrators  can  use  to  pre¬ 
vent  the  issuance  of  duplicate 
addresses. 

ISOTRO:  (613)  722-1921; 
http://www.  isotro.  ca. 

■  The  National  Automated 
Clearing  House  Association 
(NACHA)  is  seeking  nomina¬ 
tions  for  its  annual  Payment 
Systems  Excellence  Award, 
which  will  be  presented  at  the 
group’s  Payments  96  conference 
April  14-17  in  San  Francisco. 

The  award  gives  recognition 
to  an  individual  or  corporation 
that  has  advanced  the  use  of  elec¬ 
tronic  payment  systems  and  net¬ 
works.  Award  winners  get  an 
all-expenses-paid  trip  to  the 
annual  conference  where  they 
receive  their  award  at  a  special 
ceremony.  The  deadline  for  sub¬ 
mitting  nominations  is  Dec.  15. 

NACHA:  (703)  742-9190. 


By  Jim  Brown 

Edison,  N.J. 

Trecom  Business  Systems,  Inc. 
last  week  announced  four  new  or 
enhanced  client/server  migra¬ 
tion  consulting  services  that  can 
be  purchased  as  a  soup-to-nuts 
offering  or  individually. 

The  systems  integrator  also 
said  it  will  open  in  November  its 
Technology  Transition  Center,  a 
laboratory  that  will  enable  cus¬ 
tomers  to  test  client/ server  pro¬ 
totypes  before  implementation. 
To  be  marketed  under  the 


Trecom’s  Cornerstone 


Here's  a  sampling  of  what’s  offered 

undereach  service  in  the  program. 

Technology  Planning 

►  Recommendations  for  existing 
applications  to  retire,  rebuild 
or  preserve. 

►  Definition  of  hardware,  software 
and  network  needs. 

Application  Portfolio  Management 

►  Evaluation  and  maintenance  of 
existing  systems  during  migration. 

►  Use  of  application  development 
facilities. 

Technology  Reskilling 

►  Retraining  of  customer’s  staff. 

►  Use  of  client/server  testing  lab. 

Systems  Integration  and 

Infrastructure  Support 

►  Rapid  development  of  new 
client/server  systems. 

►  Support  in  building  LAN/WAN 
management  center  and  help  desk. 


name  Cornerstone,  the  consult¬ 
ing  services  include  Technology 
Planning  Services,  Application 
Portfolio  Management,  Tech¬ 
nology  Reskilling,  and  Systems 
Integration  and  Infrastructure 
Support.  Each  addresses  the 
technical  and  organizational 
issues  of  moving  into  the  cli¬ 
ent/server  world  (see  graphic) . 

Some  Cornerstone  services 
are  newly  developed.  For  in¬ 
stance,  the  Technology  Reskill¬ 
ing  service  includes  the  new  Star- 
Track  program,  where  Trecom 
consultants  act  as  mentors  to  a 
customer’s  own  staff  as  they 
design  and  develop  client/ 
server  applications. 

Alternatively,  Trecom  consul¬ 
tants  can  take  a  more  active  role 
in  die  process. 

Other  Cornerstone  services 
build  on  existing  Trecom  offer¬ 
ings.  The  Application  Portfolio 
Management  service,  for  exam¬ 
ple,  includes  outsourcing  ar¬ 
rangements,  whereby  Trecom 
assumes  responsibility  for  build¬ 
ing  or  maintaining  custom  appli¬ 
cations. 

Systems  Integration  and 
Infrastructure  Support  uses  ele¬ 
ments  of  Trecom’s  Reusable 
Proof  of  Concept  methodology, 
whereby  the  code  used  to  gener¬ 
ate  a  functional  application  pro¬ 
totype  can  be  reused  in  whatever 
is  eventually  deployed. 

©Trecom:  (903)  549-4100. 


New  books  reveal  latest  networking  technologies 


By  Kathy  Scott 

Numidia  Press  has  recently  pub¬ 
lished  three  books  that  help  net¬ 
work  managers  and  staff  better 
grapple  with  the  complexities  of 
building  a  corporate  internet. 

One  book  is  a  reference  guide 
that  explains  the  basics  behind 
emerging  broadband  technol¬ 
ogies.  The  other  three  are  part 
of  a  self-paced  learning  series 
designed  to  bringjunior  staff  up- 
to-date  on  the  latest  develop¬ 
ments  in  LAN  and  internet¬ 
working  equipment. 

Written  by  telecommunica¬ 
tions  consultant  Sadie  Lewis  and 
telecommunications  engineer 
Robert  Hermes,  ATM/SONET 


Explainedprovides  an  overview  of 
high-speed  networking  technol¬ 
ogies,  including  Asynchronous 
Transfer  Mode,  Synchronous 
Optical  Network  (SONET), 
Switched  Multimegabit  Data  Ser¬ 
vice,  frame  relay  and  100Base-T. 
The  book  costs  $1 2.95. 

At  a  cost  of  $24.95,  Mastering 
Advanced  Internetworking  builds 
on  last  year’s  Mastering  Internet¬ 
working  and  covers  the  latest 
advances  in  bridging  and  rout¬ 
ing,  metropolitan-  and  wide-area 
networking  technologies,  back¬ 
bones  and  multiprotocol  inter¬ 
networking.  Both  books  were 
written  by  Victoria  Mamey-Petix, 
a  LAN  internetworking  and 


management  consultant. 

Marney-Petix  also  penned 
LANs!  LANs!  LANs!,  which  helps 
readers  understand  basic  LAN 
technologies,  including  access 
methods,  topologies,  media  and 
transmission.  Costing  $24.95, 
the  book  also  explores  client/ 
server  computing,  middleware, 
and  network  management  pro¬ 
tocols  and  platforms. 

Also  available  from  Numidia 
is  Marney-Petix’s  Bridges,  Rout¬ 
ers,  Gateways!  Priced  at  $29.95, 
the  book  examines  internet¬ 
working  technology  and  busi¬ 
ness  issues. 

©Numidia  Press:  (800)  356- 
9315;  numidia@AOL.com. 


MANAGEMENT  DATA  ON-LINE 

Network  World  peruses  on-line  services  looking  for  interesting 
hints  or  tools  that  wall  make  yourjob  easier.  Here  are  a  few: 

Get  a  job  or  find  a  worker 

Job  seekers  and  managers  looking  to  hire  can 
tap  the  JobHunt  World-Wide  Web  site  for  a  long 
list  of  on-line  employment  resources.  The  list 
includes  links  to  popular  career  resource  sites, 
such  as  The  Monster  Board,  that  maintain  interac¬ 
tive  databases  of  job  listings  nationwide.  Other 
links  are  provided  to  the  following  services: 

■  Career  Mosaic’s  searchable  index  of  jobs  that  have  been  posted 
to  more  than  20job-related  newsgroups. 

■  The  Internet  Job  Locator  service,  which  posts  jobs  and  resumes 
on  the  Web. 

■  The  Bay  Area  Multimedia  Technology  Alliance’s  Web  site, 
which  maintains  a  listing  of  job  openings  in  multimedia  and  Web 
technology. 

■  The  OnLine  Career  Center,  which  maintains  a  large  database  of 
jobs  that  can  be  searched  in  a  number  of  ways,  including  by  type 
and  location. 

TheJobHunt  site  also  includes  links  to  resume  banks,  classified 
advertisement  sections  of  on-line  newspapers,  recruiting  agencies 
and  reference  material  about  career  planning,  conducting  a  job 
search  and  writing  a  resume.  In  addition,  links  to  businesses  offer¬ 
ing  commercial  services,  such  as  resume  preparation  and  distribu¬ 
tion,  are  also  given.  The  site  also  has  more  than  20  links  to  other 
job  resource  sites. 

Overrule  job  interview  objections 

The  Career  Management  library  in  E-Span,  Inc.’s 
Career  Management  Forum  on  CompuServe  has 
two  articles  written  by  Richard  Van  Doren,  vice  presi¬ 
dent  at  Manchester  Partners  International,  a  man¬ 
agement  consulting  firm  in  Princeton,  N.J.  The 
articles  provide  hints  for  handling  difficult  questions  and  differ¬ 
ences  of  opinions  during  interviews. 

The  first  provides  pointers  on  what  to  say  when  an  interviewer 
questions  your  lack  of  credentials,  such  as  the  experience, 
advanced  degree  or  technical  certification  required  for  the  posi¬ 
tion.  The  second  article  gives  a  set  of  example  responses  to  such 
tough  questions  as,  “How  do  you  develop  and  treat  subordi¬ 
nates?”  and  “Can  you  describe  your  last,  best  and  worst  boss?” 

To  the  aid  of  token  ring 

The  Alliance  for  Strategic  Token  Ring  Advancement  and  Lead¬ 
ership  (ASTRAL)  has  established  a  Web  site  to  educate  token-ring 
users  about  enhancements  to  the  technology.  ASTRAL  has  18 

major  vendors  as  members,  including 
3Com  Corp.,  IBM,  Madge  Networks, 
Inc.,  Hewlett-Packard  Co.  and  Bay  Net¬ 
works,  Inc. 

The  Web  site  will  enable  the  group 
to  publicize  its  user  symposiums,  dis¬ 
tribute  white  papers  and  tip  off  users  to 
token-ring  interoperability  demonstra¬ 
tions.  The  alliance  will  also  provide 
material  to  help  users  achieve  network 
efficiency  and  effectively  migrate  to 
new  technologies  such  as  Asynchronous  Transfer  Mode,  token¬ 
ring  switching  and  LAN  emulation. 

Other  ASTRAL  programs  include  developing  new  communi¬ 
cation  channels  between  the  industry  and  users,  and  pushing 
for  the  rapid  adoption  of  IEEE  802.5  standards  for  dedicated 
token  ring. 
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627  □  Ethernet  Switches 
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659  □  Fax  Servers 

271 
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628  □  Hubs/Intelligent  Hubs 

629  □  UN  Servers 
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287 
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630  □  Local  Area  Networks 
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For  additional  product  info 

632  □  Peer-to-Peer  LANs 

633  □  Print  Servers 

634  □  Remote  LAN  Access 

635  □  Remote  Access/ 

Communication  Servers 

660  □  Security 

636  □  SNMP  Network 

Management 

661  □  Storage 

637  □  Superservers 

638  □  Wireless  Networks 
REMOTE/WIRELESS  COMPUTING 

639  □  Laptops,  Notebooks 

640  □  PCMCIA 

641  □  Mobile  Data  Equipment 

and  Services 

642  □  Wireless  Data  Equipment 

and  Services 

WAN  EQUIPMENT  AND  SERVICES 

643  □  ATM 

644  □  CIT  (Computer  Integrated 

Telephony) 

645  □  Diagnostic,  Monitoring 

and  Test  Equipment 

646  □  DSU/CSU 

647  □  E-Mail/On-Line  Services 

648  □  FAX  Boards/Modems 

649  □  Fiber  Optics 

650  □  Frame  Relay 

651  □  ISDN 

652  □  Modems 

653  □  PBX 

662  □  Security 

654  □  SMDS 

655  □  T1,  T3,  Fractional  T1 
_ Mux  and  Services 

656  □  Videoconferencing/ 

Teleconferencing 

657  □  WATS/MTS 
OTHER 

658  □  Education  and  Training 

663  □  Storage  Cabinets/Furniture 
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and  you'll  be  heard  across  the  country  and  throughout  the  indus¬ 
try!  SEEK  Consulting  is  a  rapidly  growing,  full-service  contract  place¬ 
ment  firm  —  and  when  you  speak,  we  listen.  As  market  savvy 
staffing  specialists,  we  actively  promote  the  interests  of  the  com¬ 
panies  we  work  with  and  the  consultants  who  work  with  us.  Whether 
you're  a  hiring  manager  in  need  of  a  network  of  technical  talent,  or  a 
career  minded  systems  professional  seeking  a  wide  range  of  challenging  assignments,  think 
of  SEEK  Consulting  as  your  partner  —  your  voice  in  today's  marketplace. 


CO 


OUA 


Current  Contract  Opportunities 

•  Windows/DOS  device  driver 
development 

•  HP  Openview,  Operations  Ctr., 
Admin  Ctr. 

•  HP-UX  System  Admin. 

•  SNMP,  MIBs,  C  or  C++ 

•  SNMP  implementation 

•  Messaging,  X.500 

•  HP  OpenMail,  cc:  mail 

•  Novell  ODI  drivers,  NDIS  drivers 

•  SCSI  device  driver,  UNIX 

•  Firmware/Diagnostics,  Intel, 
Motorola 

Contract  rates  up  to  $85/hourl 


Available  Throughout  the  U.S.: 

•  Lotus  Notes  Developers 

•  System  Level  UNIX  development 

•  UNIX  internals  (HP-UX,  Solaris) 

•  UNIX  System  Administrators 

•  JPEG,  MPEG 

•  NT  Driver  Development 

•  Digital  Design,  Video 
Teleconferencing 

•  Sun  System  Administrators 

•  UNIX  to  NT  Conversions 

•  Frame  Relay,  Routers,  Bridges 


HOT  NEEDS  -  Atlanta  Branch 
HP  OpenView,  ISDN,  SNMP 

Please  call  -  (404)  250-3268  -  Ask  for  Jack 


Enjoy  all  the  advantages  of  partnering  with  SEEK,  including  our  state-of-the-art  SCREAM ™ 
database.  Stop  searching  for  the  perfect  position  -  instead,  SEEK  ongoing  opportunities  by 
sending  your  resume  to:  SEEK  Consulting  Group,  Inc.,  Attn:  Dept.  NW,  401  Edgewater 
Place,  Suite  130,  Wakefield,  MA  01880;  Phone:  1-800-274-1174;  Fax:  (617)  246-8246; 
Internet:  jobs@seekcon.win.net 


NetworkWorld 


Try  Network  Fusion, 
Careers,  for  Job  Listing 


http://www.nwfusion.com 


Data  Communications 
Professionals 


Hill  Associates,  Inc.,  a  nationally  recognized  provider  of  high 
quality  training  in  data  communications,  is  expanding  its  technical 
instructional  staff. 

We  need  qualified  individuals  to  assume  responsibility  for  course  deliv¬ 
ery  and  development.  If  you  have  5  to  7  years  of  experience  in  data  and 
telecommunications,  consider  yourself  an  expert  in  the  areas  of  LANs, 
LAN  interconnection,  and  network  architectures,  and  love  to  be  on 
stage,  we  want  to  talk  to  you!  You  should  also  have  a  background  in  net¬ 
work  sales,  training,  or  implementation. 

Our  customers  are  located  throughout  the  U.S.,  so  there  is  a  significant 
amount  of  travel  and  time  away  from  home.  With  offices  near  Denver, 
Colorado  and  Burlington,  Vermont,  Hill  Associates  is  committed  to  pro¬ 
viding  an  intellectually  challenging  and  rewarding  work  environment. 
Our  compensation  package  is  world-class  and  includes  excellent  salary, 
fully  paid  medical/dental  coverage,  pension  plan,  and  profit  sharing. 
Visit  our  Web  page  at  http:  //www.hill.com  for  more  information  about 
our  products  and  services. 

If  you  are  interested  in  joining  the  leader  in  data  communications  train¬ 
ing,  forward  your  resume  to: 

Ms.  Linda  Cook,  Director  of  Delivery 
Hill  Associates,  Inc.,  17  Roosevelt  Highway,  Colchester,  Vermont  05446 
Fax:  (802)  655-7974 

We  are  an  Employee  Owned  Company  and  an  Equal  Opportunity  Employer 
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NETWORK 

SPECIALISTS 
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Network  Solutions,  Inc.,  a  wholly-owned  and  operated  company  of  Science 
Applications  International  Corp.  (SAIC),  is  at  the  forefront  of  the  industry  in 
applying  information  technology  to  the  challenges  of  our  clients.  The  following 
positions  are  immediately  available  in  locations  throughout  the  United  States: 


SENIOR  NETWORK  CONSULTANTS  -  Provide  support  for  the 
design  and  implementation  of  state-of-the-art  networks.  Must  possess  in-depth 
knowledge  and  hands-on  experience  in  information  architecture  development  uti¬ 
lizing  emerging  technologies  such  as  ATM,  SONET,  Frame  Relay,  Client/Server 
and  on-line  services.  A  broad  technical  background  plus  experience  in  a  similar 
position  as  well  as  the  ability  to  consult  on  large  projects,  articulate  information 
strategies  and  work  with  senior  management  required. 


NETWORK  ENGINEERS  -  Support  the  design  of  multiprotocol  network 
implementations.  Design  experience  to  include  LAN  environments  and  Wide  Area 
and  Broadband  architectures  such  as  Frame  Relay,  SONET,  SMDS  and  ATM.  Pre¬ 
vious  work  experience  with  Bay  Networks,  Cisco,  Wide  Area  access  and  broad¬ 
band  products  utilizing  TCP/IP,  IPX,  SNA,  and  SRB  protocols. 

NETWORK  MANAGEMENT  ENGINEERS  -  Provide  management, 

performance,  and  capacity  planning  support  through  the  development,  deployment, 
and  operation  of  complex  distributed  network  management  and  performance  sys¬ 
tems  and  tools.  Desirable  experience  includes:  UNIX,  HP  OpenView,  Sun  Net 
Manager,  SunOS,  Cshell,  C,  SynOptics  Optivity,  Cabletron  LANView  or  Spectrum, 
Wellfleet  Site  Manager,  SNMP  MIB  vl  or  v2,  NIS  DNS,  TCP/IP,  and  RMON. 

UNIX  SYSTEM  ADMINISTRATORS  -  Support  network  management 
systems  on  large/complex  networks.  Should  possess  experience  configuring  and 
supporting  HP  UX  and  SunOS  systems  for  use  with  SQL  databases,  such  as  Sybase 
and  Oracle,  as  well  as  network  management  platforms 
and  systems,  such  as  HP  OpenView,  Sun  Net  Manager, 

SynOptics  Optivity,  and  Cabletron  Spectrum. 

We  offer  a  competitive  compensation  and  benefits 
package.  To  join  in  our  future  growth  and  success 
please  mail  or  FAX  your  resume  and  salary  require¬ 
ments,  indicating  position  of  interest,  to:  Ivan  Yopp, 

Network  Solutions,  Inc.,  505  Huntmar  Park  Drive, 

Herndon,  VA  22070,  FAX#:  (703)  742-4837. 

EOE  M/F/D/V. 


NETWORK 

SOLUTIONS 

An  SAIC  Company 


Software  Development  Con¬ 
sultant.  Provide  computer 
consulting  services  to  clients; 
develop  Sales  Force  Automa¬ 
tion  (SFA)  Systems  &  provide 
technical  support  &  analysis 
on  VAX/VMS  using  C,  Ingres 
&  SQL,  RW  &  DCL;  develop 
&  test  SFA  utilities  &  territory 
realignment  modules.  &  sup¬ 
port  laptop  sub-systems  with 
Ingres,  Informix,  SQL,  C,  & 
JAM  on  VAX/VMS  &  MS-DOS 
operating  system;  port  Laptop 
modules  from  Grid  hardware 
to  Toshiba  using  Windows; 
convert  Graphical  User  Inter¬ 
face  (GUI)  based  Problem 
Reporting  System  into  char¬ 
acter  based  system  for  use 
on  Unigraphics  VT1 00s  using 
VAX/VMS,  UNIX,  Ingres,  C, 
SQL,  DCL  &  shell  scripts; 
modify  software  to  include 
various  functionality  as 
required  by  business. 
$62,333/yr.  40  hrs/wk.  Mon- 
Fri.  M  S.  or  equivalent  in 
Computer  Sc.  or  MIS  &  lyr. 
exp.  as  Systems  Analyst  or 
Sr.  Programmer  Analyst.  B.S. 
or  equivalent  in  C.S.  or  MIS  & 
2  yrs.  exp.  acceptable  in  lieu 
of  M.S.  &  1  yr.  exp.  Related 
exp.  must  include  use  of 
VAX/VMS,  C,  Ingres,  SQL, 
RW,  DCL,  Informix,  JAM,  MS- 
DOS,  Toshiba,  &  shell  scripts. 
Submit  resume  to  the  GA 
dept,  of  Labor,  1 535  Atkinson 
Rd.,  Lawrenceville,  GA 
30243-5601  or  to  the  nearest 
Dept,  of  Labor  Field  Service 
Office.  Job  Order  #  GA 
5902292 


Your  Ad 
Could  Be 
Here  For 


The  Federal  Reserve  Automation  Services  provides  centralized  mainframe  and  national  network 
support  tor  the  Federal  Reserve  System.  Our  continued  growth  has  created  the  following  excel¬ 
lent  opportunities  in  CHICAGO,  IL: 

NETWORK  ENGINEERS 

NETWORK  DESIGN 

The  qualified  individual  will  provide  design  level  technical  support  for  the  T1/T3  network.  You 
will  utilize  network  modeling  tools.  Additional  responsibilities  include  providing  design  exper¬ 
tise  to  optimize  integration  of  higher  layer  network  models  including  SNA.  LAN,  and/or  Frame 
Relay  onto  the  backbone 

TECHNICAL  SUPPORT 

Candidate  will  provide  day-to-day  and  on-call  technical  support  ensuring  highest  network  avail¬ 
ability.  You  will  also  utilize  diagnostic  equipment  and  element  management  systems  to  perform 
network  problem  identification  and  resolution,  in  addition  to  coordinating  hardware  and  circuit 
installation. 

Successful  candidates  will  possess  BSEE  or  equivalent  with  a  minimum  of  2  years  experience  in 
T1/T3  networking.  Must  possess  excellent  analytical,  organizational  and  communication  skills. 
Working  knowledge  of  Timeplex  multiplexors,  IXC  carrier  and  telco  technologies,  digital  test 
equipment,  Make  modeling  tool,  and  SNA  and  LAN  architectures  a  plus.  Project  management 
experience  is  also  desirable. 

NETWORK  OPERATIONS  TECHNICIAN 

The  Network  Operations  Technician  will  perform  day-to-day  activities  supporting  the  wide  area 
network  of  the  Federal  Reserve  System.  The  qualified  candidate  will  have  general  technical 
knowledge  of  all  aspects  of  modern  telecommunications  systems  and  operations,  as  well  as 
inter-networking  technologies;  general  knowledge  of  environmental  software  interfaces,  hard¬ 
ware  installation,  testing  and  certification;  practical  experience  in  problem,  change,  capacity, 
performance  and  service  level  management.  Detailed  operator  experience  with  AT&T  6800EMS, 
Data  Switch  Corporation  Matrix  Switch.  Cryptographic  Equipment,  and  SNA/CMC  preferred 
Knowledge  of  T-1,  T-3  environment  and  Timeplex  experience  a  plus. 

NETWORK  SECURITY  ANALYST 

Responsibilities  include  implementing,  monitoring,  and  administering  network  security  pro¬ 
grams  in  the  Federal  Reserve  Banks  and  financial  institutions. 

The  qualified  individual  will  possess  advanced  network  security  analytical  ability  with  encryp¬ 
tion,  key  management,  session  management,  and  access  control  systems.  Thorough  knowledge 
of  link  encryption  and  session  encryption  implementations,  VTAM  session  management  exits, 
application  access  controls  in  multiple  network  support  systems,  and  UNIX  and  TCP/IP  security 
features  required  Must  be  experienced  with  state-of-the-art  network  security  technologies,  pro¬ 
gramming  and  systems  analysis  and  design  techniques,  programming  languages,  and  project 
and/or  database  management.  Working  knowledge  of  data  communication  components  in  a 
wide  area  and  local  area  network  environment  essential.  Requires  strong  analytical,  planning, 
problem  solving,  organization,  project  management,  oral,  written,  and  interpersonal  communica¬ 
tion  skills. 

We’ll  reward  your  ideas  and  expertise  with  a  highly  competitive  salary  structure,  complete  bene¬ 
fits,  and  tremendous  opportunity  for  professional  growth.  For  confidential  consideration,  please 
send  resume,  indicating  position  of  interest,  to:  Betsy  Garrison,  FEDERAL  RESERVE 
AUTOMATION  SERVICES,  Dept.  NW-102,  P.0.  Box  27622,  Richmond,  VA  23261  EOE 
M/F/D/V. 


$387.50 


Call  Pam  at 
1-800-622-1108 
for  more  info. 


Computer  Software  Consultant. 
Provide  services  to  clients  in 
design  8c  development  of  busi¬ 
ness  applications  8c  systems; 
handle  customer  sendee  system 
projects  8c  Carrier  Utilization 
re-engineered  (CURE)  pro¬ 
jects;  perform  analysis  8c 
design  of  various  modules 
using  ORACLE  CASE,  client- 
server  technology  with  graphi¬ 
cal  user  interface, 
ORACLE*FORMS,  ORA¬ 
CLE*  REPORTS,  PL/SQL  8c 
ORACLE  RDBMS;  develop 
Database  triggers;  analyze, 
design,  develop  8c  implement 
Load  Planning,  Consolidation 
optimizers  8c  Rating  Engine 
with  Entity-Relationship  mod¬ 
elling  8c  business  function 
analysis,  PRO*C,  Oracle 
Database,  ORACLE  CASE  8c 
CASE  GENERATOR  on  HP- 
9000  running  HP  UNIX,  RS- 
6000  running  AIX,  8c  PCs 
running  Windows.  $50,000/yr. 
40  hrs/wk.  U.S.  or  foreign 
equivalent  B.S.  in  Computer 
Engineering  or  Electro- 
Mechanical  Engineering  8c  2 
yrs.  exp.  in  job  offer  or  as  Soft¬ 
ware  Engineer  or  Systems  Ana¬ 
lyst  .  Experience  must  include 
use  of  noted  Oracle  tools, 
PL/SQL,  PRO*C,  HP- 
9000/UNIX,  RS-6000/AIX,  8c 
Windows.  Send  resume  to  Job 
Service,  500  W.  Trade  St., 
Charlotte,  NC  28202  or  apply 
to  the  nearest  NC  Job  Service 
Office.  Resume  must  include 
Social  Security  Number.  Ref. 
Job  Order  #  NC2651852  8c 
DOT  030.062-010. 
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Trend  Watch 


Aaonte,  ePortStatMcastFrames 
Current  •  6  t  1 0  seconds 


BitView  •  Synoptics 


Graph.NONAME.GRF 


RMON 


BitView  -  Asanle 


Protected 


Reader  Service  No.  245/FaxNET  No.  30860 


;  (Generic  SNMPj  m  UNTiTUEO 


Integrates  with  HP  OpenView 
TCP/IP,  Telnet,  TFTP,  BOOTP 


SNMP,  ICMP,  IPX  Polling 

Slststle  Rack 

Computing 

Bin 


Node  Discovery 

Long  Term  Statistics/Thresholds 
Custom  Event  Actions/Forwarding 
Over  100  Device  Specific  GUIs 
M1B  Compiler/Browser 

408-366-6540 

Fax:  408-252-2379 


Reader  Service  No.  252 


Simulate  Your  Entire  Network 
Using  A  Single  Protocol  Analyzer! 

•  shorten  development  time 

•  simulate  both  user  and  network  equipment 

•  most  cost-effective  analyzer  on  the  market 


COM 


Test-of-Th  e-Art 


900  Corporate  Drive,  Mahwah,  NJ  07430 
Tel:  (201)  529-2020,  Fax:  (201)529-0808 


Test  ATM  Signalling 

AND  BEAT  THE  COMPETITION  TO  MARKET! 
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Reader  Service 


Use  this  coupon  or  prepaid  post  card  in  the  October  2nd  and 
October  1 6th  issues.  Circle  Reader  Service  numbers  of  ads  that 
interestyou  and  complete  the  information  below. 
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Mail  to:  NW  RO.  Box  5090,  Pittsfield,  MA  01203  or, 
Faxto:  NWat(413)  637-4343 


10/2/95 


FaxNET 


Here’s  how  it  works: 

•  Dial  1-800-664-8271,  wait  for  the  prompt  and  follow  instructions. 

•  Key  in  advertisers’  5  Digit  Number  listed  below. 

•  Information  requested  will  be  faxed  to  you  immediately. 


CYUNK  CORPORATION . 

...30850 

DISTINCT  CORPORATION . 

...30100  ! 

ELECTRONIC  MESSAGING  ASSOC . 

...30840 

INTERNET  SECURITY . 

...34450 

NETPARTNERS  . 

...34590 

RADCOM  . 

...30860 

COMPLETE  INDEX  OF  ADVERTISERS .. 

...99999 

There  is  no  cost  to  you  to  receive  information  on  these  network 
products  and  services! 


•  Emulators:  VT  and  TN3270  •  Internet:  Gopher,  Email,  Finger,  Whois 


•  File  Transfer:  FTP  Client,  FTP  Server,  TFTP 

•  File  Sharing:  NFS  Client*,  NFS  Server 
*Mounts  drives  in  Windows  or  DOS  boxes 


•  Network  Management:  Network  Monitor, 
SNMP  Agent,  BOOTP  Server,  Ping,  Network 
Configuration 


•  Printer  Sharing:  Network  Printing  from 
any  Windows  or  DOS  application,  LPR,  LPD 

•  Email:  Powerful  Email  application  using 
SMTP,  POP2/POP3 


•  Serial  Connectivity:  SLIP,  CSL1P,  PPP 

•  IAN  Connectivity:  Ethernet, 

Token  Ring,  ISDN 


Distinct  TCP/BP  Tools/NFS  includes  Distinct  TCP/IP  Run  Time,  combining  the  best  in  VxD  and 
DLL  technology.  Distinct  TCP/IP  requires  only  4KB  of  memory;  is  WinSock  compliant,  installs 
in  less  than  5  minutes  and  automatically  detects  your  existing  network  operating  system. 

Specifications  arc  subject  lo  change  uithoul  notice.  Distinct’s  name  and  logo  are  registered  trademarks  o(  Distinct  Corporation.  All  product  and  company  names  mentioned  above  arc  trademarks  or  registered  trademarks  of  their  respective  owners.  ©  1995  Distinct  Corporation. 


http://www.distinct.com 
Email:mktg@distinct.com 
Fastfacts:  408.366.2101 
Fax:  408.366.0153 

Phone:  408.366.8933 


Reader  Service  No.  273/FaxNET  No.  30100 


Prevent  Unauthorized  Access 

WITH  THE  WORLD’S  LEADING  FIREWALL  SECURITY  SYSTEM 


•  Full  Transparency  to  All  Users  and 
Applications 

TCP  Session  Tracking 

Firewall-1  Encryption  for  Virtual  Private 
"  Networking  over  the  Internet 

•  Highest  Level  of  Network  Performance 


tve**'  ip  Address  Translation  and  IP  Hiding 

v  General  Client  and  User  Authentication 
"  for  All  Internet  Services 

■  Supports  All  Internet  Services  and 
Protocols 

•  Powerful  Auditing  and  Alerting 


Call  Today  to  Arrange  for  an  Evaluation 
of  Firewall- 1  Version  2.0 

800-325-9870  checkpoint@security.com 

Internet  Security  -  Firewall- 1  Technical  Support,  Training  and  Services 


Firewall- 1  is  a  registered  trademark  of  Checkpoint  Software  Technologies  Ltd. 


Reader  Service  No.  251 


800-669-6242  •  612-378-7800 
Fax  612-378-1070 


77  &  Fractional  T1  CSU/DSUs 


mm 


•Full/Fractional  T1 
CSU/DSUs 

•  Simple  to  install 

•  One  to  four  user  ports 


•  Drop  and  insert  option 

•  Outstanding  jitter 
tolerance 

•Frame  Relay  compatible 
•Free  7X24  customer 
support 

Free  5  year  warranty 
with  overnight 
replacement 


OM 


2/UU  Summer  Street  NE 
Minneapolis,  MN  55413-2820 


•  Distance  Learning  •  Telemedicine  •  Internet 
•  Video  Conferencing  •  Data/Video/Voice 

T 1  /FT  1  CSU/DSUs  •  DDS  &  Switched  56  CSU/DSUs  •  Intelligent  Statistical  Multiplexers  •  Serving  Telecommunications  Since  1968 


ReaderServiceNo.237 


Are  you  struggling  with  managing  your  network? 

Are  EDI  applications  crowding  your  mail  system? 

Areyouwonied  about  Internet  security? 

Are  you  challenged  with  building  a  system 
tlmt  integrates  with  a  nwssaging  infrastructure? 


703/524-5550 


703/524-5558 


mcel@ema.org 
World  Wide  Web: 
http://www.enia.org/ema 


Reader  Service  No.  268/FaxNET  No.  30840 
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NEW  &  USED 

COMPUTERS  &  COMMUNICATIONS 

SYSTEMS 


MODEMS 
MULTIPLEXERS 
LINE  DRIVERS 
BRIDGES 
ROUTERS 
REPEATERS 
TERMINAL  SERVERS 
HUBS 

X21,  X25,  G703,  ISDN 


TELEPHONE  SYSTEMS 
PABX 

DEC  &  IBM 

Midrange/Mainframe  Assemblies 

LANS 

WANS 

VOICE,  DATA,  FAX 
2400bps  TO  100Mbps 
Most  leading  makes 


mm 


A  computer  &  communications  equipment  supplier 
All  equipment  from  stock  40%  to  70%  savings  for  you. 

IjSiippiier  of  Quality  Used  British  Telecom 

Equipment  Cabletron  &  Cisco 

ijlnstallation  Case  /  Cray  Comms. 

^jMaintenance  Motorola-Codex 

^jWarranty  on  all  Goods  Racal  &  3Com 

^jWe  Buy  Surplus/Redundant  Retix  &  Newbridge 

Products  Synoptics  &C  Wellfleet 

Call  or  Fax  Now... 

DELARIESE 

ENTERPRISES 
Tel +44  (0)181  805  8383 
Fax +44  (0)18  1  805  9777 

Computer  House,  8  Great  Cambridge  Ind  Estate,  Lincoln  Road.  Enfield,  Middlesex  EN 1  1SH,  Great  Britain 
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tens  and  other  access  tokens  to  give  you  the 
nowing  that  unwanted  intruders  are  locked  out 


Introducing  SecureAccess™:  A  new 
concept  in  remote  network  security. 


response 
security  c 


Now  your  users  can  access  your  company 
network  anywhere,  anyway,  any  time,  with¬ 
out  compromising  network  security  —  with 
the  SecureAccess  System  from  Cylink. 
Users  simply  dial  in  using  the  Internet,  or 
any  other  public  switched  network,  for  the 
most  cost-effective  remote  access. 


SecureTraveler  for 
Windows 


Communications 

Servers/ 

Terminal  Servers/ 
Network 


Modem  SecureGate  Nodes 

Bank  Server 


Through  low-cost  public  networks. 

SecureAccess  is  comprised  of  three 
separate  components:  SecureTraveler"  for 
Windows,"  SecurePocket  Traveler™ and  the 
SecureGate™ 

Get  security  you  can  take  with  you. 


Call  Cylink  today  at  1 .800.533.3958  (US)  or 

Certl  la  y  secure.  ]  .408.735.5800  (outside  US)  for  the  number  of  a 

Cylink's  X.509  digital  certificates;  unlike  firewalls,  challenge  representative  in  your  area. 


910  Hermosa  Court,  Sunnyvale,  CA  94086,  USA  Tel:  408.735.5800  Fax:  408.720.8294 


©  Coi 
Other  tra< 


opyright  1995  Cylink  Incorporated.  SecureAccess,  SecureTraveler,  SecurePocket  Traveler,  and  SecureGate  are  trademarks  of  Cylink  Com 
idemarks  or  registered  trademarks  are  the  property  of  their  owners.  E-mail:  info@cylink.com  All  Cylink  products  by  Fax  -  Int'l.:  408.735.6614 


Reader  Service  No.  250/FaxN  ET  No.  30850 
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Reader  Service  No.  269 


Available  now  for  just  $129.95,  the  NetDraw  clip  art  library  provides  you  with  the  most 
comprehensive,  highest  quality  collection  of  network  images  and  symbols  available. 


Order  your  copy  today! 


Call  us  at 

1-  800-643-4668 


Dial  our  Fax-Back  line 

at  800-756-9430 

OR  for  complete  product  information 
and  order  form! 

(When  prompted,  request  document  #10) 


62  •  Network  World  •  October2, 1995 


Network  World,  Inc.,  161  Worcester  Road,  Framingham,  MA  01701-9172 


Effective  operation  of  your  enterprise  network  is  mission  critical.  Effective  documenta¬ 
tion  about  your  network  is  equally  mission  critical.  NetDraw®  and  NetDraw®  Plus  will  help 
you  diagram  and  document  your  network  infrastructure  quickly,  effectively  and  professionally. 


u 

□□ 

uuu 


NetDrayg,; 


NetDraw  Plus  v2.0  integrates  a  powerful,  comprehensive 
library  of  over  1,100  highly  detailed  networking  images 
into  a  robust  Windows™  drawing  application  optimized 
for  network  diagramming.  Drag  and  Drop  the  images  you  need  right  from  the  on-screen 
templates  onto  your  drawing.  In  full  color  and  richly  detailed,  NetDraw  Plus  will  help  you 
prepare  professional  diagrams  and  presentations.  Choose  from  over  1,100  vendor-specific 
and  general  network  images  and  symbols. 


Priced  at  just  $199.95,  NetDraw  Plus  does  more  than  just  make  your  diagrams  look  good,  it 
makes  them  intense. 


□ 

as 

uuu 


NetDraw 


If  you  already  have  a  Windows  drawing  application  or  if 
you  work  on  a  Macintosh,  you  too  can  have  the  power  of 
NetDraw.  The  complete  1,100  image  NetDraw  v3.0  clip 
art  library  is  available  separate  from  our  NetDraw  Plus  application  package.  NetDraw  for 
Macintosh  comes  in  both  EPS  and  AI  formats  and  NetDraw  for  Windows  comes  in  Windows 
Metafile  format.  Either  way,  NetDraw  images  are  a  breeze  to  import  into  almost  all  applica¬ 
tions. 


NetworkWorld 


I  Error  Packets  Transmitted 
I  Broadcast  Packets  Transmitted 
rast  Packets  Transmitted 


SilCom 

n 

QUALITY 


Introducing  SilCom’s 
TR/Tracer  for  Windows 

Finally,  managers  of  departmental  and 
,  workgroup  Token  Ring  LANs  have  an 
[easy-to  understand  network  monitoring  and 
[reporting  application  that  lets  them  take 
[control.  With  TR/Tracer  for  Windows, 
[critical  information  on  network  traffic  is 
[presented  in  meaningful  statistics  and  vivid 
[graphs.  At  the  click  of  a  mouse,  TR/Tracer 
[provides  the  vital  data  you  need  to 
troubleshoot  your  network  and  plan 
effectively  for  growth.  As  an  added  bonus, 
network  data  is  easily  printed  or  exported  to 
other  Windows  applications. 

To  receive  more  information  on  TR/Tracer, 
call  us  at  one  of  our  toll-free  numbers.  You  can 
also  visit  us  on  CompuServe  at  GO  LANVEN. 


FromU.S.  1-800-388-3807 
From  Can.  1-800-665-7434 

Tel:  (905)  238-8822  Fax:  (905)  238-4976 


Network  World  readers  spend  MORE! 

It’s  been  confirmed  yet  again  —  this  time  by  the 
results  of  Simmons  CompPro  III. 


Source:  Simmons  CompPro  III,  1995 


Among  all  network  and  LAN  publications.  Network  World 
ranks  #1  on  average  for  total  spending,  network  spending, 
PC  spending  and  number  of  PCs  acquired  in  the  last  12 
months. 

Our  readers  not  only  outspent  readers  of  other  network 
and  LAN  publications  —  they  also  spent  MORE  on  their 
networks  in  the  last  12  months  than  readers  of  any  of  the 
other  47  publications  and  newspapers  studied! 


Please  send  me  information  on  advertising  in  the  following: 


Network  World's  Direct  Response  Advertising 

□  4-Color  Formatted  Marketplace 

□  ActionCenter 

□  Response  Card  Decks 

□  B/W  Marketplace 

Name  _ 

Company _ 

Address  _ 

City,  State,  ZIP  _ 

Telephone  No.  _ 

FAX  No.  _ 


Mail  or  fax  this  coupon  to: 


Direct  Response  Advertising 

Network  World 

161  Worcester  Road 

Framingham,  MA  01701-9172 

FAX:  (508)  628-3976 

TEL:  1-800-622-1108  or  (508)  875-6400 


MAX  imum 
N  E  T working 


Integration 

Engineering 

Management 

Maintenance 


bu  Need 
You! 


OPENING  THE  DOOR  TO  A  WORLD  OF  COMMUNICATIONS 


SWITCHING 


Centillion's  Speed  Switch  100  Offers 
Simultaneous  LAN-to-LAN,  LAN-to-ATM 
and  ATM-to-ATM  Switching,  to: 

•  Boost  capacity  of  your  LAN  Backbone 

•  Increase  Bandwidth  to  Servers 

•  Reduce  End-to-End  Network  Latency 

SCALABLE  ATM  BACKBONE 
LOWEST  END-TO-END  LATENCY 

Consolidate  Multiple  Backbone  Rings 
into  a  Single,  Multi-Gigabit 
Collapsed  Backbone,  and: 

•  Remove  Bottlenecks 

•  Simplify  Network  Management 

•  Reduce  Fiber  Strands 

MAXNET  is  your  Authorized  Network 
Integrator  for  Bay  Networks,  Inc. 

CALL  1-800-4-MAXNET 

(iPjMAXNET 

V-  V  communication  systems,  inc. 
Solutions  for  network  integration 


Speed  Switch™  100 


Before 


After 


SPEED 

SWITCH 

100 


155  Mbps 
ATM 


SPEED 

SWITCH 

100 


155  Mbps 
ATM 


""J  155  Mbps 
U'  ATM, 


SPEED 

SWITCH 

100 


COLLAPSED  BACKBONE 


Centillion 

NETWORKS  INC 


Border 


True  Internet  security  requires  a  complete  solu.  ion. 

The  most  secure  Firewall  in  the  industry,  Border Ware?  provides: 

Endorsement 
from  multiple 
independent 
security  testing  labs 


An  integrated  security 
engine/OS  combination 

Built  in  support  for 
authentication  and  encryption 


Transparent  proxies  and  application  gateways 

Flexible  features  such  as  address  translation 
and  user  defined  proxies 

Fully  integrated  Internet  servers 

(DNS,  Web,  SMTP/POP,  USENET,  and  FTP) 

Secure  Server  Net™  technology  to  securely  run  your 
commercial  Web  servers 


BorderWartr 
Firewall  Server 


JNfj 


YOUR  INTERNET  RUSINESS  PARTNER 

CALL  US  AT:  1-800-723-1166  visit  us  at:  http:// www.netpart.coni /  e-mail  us  at:  sales@netpart.com 

NetPartners,  Inc,  5060  Shoreham  Place,  Suite  200,  San  Diego,  CA  92122  619.622.8966 

Copyright  1995  NetPartners,  Inc.  NetPartners  logo,  "Your  Internet  Business  Partner*  are  registered  trademarks  of  NetPartners,  Inc.  BorderWare  is  a  registered  trademark  of  Border  Network  Technologies,  Inc. 
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Internet  Security 

Prevent  Unauthorized  Access 


Your  only 

DEDICATED  SOURCE 
FOR  LEADING  EDGE 
PRODUCTS  AND  SERVICES. 


Access  Control/Firewalls 

♦  Application  level  security 
t  Supports  all  Internet  Services 

Authentication 

t  Challenge-response  algorithm 
t  Advanced  optical  user  interface 

Encryption 

t  No  key  distribution  or  management 
e  High  performance  >12  Mb/s 


*  Transparent  to  end  users 
t  Powerful  auditing  and  alerting 


t  Over  one  million  sold 
t  User  replaceable  batteries 


#r  Application  level  encryption 
t  User  transparent 


Security  audits 
installation 
Integration 
Customization 
Training 


Call  now:  free  white  paper  on 

FIREWALL  AND  NETWORK  SECURITY  1  -800-325-9870 

THE  MAJOR  PROVIDER  OF  SECURITY  SOLUTIONS  TO  FORTUNE  2000*  TELECOMMUNICATIONS  ♦  GOVERNMENT  ♦  FINANCIAL  ♦  HEALTH  CARE 


Internet  Security 

info@  security,  com 
http://www.security.  com 
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to  .ting  with  a  Higher  Intelligence... 


GMM  Sync8Z/CCP™  for  the  PC 

Eight  channel  intelligent  communication  card 
using  Zilog’s ™  ZSSC30  or  Z8S230  SCCs  and 
Intel’s ™  i486SX  CPU. 

•  Shared  interrupt  scheme  for  up  to  8  cards  •  Full  modem  control  on  all  8  RS232  channels 

•  1-800-531-6145  for  Sales  assistance  •  3/4  length  XT-height  card 

•  Up  to  32  megabytes  of  memory  ♦  Non-volatile  memory 


GMM  Research  Corporation 

17500  Redhill,  Suite  250;  Irvine,  CA  92714 
Tel  (714)  752-9447  Fax  (714)  752-7335 
GMM  products  made  in  the  USA  I  1 
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GASH  PAID 


We  buy  and  sell  hi-speed 
LAN,  Internet  and  multimedia 
communication  hardware 
and  software 

Fax  your  list  to  Joe: 

@718/899-1019 


m  Net 

Digital  Warehouse 

Phone:  71  8/565-3033 

I  Circle  Reader  Service  No.  259  I 


XYPL 

EX 

NEW  &  REFURBISHED 

•  Authorized  R 

•  Full  Warrant 

•  Buy/Sell/Trac 

•  Entire  produc 
N9000  Hubs, 
4500/5000's 
modules,  15C 
plus  much  m 

1-800-8 

Fax:  612-832-0966 

eseller 

y 

le/Lease/Rent 

T  line  including 
Network  3000's, 
Chassis),  add-on 
0/1600  servers, 
ore! 

32-6539 

Voice:  612-832-9192 

COMMUNICATIONS 

Minneapolis,  MN  55439 

InteiLink 

5254  W.  74th  Street; 

NOVELL*  NETWARE*  PROM 

PRICES 

No.  USER 

Ver.  3.12 

Ver.  4.1 

5  user 

.  .  .$  435.00 

. $  435.00 

10  user  .... 

.  .  .$  995.00 

. $  995.00 

25  user 

.  .  .$1,325.00 

. $1,445.00 

50  user  .... 

.  .  .$1,845.00 

. $1,995.00 

100  user 

.  .  .$2,625.00 

. $2,775.00 

250  user  .... 

.  .  .$3,995.00 

. $4,445.00 

(Subject  to  resale/availability) 

*  Netware  SAA  V.1.3-B  /  16-session 

. $  950.00 

*  Netware  SAA 

v.2.0  /  64-session  .  . 

. $3,495.00 

*  Netware  HOSTPRINT  v.1.11  /  16-ses. 

. $  645.00 

*  Netware  Connect  v.3.0  /  8-Port  .  . 

. $1,245.00 

ETHERNET  CARDS  &  CONCENTRATORS 

100  Mbps  FAST  ETHERNET 

NE2000  COMBO  Comp  . 

_ $  28.00 

10/100  -  RJ-45 /ISA  _ 

. $  175.00 

3COM  -  3C509TP  (5-PK)  . 

_ $  86.00 

100  BTX  /  RJ-45  /  PCI  .  . . 

. $  225.00 

3COM  -  EISA  -  32  Bit  . 

_ $225.00 

8-Port  100BT- HUB  ... 

. $1,495.00 

DLINK  -  DE220T  . 

_ $  58.00 

12-Port  100BT- HUB  ... 

. $2,045.00 

DUNK  -  DE220CAT . 

_ $  72.00 

100BT  Repeater  -  1640  Ft. 

. $  595.00 

8-Port  1 0BT/BNC/AU1  -  HUB  .  . 

- $135.00 

100BT  -  RJ-45  Terminator  (pair)  .  .  .$  25.00  1 

16-Port  10BT  -  Wall  mount  HUB 

_ $265.00 

100VG  -  AnyLAN  /  PCI  . . . 

. $  195.00 

16-Port  10BT  -  Rack  mount  HUB 

_ $375.00 

100VG  6-Port  HUB . 

. $  945.00 

12-Port  SNMP  Intelligent  HUB  .  . 

$445.00 

1-800-373-2485 

Fax  1-714-768-1063  1 

■Bj  VANDY  MICRO  CORP. 

ASZGlL*  VISA  -  MC  -  A.E. 

NOVELL 

Circle  Reader  Service  No.  221 


RJE  "1“ 

3780  BSC  0S/2 

"Simply  the  best  DOS 

most  comprehensive 
product  of  it's  kind. "  NT 
"Excellent  support. " 

WIN 

0  Multi-platform  ■■  * 

53  Attended  or  unattended 
0  Flexible  script  language 
0  3780  RJE  client/server  ready 
0”  Up  to  32  concurrent  sessions 
0  Optional  programming  API 


Serengeti  Systems 

Austin,  Texas  •  Since  1988 

Free  Demo  Disk.  Sales:  800/634-3122. 

Ask  about  3770  RJE.  Fax:  512/480-8729. 
WWW:  http://www.realtime.net/~seren 


SNMP 

Edge™  Lite  Network 

SUPERVISOR 

SOFTWARE 

for  MS  Windows 

$249.00 

plus  tax  &  shipping 

SNMPc  from  Castle  Rock 
Computing  $749.00 

Call  for  our  catalog  of 
a  ffordably-priced 
SNMP  products 

The  SNMP  Workshop 
800-731 -SNMP  (7667) 


If  you  sell  LAN 
Equipment  or  Services, 
Network  World  has  145,347* 
subscribers  that  you  need  to  reach! 

Number  of  subscribers  who  are  involved  in  the  purchase  of  the  following  LAN 
products: 


Network  Test  Equipment .  82,216 

LAN  Storage  Device .  98,472 

SNMP  Network  Management .  59,204 

Cables,  Connectors,  Baiuns .  94,298 

Network  Adapter  Boards .  93,389 

Hubs/Intelligent  Hubs .  87,388 

LAN . 128,766 

UPS  .  89,202 

ATM  Switches .  48,508 


All  information  extracted  from  Dec.  1994  BPA  Audit  statement. 

Would  you  like  these  numbers  broken  down  by  site  purchasing  influence? 

Call  us,  we’ll  be  happy  to  send  you  our  Dec.  1994  BPA  Audit  statement. 

Advertise  in  the  Marketplace  and 
make  an  impact  on  your  sales! 

Call  1-800-622-1108  ext.  507 

*  Denotes  number  of  non-duplicated  responses  to  this  category,  recipients  may  have  checked  more  than  one 
sub-category. 


REFURBISHED 


SynOptics, 


Largest  Inventory  of  Refurbished  SynOptics  in  America! 

•  SynOptics  Trained  •  Proven  Track  Record 

•  SynOptics  Authorized  •  We  Stock  What  We  Sell! 

•  One  Year  Warranties  •  We  Buy  Used  Equipment 

Cabletron  NOVELL  IBM 
Proteon  Qcom  Wellfleet 


National  LAN  Exchange 

800-243-LANS 

I4IMVV.  «20N  Provo,  HI  )l4l.m  Voice  HOI -377-0074  FAX  H0 1 -177-00711 
Circle  Reader  Service  No.  231 


15  FDDI  RELIABILITY 
IMPORTANT  TO  YOU? 


FDDI  DUAL  BYPASS  SWITCH 


►  Protects  Against  FDDI  Station 

Failure  or  Power  Loss. 

►  Rack-Mount  Option  Available. 

►  Over  1 0,000  Units  Sold. 

►  Low  Quantity  Price  of  $650. 


•FIBEROPTIC*,  INC 


Tel:  (510)528-0427 
Fax:  (510)528-1519 


LAN/WAN  •  BUY/SELL 
FULLY  WARRANTEED 
NEW/REFURBISHED 


MODEMS 
DSU/CSU'S 
MULTIPLEXERS 
T-t  EQUIPMENT 
HUB,  BRIDGES,  ROUTERS,  ETC. 


PRODUCT 

DESCRIPTION 

PRICE 

AT&T 

ISN 

In  Stock 

Bay  Networks 

All 

Call 

Cabletron 

New  or  Used 

Call 

CISCO 

SPECIALISTS 

Fibermux 

8800  &  6600 

In  Stock 

Synoptics 

All 

Call 

|  We  carry  all  manufacturers,  call  John,  ext.  101.  \ 

Circle  Reader  Service  No.  222 


402-691-8548. 

Fax  Line. 

ZZH 


— 

EMAIL#  -  BUYMEMORY@AOL.COM 
EMAIL#  -  102053.2540@CQMPUSERVE.COM 


Circle  Reader  Service  No.  262 
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Advertise  in  the 
Marketplace  and 
watch  your  sales 
come  pouring  in! 


Reserve  your 
space  today! 

Call  Direct  Response 
Advertising. 
1-800-622-1108 


SAVE  50%  &  MORE  ON  MOST  PRODUCTS 

BUY/SELL/NEW/USED 

nzn  rent  ico  I 

Reconditioned  With  Warranty 

Modems  •  Multiplexers  •  T-1 
CSU/DSlI’s  •  Channel  Banks 

CSU/DSU,  ALL  RATE,  V.35/RS232 . $99 

Newbridge  Channel  Banks . $3995 

Micom  Marathon  IK,  5K,  10K . 50%  off 

AT&T  CSU/DSU  NEW! . $275 

T-lCSU’s . $359 

CSU/DSU  56KBPS,  V.35 . $195 

Telco  Systems  Channel  Banks . $2995 

Newbridge  3600  Modules . CALL 

Datatel  DSU/CSU  56KBPS . $375 

AT&T  Channel  Banks . $2995 

Stat  Muxes  4, 8, 16, 32,  port . LOW 

T-1  CSU/DSU  V.35 . $895 

Channel  Bank  Rentals . $299/month 

|  METROCOM 1 

(800)  364-8838  or  (713)  783-8838  S 
FAX  (713)  783-8832  24  HRS  = 
http://WWW.IO.COM/-METROCOM 


Circle  Reader  Service  No.  220 


INFORMATION  DATA 
PRODUCTS  CORE 

Modems 

Multiplexers 

DSU/CSUs 

T-l/FT-1 

Voice/Data 

Bridges/Routers 

New  -  Refurbished 
"Data  Communications 
Specialists" 

1-800-362-3770 

wan-info@planet.net 

http://www.planet.net/idpc 


Circle  Reader  Service  No.  217 


ATM 

Software  Development 


Call  us  for  assistance  in 
Developing  ATM  software 

•  DXI,  IISP,  ILMI 

•  LAN  Emulation 

•  UNI,  PNNI 

•  IP  &  ARP  over  ATM 

We  also  provide  source  code 
licensing  for  internetworking 
software 

•  BSC/X.25  over  IP  Backbone 

•  TN3270E 

•  IBM3172  Channel  Protocol  over  IP 

•  SNA/X.25  Protocol  Stacks 


Digital  Technology 
1-800-617-1466 

Your  partner  in  networking 

Tel :  61 7-229-9797  Fax :  61 7-229-7979 
email:dtix@bluesky.net 
I  Circle  Reader  Service  No.  272  I 


Refurbished 

Cisco  Systems 


Save  <40°lo  to  70°/o  on  Refurbished  Cisco 
Equipment  and  Get:  Quicker  Delivery 

•Whole  units  &  upgrades  •Configuration  &  installation  assistance 

•All  units  tested  &  warranteed  •  Various  WAN/LAN  cables  available 


Also  Provide:  Synoptics 
3COM 
GDC 


Codex 

ATT/Paradyne 

Racal-Milgo 


Timplex 

Micom 

UDS 


ASK  US  ABOUT  OUR  DATA 
COMPRESSION  OPTION  FOR 
MOST  CISCO  ROUTERS 


CS01J  586-3Q7Q  ext. 2 

Fax:  (201)  586-3080 
Circle  Reader  Service  No.  229 


Hot  Off 
the 

Press... 


Network  World  Delivers 
Quality  Leads!!! 

Contact  Direct  Response  Advertising 
for  details  800-622-1108 


I  LAN  -  WAN  -  NEW  -  USEPl 


3COM...SMC...CISCO...NETWARE...PROTEON...SYNOPTICS...CABLETRON...NETWORTH 


Largest  New/Used  3Com  Inventory  Anywhere! 


3Com  NEW/USED  3Com  NEW/USED 
MULTICONNECT  FILE  SERVERS 
CS/CS1/IB1-3  BICC/ISOLAN 
NETBUILDER  l-ll  LINKBUILDER 


NETWORTH  (U) 

4000/10 . 

.$1600 

4000/3 . 

...$500 

UTPM  12 . 

...$500 

4000/ENT . 

..CALL 

VLAN  TRBO  . 

...$125 

4000/SAT . 

..CALL 

MORE! . 

..CALL 

PROTEON  (U) 

CNX500 

..$3000 

P41 16 ... 

....$350 

P41 18 ... 

....$400 

P41 19 ... 

....$750 

P7102... 

....$400 

P1390 ... 

....$125 

MORE!.. 

...CALL 

SYNOPTICS  (U) 

3000-01 

...$900 

2813-04 

...$850 

3030-0  .. 

...$400 

3512 . 

...$500 

3002 . 

...$450 

3514ST . 

$1750 

MORE!.. 

..CALL 

3Com  1 0-BASE  T  HUBS 

1627-0  12-port. 

...$275 

1627-1  12-port. 

...$500 

1637-1  24-port. 

...$875 

1603-0  SNMP  .. 

...$350 

16670  12  port... 

...$575 

16671  24  port... 

...$925 

MORE! . 

..CALL 

3Com  NEW/USED 
NETWORK  CARDS 
BRIDGE  COMM. 
SOFTWARE 


CABLETRON  (U) 


THMIM . $500 

TPTMIM . $600 

MT8MIM . $400 

IRBM . $750 

MMAC3 . $250 

MT800 . $225 

MORE! . CALL 


NETWARE 


#  of  users  3.12  4.1 

5  $485  $495 

10  $1075  $1075 

25  $1475  $1475 

50  $1875  $1875 

100  $2675  $2675 

250  $4675  $4675 


NEW  NETWORK  INTERFACE  CARDS 


3Com  SMC  INTEL  NOVELL  CLONE 


16  BIT  CX/TP 

85 

80 

80 

80 

50 

16  BIT  COMBO 

110 

105 

105 

105 

55 

32  BIT  CX/TP 

195 

225 

225 

425 

80 

TOKEN  16/4MB  250 

250 

250 

250 

250 

ERGONOMIC  INC. 

47  Werman  CT. 
Plainview,  NY  11803 
516-293-5200 
FAX:  516-293-5325 


WE  BUY  &  SELL  USED  LAN/WAN  EQUIPMENT  •  CALL  FOR  PRICING! 

EEira  800-AKA-3Com  (800-252-3266)  U=Used 

I  Circle  Reader  Service  No.  271  I 


BBN  Planet 

(800)  472-4565  National 
net-info@bbnplanet.com 

Leased  Lines,  Frame  Relay, 

Web  Services,  Security  Services 

NETCOM  Online  Comm. 

(800)  353-6600  National 
info@netcom.com 

SLIP,  PPP,  Shell,  Leased  Lines, 
UUCP,  Frame  Relay 

CERFnet 

(800)  876-2373  National 
sales@cerf.net 

WEB  Servers,  SLIP,  PPP,  Leased  Lines, 
ISDN,  SMDS,  ATM,  Frame  Relay 

New  York  Net 

(718)  776-6811  NY/NJ/CT/PA/MA 
sales@new-york.net 

SLIP,  PPP,  Leased  Lines,  Tls, 
Frame  Relay,  10Mbps 

Cyberports 

(800)  916-7678  California 
info  @  cyberports .  net 

Leased  Lines,  ISDN,  SMDS, 

Frame  Relay 

SuperNet  Inc. 

(303)  296-8202  Colorado 
info@csn.net 

SUP,  PPP,  ISDN,  UUCP,  Frame  Relay, 
Tl,  Web  Dev.  Training/Consulting 

DATABANK,  Inc. 

(913)  842-6699  National 
accounts@databank.com 

SLIP,  PPP,  Shell,  Leased  Lines,  ISDN, 
UUCP,  Frame  Relay,  WEB  Servers 

US  Cyber 

(715)  387-1700  National 
info@free.org 

SLIP,  PPP,  Shell,  World  Wide  Web, 
UUCP,  Frame  Relay,  Leased  Lines 

Digital  Express  Group 

(800)  969-9090 
http://www.digex.net 

SLIP,  PPP,  Shell,  Leased  Lines, 
SMDS,  Frame  Relay,  Servers 

UUNET  Tech.  (AlterNet) 

(800)  258-9690  National 
info@uu.net 

Web  Srvrs,  Frame  Relay,  ISDN,  PPP, 
Leased  Lines,  Security,  SLIP,  UUCP 

IBM  internet  Connection 

(800)  455-5056  National 
globalnetwork@info.ibm.com 

SLIP,  Leased  Lines 

For  information  on  listing  your  service  here,  contact  Direct  Response 
Advertising  Department  at  800-622-1108  x507,  schin@nww.com 


NEW  REFURBISHED  BUY  SELL  NEW  REFURBISHED  BUY  SELL 

i 

1 

■ 

1 

VISI  Communications 

iationwide  Services  •  24-Hour  Technical  Support 

CNE  Services  •  Trade-In  Credit 

WAN  Products 

Distribution  Products 

LAN  Products 

Adtran 

Codex 

Speetron 

Bay  Networks 

AT&T  Paradyne 

Datatel 

Symplex 

Cisco 

BAT 

GDC 

Tellabs 

Cubix 

Digital  Link 

IBM 

Tiineplex 

Develcon 

INC 

Micom 

UDS 

Invision 

Micom 

Racal  Milgo 

Vitalink 

Lannet 

NET 

Newbridge 

Verilink 

Specialized  Products 

Livingston 

Multi  Access 

Xyplex 

Refurbished 

Cisco  Systems 

AGS+,  2500’s,  4000’s,  7000’s 

Data,  Voice  &  Video  Networking 
7  Waterloo  Road,  Stanhope,  NJ  07874 
800-866-3282  •  201-347-3349  •  FAX  201-347-7176 
_ http://www.msic.com 


NEW  REFURBISHED  BUY  SELL  NEW  REFURBISHED  BUY  SELL 
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October 


Reader  Service 


Use  this  coupon  or  prepaid  post  card  in  the  October  2nd  and  October  16th  issues. 
Circle  reader  service  numbers  of  ads  that  interestyou  and  complete  the 
information  below. 

Mai!  to:  Network  World,  PO  Box  5090,  Pittsfield,  MA  01203  or 
FAX  Network  World  at  413-637-4343 
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FaxNET 

Free  Fast  Information  about  the  following  advertisers. 

•  Call  1-800-664-8271,  wait  for  prompt,  follow  instructions. 

•  Key  in  advertisers  "5"  digit  number  listed  below. 

•  You  will  receive  requested  information  within  minutes. 

COMPANY  PIN 

CNT/Brixton  Systems  Inc.  (3270) . 34210 

CNT/Brixton  Systems  Inc.  (PU2.1)..... . 34550 

Dataprobe  Inc . 34080 

Network  Dimensions . . . 30020 

Outlinklnc . 34600 

TyLink . 34580 

Complete  index  of  advertisers . 99999 


Connectivity -Circle  #109 


MANAGE  ACCESS  TO  SNA  APPLICATIONS. 

GET  MORE  FROM  3270  EMULATION. 

FROM  ANY  PLATFORM. 

AND  PAY  LESS. 

Trying  to  manage  access  to  SNA  applications? 
Then  use  the  most  manageable  and  the  most 
open  SNA  server — the  BrxPU2. 1  SNA  Server 
from  CNT/Brixton  Systems. 

This  powerful  software  gateway  is  the 
first  and  only  cross-platform  solution  for  all 
your  open  clients. 

►  Centralizes  configuration  and  management, 
reduces  costs,  and  increases  operational 
control. 


The  Cross  Platform 
Leader 

Brixton  connectivity 
solutions  run  on: 
SunOS  ■Solaris  2.x 
IBM  AIX  ■  HP-UX 
Digital  UNIX 
SCO  UNIX  ■UnixWare 
Silicon  Graphics 
Windows  NT 


►  Provides  SNMP  manageability 
without  the  mainframe  over¬ 
head — security,  point-click,  audit 
trails,  charge-back  and  more 

►  Runs  on  virtually  any  Unix  plat¬ 
form,  plus  Windows  NT 

►  No  vendor  lock-in 


►  Distributed,  fault-tolerant  archi¬ 
tecture  with  load-balancing 

►  Scales  to  thousands  of  users 

►  Easily  migrate  current  mainframe  policies  to 
Open  Systems 

Find  out  how  Brixton's  software  gateway/server 
can  help  you  ease  the  transition  to  Open 
Systems.  Call  today  for  complete  information. 


BRIXTON 


When  other  client  software  has  "hit  the  wall", 
the  Brx3270  from  CNT/Brixton  Systems  is  just 
getting  started.  Our  emulation  tools  give  you 
all  the  features  you  want  for  less  than  the  lead¬ 
ing  alternatives: 


►  Full-featured  toolbar  facility  with  multiple 
toolbars,  pop-up  help  and  more 

►  Configure  multiple  hotspots  for  any  function 


"Drag  and  drop"  keyboard  mapping  to 
support  any  keyboard 


►  Define  macros  with 
Brixton’s  BASIC  language  to 
automate  common  tasks 

►  File  transfer  and  TN3270E 
Telnet  print  support 

►  Cut  and  paste  between  applications 

►  Scalable  fonts  and  up  to  16.7  million  colors 

►  GDDM  support  for  full  graphics 

►  TN3270  support  for  use  with  any  gateway 

►  API  developer's  kit  for  custom  interfaces 

Brixton  clients  work  across  all  platforms,  from 
most  Unix  workstations  to  Windows  PCs,  so 
you  reduce  your  costs,  simplify  management 
and  training,  and  get  one  "look  and  feel"  for 
your  whole  enterprise. 

Call  today  for  complete  information. 


1-f 

0  ( 

)  -  2  7  4 

1-  9  8  6  6 

Computer  Network  Technology,  125  CambridgePark  Drive,  Cambridge,  MA  02140  USA 


(http://www.cnt.com) 

All  trademarks  are  the  prop¬ 
erty  of  their  respective  owners. 


Code  Controlled  Switching -Circle  #110 


StrInq  AIarm 
CodE  SwiTch 
Data  Trap 


No  matter  what  you  call  it,  Dataprobe  has 
the  product  that  does  the  job  for  you. 


When  ACTION  is  required;  triggered  by 
a  data  code,  call  the  code  that  gets 
RESULTS . 201-967-9300 

Port  SeIector  Dataprobe;  When  Every  Bit  Counts.  ^ 

Stunt  Box  ??  —  o' 


<y 


N 


Nov 


o 


□  II 


lllp!^ 

o  o  o  o  o 

ID1D10 


I 

MATCH  CODE 

i 

TAKE  ACTION 


A/B  Switch  Power  ON/OFF  Page  Re-Boot  Back-up  Alarm  Report 


dataprobe^) 


11  Park  Place  /  Paramus,  New  Jersey 
201-967-9300  Fax:201-967-9090 


Internet  Security/Market  Research  -  Circle  #111 


The  Firewall  Report 


THE  MOST  COMPREHENSIVE  RESOURCE  AVAILABLE 


WHAT'S  INCLUDED: 


•  Over  40 
Product  Profiles 

•  Over  40 
Supplier  Profiles 

•  Comparative  Charts 

•  Over  500  pages  of 


BENEFITS: 


Detailed, 
objective 
due  diligence 
Saves  months  of 
market  research 
Expedites  the  decision 


structured  information  making  process 


EDR  MORE  INFORMATION  AND  ORDER  PLACEMENT: 


Toll  Free:  800.242.9639  •  Phone:  516.759.5000 
Fax:  516.674.2458  •  e-mail:  firewalls@outlink.com 
URL:  http://www.outlink.com 


Outlink,  Inc.,  49  Glen  Head  Rd.,  Glen  Head,  NY  1 1545 
©1995  Outlink,  Inc.  All  Rights  Reserved. 


Internetworking/Pigital  Access  -  Circle  #112 


T-l  DSU/CSUs 


2-port  DSU/CSU  for  T  1/FT  1  applications 

^  1  PBX  port  and  1  data  port 
^  Flash  download 

>  Supports  +24/-48  VDC  and  110/220  VAC 


1-port  DSU/CSU  for  T  1/FT  1  applications 

Data  rates  of  56  Kbps,  to  1.536  Mbps. 

^  Ideal  for  router  applications 
Compact  size 

Comprehensive  diagnostics 
The  TY  3400  and  ONS  150  come  with  a  standard  5-year  warranty  and  feature  no  charge,  next-day  replacement  for  6  months. 


ISPN/Frame  Relay/X.25  Access  Circle  #113 


How  can  you  substan 
your  X.25  network  acce 


Install  an  ISDN-X.25 


u 

u 

Host 

Benefits: 

✓  Reduced  monthly  X.25  network  access  bill 

✓  Completely  digital  service  at  up  to  16Kbps  over  ISDN  lines 

✓  No  changes  to  your  application  —  Plug  &  Play 


I 


Ask  about  our  Frame  Relay  &  X.25  Access  products 


Z 


microtronix 

200  Aberdeen  Drive,  London,  Ontario,  Canada  N5V  4N2 
Tel:  (519)  659-9500  Fax:  (519)  659-8500  Tlx:  064-5642 


[Network  Design  &  Documentation -Circle  #114 


The  “COMPLETE”  software  for  network 
planning,  documentation  and  display 


Connectivity  diagrams  for  all  topologies  from  WANs,  MANs  to  LANs 
Integrated  database  for  reports  and  analysis 
Real-time  displays  plus  APIs  for  front-end  integration 


LANs  -  Track  PCs  and  equipment 


Database 


WANs  -  Track  and  price  circuits 
fSSHPS 


N 


D 


Seminars 


NetworkWorld 


Technical  seminars 


FUNDAMENTALS  OF  NETWORKING 
&  DATA  COMMUNICATIONS 

October  1995  -  April  1996 

INTERNETWORKING: 

Designing  LANs,  WANs  &  Broadband  Networks 

October  1995  -  March  1996 

FOR  MORE  INFORMATION 

CALL  1-800-643-4668 

OR  FOR  A  COMPLETE  SEMINAR  OUTLINE  DIAL  OUR 

FAX-BACK  INFORMATION  LINE  AT  1-800-756-9430 

(Code  #90  -  Fundamentals,  Code  #80  -  Internetworking) 


Graf  BASE  for  Networks  offers... 

Multiple  layered  views  •  Geographical  zoom 

Smart  objects  •  Lat/Long  placement 

Professional  world  wide  maps  •  NPA/NXX  data 

Circuit  costing  •  Reports  &  Tables 

Price  starts  at  $595.  plus  map  data  options 

Network  Call  today  for  a  FREE  demo  disk 

Dimensions,  Inc.  (408)  366-8444 

1600  Saratoga  Ave.  # 403-281 ,  San  Jose,  CA  95129  Email:  Grafbase@Product.com 


To  order  or  obtain  more  information,  please  call  1-800-828-2785  ext.  620 
or  508-285-0033  ext.  620,  or  FAX  508-285-2738. 
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News 


Microsoft 

Continued  from  page  1 

the  company  is  pushing  new  Web 
servers  and  a  browser  with  which 
it  hopes  to  dethrone  Netscape 
Communications  Corp.,  Open 
Market,  Inc.  and  other  Web  pow¬ 
erhouses. 

It  might  work. 

Microsoft  may  be  able 
to  quickly  capture 
market  share  by  giving 
its  browser  away  for 
free  and  bundling  its 
Web  software  into 
Windows  NT  Server, 

Johnson  said. 

One  analyst  con¬ 
curred,  saying  that 
Microsoft  will  launch 
the  NT  Server/Web 
bundle  next  year. 

“This  will  allow  them  to  create  a 
critical  mass  of  users  rather 
quickly,”  saidjohn  Robb,  analyst 
with  Cambridge,  Mass.-based 
consultancy  Forrester  Research, 
Inc.  What’s  good  for  Microsoft 
might  not  be  best  for  all. 

Users  will  eventually  pay  the 
price,  getting  fewer  choices,  if 
competition  is  eliminated,  John¬ 
son  noted. 

Microsoft  is  also  proposing  an 
array  of  Internet  multimedia  and 
security  standards  to  govern  elec¬ 
tronic  commerce,  Allchin  said. 
Simultaneously,  Microsoft  is  dis¬ 
daining  technologies  its  compet¬ 
itors  already  have  developed, 
such  as  Sun  Microsystems,  Inc.’s 
Java  language  for  the  Web. 

Microsoft’s  image  may  be  the 
firm’s  worst  enemy.  “There’s  a 
lot  of  anti-Microsoft  sentiment  in 
the  way  they  attempt  to  domi¬ 
nate  the  market,”  said  Andy 
Schwab,  vice  president  at 
Raleigh,  N.C.-based  consultancy 
Trinet  Services,  Inc.,  which  man¬ 
ages  First  Union  Bank’s  Web 
secure  server  for  accepting 
credit  card  applications.  “The 
Internet  tends  to  support  tech¬ 
nology  by  popular  demand,  and 
I  don’t  think  Microsoft  under¬ 
stands  that,”  Schwab  said. 

But  the  firm  is  undaunted. 
“Virtually  every  group  at  Micro¬ 
soft  is  involved  in  relating  its 
products  to  the  Internet  in  some 
way,”  said  Mike  Conte,  Micro¬ 
soft’s  group  manager  of  the  per¬ 
sonal  systems  division. 

Microsoft  also  has  its  eyes  on 
the  electronic  commerce  prize. 
Last  week,  Visa  International, 
Inc.  and  Microsoft  jointly  pub¬ 
lished  the  Secure  Transaction 
Technology  (STT)  spec  used  to 
pass  encrypted  credit  cards  from 
Web  browser  to  server  and  into 
existing  bankcard  verification 
networks  worldwide. 

STT  trumps  the  Netscape 
security  standard  called  Secure 
Sockets  Layer  (SSL),  which  only 


handles  data  encryption 
between  the  browser  and  server, 
pointed  out  John  Pescatore,  an 
analyst  with  Vienna,  Va.-based 
IDC  Government.  “Visa  has 
this  well-thought-out,”  Pesca¬ 
tore  said.  “And  where  the  big 
guys  go,  the  rest  will  follow  in 
electronic  commerce.” 

MasterCard  Interna¬ 
tional,  Inc.  declined  to 
endorse  STT,  accusing 
Visa  of  backing  away 
from  a  commitment  the 
two  had  to  develop  a 
common  standard. 

Netscape,  which  plans 
to  proceed  in  issuing  its 
own  end-to-end  credit 
card  security  spec  with 
MasterCard  later  this 
fall,  warned  that  joining 
the  Microsoft-Visa  camp 
will  mean  turning  electronic 
commerce  into  a  tollbooth  for 
Microsoft. 


Costs 

Continued  from  page  1 

vides  a  window  into  a  shared- 
LAN  segment,  each  switch  port  is 
essentially  its  own  LAN. 

Therefore,  many  of  the  man¬ 
agement  tools  used  in  shared 
environments  —  such  as  the  cur¬ 
rent  version  of  Network  General 
Corp.’s  Sniffer  —  will  become 
obsolete  in  the  switch  world, 
forcing  managers  to  get  new 
tools. 

Ram  Das  Rao,  manager  of  net¬ 
work  systems  at  Boston  Univer¬ 
sity,  said  the  lack  of  good 


“We  are  putting  our  spec  out 
in  source  code  we  will  license  for 
free,”  said  Mike  Homer,  Net¬ 
scape’s  vice  president  of  market¬ 
ing.  “But  Microsoft  is  only 
publishing  the  spec  and  licens¬ 
ing  the  source  code  for  a  fee.” 

Some  analysts  predicted 
there  will  be  a  backlash  to  Micro¬ 
soft’s  insistence  on  licensing 
STT.  “That’s  Microsoft’s  old 
business  model  rearing  its  ugly 
head,”  said  Michael  Sullivan- 
Trainor,  an  analyst  at  Framing¬ 
ham,  Mass.-based  research  firm 
International  Data  Corp. 

There  are  relatively  few  busi¬ 
nesses  on  the  Internet  today  that 
use  secured  Web  servers  to  pro¬ 
cess  credit  card  transactions.  But 
those  that  do  expressed  dismay 
at  being  caught  in  the  cross  fire 
of  a  standards  battle. 

“It’s  not  in  anybody’s  best 
interest  to  have  two  standards,” 
said  Scott  Randall,  general  man¬ 


management  tools  makes  it  hard 
for  him  to  tell  if  he  is  getting  what 
he  paid  for  with  switching. 
“There  aren’t  any  tools  that  let 
me  see  how  the  switched  traffic 
flow  is  different  than  the  shared 
environment.  So  I  can’t  really 
tell  if  the  switches  have  helped 
solve  my  net  performance  prob¬ 
lems,”  he  added. 

As  customers  implement 
switching,  they  can  expect  to 
spend  more  time  on  network 
modeling,  traffic  analysis,  end- 
to-end  net  monitoring  and  trou¬ 
bleshooting. 

And  one  capability  analysts 


Vendor  view 

Vendors  are  responding  to  the  need  for  top-notch  manage¬ 
ment  devices  by  readying  critical  management  tools  and 
applications  for  their  switch  products. 

For  example,  Cabletron  Systems,  Inc.  is  developing  its 
SecureFast  Management  Application — which  will  initially  run  on 
top  of  Spectrum  and,  later,  on  othervendors’  netmanagement 
platforms — to  control  a  switched  network  and  a  shared  network 
from  one  management  console.  This  affects  training  costs  as  well 
as  total  cost  of  ownership,  according  to  Wade  Appelman,  product 
marketing  manager  at  Cabletron. 

‘  ‘  If  you  o  nly  have  to  train  net  managers  to  learn  one  manage¬ 
ment  application  to  control  your  switched  and  shared  nets,  that’s 
a  big  savings,  ’  ’  Appelman  said.  “Plus,  since  you  are  only  using  one 
product,  you  will  only  have  to  pay  one  vendor’s  support  fee. 

One  analyst  said  BayNetworks,  Inc.  will  also  provide  users  with 
rich  management  features.  For  example,  Bay  plans  to  add  the 
Switchman  management  application  to  its  Optivity  platform,  said 
Nick  Lippis,  president  of  Strategic  Networks  Consulting,  Inc.  in 
Rockland,  Mass.  Also,  Lippis  said  Bay  is  building  Remote  Monitor¬ 
ing  into  its  switch  devices  as  well  as  developing  virtual  LAN  man¬ 
agement  tools. 

Lippis  added  that  3Com  Corp.  and  Cisco  Systems,  Inc .  are  mak¬ 
ing  investments  in  netmanagement,  but  he  thinks  they  are  trail¬ 
ing  now  in  the  market. 

“Those  vendors  that  choose  to  lead  in  network  management 
will  garnish  the  most  market  share  and  offer  the  clearest  differen¬ 
tiation  to  help  people  transition  from  shared  LANs  to  switched 
networks,”  Lippis  said. 


Randall’s  firm  is 
caught  in  the  midst  of 
a  standards  war  on 
thelnternet. 


HOW  MICROSOFT  PLANS  TO  RULE  THE  'NET 

►  By  pushing  Web  browsers  Explorer  1.0  and  the  upccm  r.g !.;  ,;>lorer2.0.  which  only 
run  on  Windows  95.  These  browsers,  aimed  squa. ely  at  Net;  mm  dial  the  Internet 

directly  through  The  Microsoft  Network. 

►Through  a  proposed  Internet  video  and  sound  si 
multimedia  playback  on  Web  sites. 


► 


By  proposing  security  specifications,  one  called  Secure  Transaction 
Technology  (STT)  for  end-to-end  handling  of  Visa  credit  cards  and 
another  dubbed  Private  Communication  Technology 
(PCT)  for  server  authentication  and  encryption. 


i 


►  With  its  Catapult  security  tool  kit,  which  can  implement  security 
features  at  any  Web  site. 

►  With  the  Internet  Assistant  add-on  to  Microsoft  Word 
that  converts  Word  files  to  HTML. 


►  By  offering  Blackbird  programming  tools  to  prepare  content  for  Web  sites,  now 
out  in  beta. 

►  With  new  Windows  NT  Web  servers,  one  called  Gibraltar  that  lacks  encryption 
features.  A  second  merchant  transaction  server  uses  the  PCT,  STT  and  S-HTTP 
security  specs.  The  nonsecure  Gibraltar  is  currently  in  beta.  No  shipping  dates 
have  been  announced. 


ager  at  NECX  Direct,  which  sells 
computer  hardware  and  soft¬ 
ware  to  corporate  accounts  and 


individual  consumers  by  process¬ 
ing  credit  cards  through  a 
secured  Web  server.  ■ 


said  will  be  essential  for  users  to 
effectively  manage  a  switched 
environment  is  RMON,  a  Simple 
Network  Management  Protocol 
technology  for  managing  re¬ 
mote  network  devices  from  a 
central  site. 

RMON  products  could  help 
save  users  money,  according  to 
one  analyst,  who  figures  that  run¬ 
ning  a  switched  network  with 
RMON  will  allow  users  to  signifi- 
candy  reduce  the  size  of  their  IS 
staff. 

According  to  Nick  Lippis, 
president  of  Strategic  Networks 
Consulting,  Inc.  in  Rockland, 
Mass.,  people  costs  account  for 
the  lion’s  share  of  the  overall 


Gogan  says  paying  more  for  sophisticated 
switches  now  will  save  him  more  later. 


campus  network  budget  at  37% . 

“RMON  might  be  able  to  cut 
the  manpower  down  by  about 
one-third,”  he  said. 

In  addition  to  tools  for  moni¬ 
toring  switched  LAN  segments, 
users  will  need  tools  to  group 
those  same  segments  together 
logically,  irrespective  of  physical 
location.  So  virtual  LAN  man¬ 
agement  and  configuration  sup¬ 
port  will  be  important. 

While  users  will  need  to  invest 
in  sophisticated  management 
tools  in  order  to  maintain 
switched  nets,  analysts  said  they 


Maaskant  says  the  combination  of  LAN 
switching  and  good  management  tools 
could  save  her firm  money. 


will  be  worth  the  price.  “Users 
should  value  net  management 
and  be  willing  to  pay  more  for 
[it],”  Lippis  said.  “Users  will  get 
a  return  on  their  investment  by 
not  having  a  large  staff  managing 
and  running  the  network.” 

A  Cabletron  Systems,  Inc. 
switching  hub  user  said  avoiding 
the  need  to  hire  additional  IS 
people  would  save  her  big  bucks. 
“If  I  had  to  hire  new  staff  mem¬ 
bers,  it  would  have  cost  me  an 
average  of  $40,000  per  head,” 
said  Barbara  Maaskant,  director 
of  IS  at  the  Rollins  School  of  Pub¬ 
lic  Health  at  Emory  University  in 
Atlanta. 

Jim  Gogan,  director  of  com¬ 
puting  and  networking  systems 
at  the  University  of  North  Caro¬ 
lina  at  Chapel  Hill,  is  also  migrat¬ 
ing  to  switching  and  said  he 
figures  that  paying  more  for  a 
switch  with  sophisticated  man¬ 
agement  features  may  prove  to 
be  more  cost-effective  in  the  long 
run. 

“You  must  have  the  tools  to 
look  at  real-time  network  utiliza¬ 
tion;  otherwise,  you’ll  have  to 
spend  too  much  time  trying  to 
figure  out  problems  —  which 
will  obviously  affect  network  pro-  j 
ductivity,”  he  said.  ■ 
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News. 


Satisfying  its  switch  itch 


Cisco  has  acquired  a  potent  collection  of  switching  products. 


Sept.  1993 

Scoops  up  Crescendo,  an  Ethernet  workgroup 
switch  maker,  for  about  $90  million. 


i 


1993 


1994 


Oct.  1994 

Snatches  Ethernet  switch  leader 
Kalpana  from  under  IBM’s  nose 
foraround  $207  million. 


Dec.  1994 - - - 

Shells  out  about  $  120  million  to  buy  LightStream, 
an  ATM  WAN  switch  vendor,  from  BBN  and  UB 
Networks. 


Sept.  1995 


Announces  plans  to  buy 
Grand  Junction  for 
approximately  $348  million. 


AT&T 

Continued  from  page  6 

the  term  plan  without  penalty,  so 
long  as  the  user  had  maintained 
its  volume  commitments. 

AT&T  said  the  affected  term 
plans  included  Tariff  1 2  options, 
contract  tariffs  and  regular  term 
plans  for  most  outbound  and 
inbound  sendees.  Users  of 
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AT&T’s  nearly  3,000  contract 
tariffs  in  particular  enjoy  large 
discounts  on  regular  AT&T  rates 
but  have  been  subject  to  rate 
swings  even  during  the  life  of  the 
contract. 

But  some  observers  had  diffi¬ 
culties  with  the  plan.  For  exam¬ 
ple,  even  if  a  user  decided  to 
leave  a  term  plan  without  pen¬ 
alty,  the  60-day  limit  adds  pres¬ 
sure,  said  one  longtime  ne¬ 
gotiator  for  users  who  asked  not 
to  be  identified.  “It’s  not  exactly 
bargaining  from  strength  if  you 
have  to  go  to  another  earner.” 

Customers  were  wary,  as  well. 
AT&T  giving  itself  the  choice  as 
to  whether  to  grandfather  rates 
or  give  users  the  option  to  termi¬ 
nate  “sounds  like  a  bad  deal 
[because]  60  days  is  no  time  at 
all”  to  come  up  with  a  contact 
with  another  carrier,  said  Bob 
Neumann,  director  of  global 
networking  at  Visa  Interna¬ 
tional,  Inc.  in  San  Francisco. 

And  in  a  statement  that  left 
observers  scratching  their  heads, 
Salemme  said  that  “underlying 
tariffs”  would  not  be  affected  by 
the  guarantee.  Skeptics  said  that 
leaves  open  the  possibility  that  a 
user  with  a  contract  tariff  offer¬ 
ing  discounts  to,  for  example, 
AT&T’s  popular  Software-De¬ 
fined  Network  (SDN)  could  still 
be  affected  by  increases  in  SDN 
rates.  This  despite  the  guarantee 
against  changes  in  “rates,  terms 
and  conditions.” 

Senior  Editor  Joanie  Wexler  con¬ 
tributed  to  this  story. 


IBM 

Continued  from  page  1 

Other  backers  include  Digital 
Equipment  Corp.,  Bell  Com¬ 
munications  Research  and  Sea¬ 
gate  Enterprise  Management 
Software. 

“The  inability  to  manage  cli¬ 
ent/server-based  applications  is 
the  single  biggest  inhibitor  to” 
developing  and  deploying  them, 
said  Leo  Cole,  IBM’s  manager  of 
systems  management  and  global 
design. 

IBM  is  addressing  this  prob¬ 
lem  in  a  new  SystemView  applica¬ 
tion  and  agent  software  com¬ 
bination  that  would  let  net  man¬ 
agers  monitor  and  control  the 
performance  of  applications  dis¬ 
tributed  across  the  enterprise. 
Cole  said  the  application  would 
run  on  any  platform  and  gather 
data  from  distributed  agents  in 
remote  applications. 

Grab  your  tool  kit 

IBM  is  also  developing  a  tool¬ 
kit  that  would  let  users  embed  a 
performance  management  “ap¬ 
plet”  in  homegrown  applica- 


Cisco 

Continued  from  page  1 

The  Grand  Junction  buy  also 
adds  muscle  to  the  CiscoFusion 
switched  internetwork  migration 
strategy,  which  is  based  on  using 
a  combination  of  switches  and 
routers. 

“We’ve  avoided  [desktop 
switching]  for  some  time,”  said 
Jayshree  Ullal,  Cisco’s  director  of 
marketing.  “But  now  CiscoFu¬ 
sion  extends  beyond  the  back¬ 
bone  and  workgroup  to  the 
desktop.” 

Grand  Junction  offers  a  line 
of  devices  dubbed  FastLink  that 
provide  dedicated  10M  bit/sec 
bandwidth  to  the  desktop.  They 
also  connect  clients  to  servers, 
backbone  hubs  and  switches  via 
shared  or  switched  100M  bit/sec 
links. 

At  $  1 50  to  $400  per 
port  and  with  support 
for  one  to  1 ,000  media 
access  control  (MAC) 
addresses,  the  Fast- 
Link  line  is  optimal 
for  supporting  desk¬ 
top  applications,  Ullal 
said. 

Cisco’s  Kalpana 
switches  also  support 
dedicated  10M  bit/ 
sec  to  the  desktop  and 
an  optional  100M  bit/ 
sec  uplink.  But  they 
are  priced  at  $375  to 
$600  per  port,  can  be 
configured  to  support 
a  maximum  of  192  ports  and  can 
accommodate  1,000  to  16,000 


tions.  SystemView  is  IBM’s  series 
of  integrated  management  prod¬ 
ucts  designed  to  help  users  man¬ 
age  multivendor  enterprise  nets. 

These  distributed  agents  are 
based  on  IBM’s  recently  an¬ 
nounced  Common 
Agent  Architecture, 
which  is  aimed 
at  helping  network 
administrators  more 
easily  manage  desk¬ 
top  devices  (AW, 

Sept.  18,  page  1). 

The  architecture  is 
based  on  the  Desk¬ 
top  Management 
Task  Force’s  Desktop 
Management  Inter¬ 
face  (DMI)  and 
includes  an  SNMP 
mapping  component  that  lets 
users  combine  existing  SNMP 
data  with  new  DMI-compliant 
device  information  on  a  single 
management  console. 

Being  able  to  integrate  SNMP, 
DMI  and  application  manage¬ 
ment  information  on  one  screen 
would  be  a  boon  to  users  frus¬ 
trated  at  having  to  buy  different 
products  to  manage  pieces  of 


MAC  addresses,  making  them 
better  for  connecting  hubs  into 
switched  workgroups. 

Of  Cisco’s  competitors,  3Com 
Corp.  also  offers  a  fast  Ethernet 
version  of  its  LinkSwitch  at  prices 
comparable  to  those  of  FastLink. 

Bay  Networks,  Inc.  does  not 
have  a  comparable 
desktop  offering, 
but  analysts  expect 
the  company  to  ad¬ 
dress  this  area. 

Cisco  will  com¬ 
pete  more  heavily 
with  3Com  in  this 
space,  given  that 
Cisco  is  moving  ag¬ 
gressively  to  pump 
its  low-end  prod¬ 
ucts  through  indi¬ 
rect  channels  that 
have  been  a  pipe¬ 
line  for  3Com  gear 
for  years,  said  Eric 
Hindin,  program 
manager  for  mar¬ 
ket  research  at  The  Yankee 
Group  in  Boston. 


their  enterprise  environments. 

“We  have  to  be  able  to  do 
much  more  than  just  tell  if  an 
application  is  up  or  down  — 
application  management  is 
more  complex  than  that,”  said 
Michael  Erlinger,  a 
member  of  the  tech¬ 
nical  staff  in  com¬ 
puter  systems  re¬ 
search  at  The  Aero¬ 
space  Corp.  in  El 
Segundo,  Calif. 

The  application 
management  tools 
IBM  is  working  with 
will  help  bring  main¬ 
frame-like  capabili¬ 
ties  to  the  distrib¬ 
uted  world,  said 
Anura  Guruge,  an 
independent  analyst  in  New  Ips¬ 
wich,  N.H. 

IBM  also  intends  to  use  its 
agent  technology  to  develop 
other  applications  that  will  sim¬ 
plify  users’  lives.  For  example, 
since  IBM  agents  will  run  on 
Microsoft  Corp.,  Novell,  Inc., 
Digital  Equipment  Corp.  and 
Sun  Microsystems,  Inc.  plat¬ 
forms,  it  will  be  easier  to  distrib- 


Grand  Junction  customers 
welcomed  the  acquisition,  view¬ 
ing  it  as  Cisco’s  endorsement  of 
Grand  Junction’s  direction. 

“There’s  always  a  potential 
drawback  that  larger  companies 
will  take  away  the  entrepreneur¬ 
ial  spirit  [of  the  acquired  firms]. 
But  fast  Ethernet  will  probably 
continue  to  evolve  because  the 
big  boys  are  now  focused  on  it,” 
said  FastLink  user  Jerry  Zickrick, 
IS  director  at  ProBusiness,  Inc.  in 
Pleasanton,  Calif. 

Zickrick  said  he  believes  Cisco 
will  help  take  his  company  into 
enterprisewide  switched  virtual 
networking. 

Following  the  blueprint 

Indeed,  in  keeping  with  its 
CiscoFusion  blueprint,  Cisco  will 
add  elements  of  its  Internetwork 
Operating  Systems  software  to 
the  FastLink  switches  to  give 
them  the  switching  and  routing 
intelligence  required  in  new  vir¬ 
tual  LAN  environments. 

Cisco  also  has  ahead  of  it  the 
task  of  making  sure  its  customers 
can  manage  all  its  switches,  rout¬ 
ers  and  remote  access  products 
under  a  common  network  man¬ 
agement  scheme.  Some  of  that 
work  has  already  been  done. 

Grand  Junction  will  become 
the  desktop  division  of  Cisco’s 
workgroup  business  unit.  The 
acquisition  is  expected  to  be 
completed  by  the  end  of  this 
month.  ■ 


ute  software  across  multivendor 
environments  than  it  is  today 
with  NetView  Distribution  Man¬ 
ager,  Cole  said. 

On  the  application  develop¬ 
ment  front,  IBM  said  it  will  be 
extending  its  MQSeries  product 
to  link  with  SAP  AG’s  cli¬ 
ent/server-based  R/3  software. 
This  will  enable  customers  to  link 
data  in  SAP  and  other  applica¬ 
tions,  something  that  could  not 
be  done  easily  before,  said  Steve 
Craggs,  senior  manager  of  IBM’s 
MQSeries  business.  ■ 

COMMENTS? 

See  “How  to  reach  us  "on  page  5. 


“We've  acquired  a 
company  that  is  able 
to  go  to  the  desktop.” 

John  Chambers,  Cisco 
CEO  an  d president 


“The  inability  to 
manage  client/ 
server-based  appli¬ 
cations  is  the  single 
biggest  inhibitor  to 
developing  and 
deploying  them, 
Cole  said. 
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_ Back  to  Reality _ 

AT&T’s  second  breakup  proves 
that  bigger  is  not  always  better 


In  an  interview  nearly  two  years  ago,  John  Zeglis, 
AT&T’s  senior  vice  president  and  general  counsel, 
said  the  company’s  divestiture  in  1984  was  a 
painful  but  necessary  cold  shower.  “AT&T  has  come 
out  of  the  past  10  years  in  fighting-trim  condition,”  he 
said. 

That  overoptimistic  comment  came  amidst  industry 
euphoria  about  the  conver¬ 
gence  of  computers  and  com¬ 
munications. 

A  few  weeks  ago,  Robert 
Allen,  AT&T’s  chairman  and 
CEO,  owned  up  to  the  fact  that 
the  strategy  was  flawed. 

In  a  memo  to  AT&T  employ¬ 
ees,  he  said  the  cost  of  man¬ 
aging  a  vertical,  integrated 
company  offering  products 
and  services  was  too  high.  Min¬ 
utes  after  Allen  E-mailed  his 
memo  to  AT&T  staffers,  the 
new  AT&T  breakup  was 
announced. 

By  Jan.  1,  1997,  AT&T  will  become  three  indepen¬ 
dent,  publicly  traded  companies:  one  $49  billion  com¬ 
munications  and  financial  services  firm,  one  $20  billion 
communications  systems  vendor  and  an  $8  billion  com¬ 
puter  manufacturer,  all  based  on  1994  revenue. 

Breaking  up  is  hard  to  do 

The  contrast  between  the  first  and  second  breakups  is 

startling. 

Divestiture  One  started  on  Jan.  1,  1984.  It  generated 
fear  and  uncertainty.  Nearly  a  decade  later,  Zeglis 
likened  the  process  to  dismantling  a  747  “while  it  was 
flying  and  putting  it  back  together  without  anything 
crashing.” 

AT&T’s  first  divestiture  worked.  The  company 
avoided  prolonged  lidgadon  with  the  Department  ofjus- 
dce,  and  the  breakup  ignited  tremendous  competition 
in  long-distance  services. 

Customers  got  lower  service 
costs  and  better  quality  of  service. 

AT&T  got  a  bigger  market  for 
long-distance  services. 

Divestiture  One  also  caused 
great  internal  corporate  turmoil. 

AT&T  started  the  process  with 
more  than  a  million  employees;  about  60%  were  trans¬ 
ferred  to  the  new  Baby  Bells,  and  AT&T  dismissed 
another  100,000.  Manv  longtime  staffers  still  yearn  for 
the  good  old  days. 

Early  reactions  to  the  second  spin-off  are  different. 
Outsiders  labeled  Allen’s  move  as  bold,  gutsy  and  smart. 
Wall  Street  agreed.  AT&T’s  stagnant  stock  price  jumped 
nearly  11%  the  day  of  Allen’s  announcement,  adding 
about  $9.5  billion  in  market  value. 

Investors  anticipate  that  much  of  the  new  value  in  the 
divested  companies  will  come  from  job  cuts.  Observers 


expect  at  least  20,000  more  jobs  to  disappear  from 
AT&T’s  current  roster  of 302,000  employees. 

Allen  will  stay  on  as  head  of  the  services  company, 
which  delivers  about  80%  of  AT&T’s  annual  profit.  The 
other  two  groups  sport  60%  of  AT&T’s  employees. 
AT&T’s  Global  Information  Solutions  computer  group  is 
a  boat  anchor,  having  hemorrhaged  nearly  $500  million 

in  red  ink  this  year. 

Growing  stagnant 

Allen  admitted  that  AT&T’s 
vertical  integration  operation 
was  too  big  to  manage.  He  did 
not  forswear  bigness  per  se,  just 
the  amalgamation  of  too  many 
big,  disparate  business  units. 
That  complexity  had  stripped 
AT&T  of  its  ability  to  be  nimble 
in  a  fast-paced  industry. 

AT&T’s  admission  has 
important  implications  for 
other  network  vendors  on 
acquisition  binges.  The  strategy  of  vendors  such  as  IBM, 
Cisco,  3Com  and  Bay  Networks  is  to  use  acquisitions  to 
grow  bigger,  largely  to  offer  a  full  product  line  and  to 
compete  worldwide. 

Other  business  sectors,  such  as  health  care,  entertain¬ 
ment,  financial  services  and  utilities,  are  also  following 
this  trend. 

Size  may  be  important  for  worldwide  competition. 
But  bureaucracy  also  promotes  stagnation  of  ideas  and 
innovation.  AT&T  learned  that  the  hard  way. 

Indecent  exposure 

Bigness  also  exposes  bureaucracies  to  competition 
from  smaller,  more  nimble  companies  whose  sales  stories 
are  often  easier  to  understand.  Network  managers  will 
have  to  stay  sharp  to  separate  fact  from  fiction  with  acqui¬ 
sition-oriented  vendors  struggling  to  integrate  new 
prizes. 

When  all  is  said  and  done,  Allen’s 
decision  to  divorce  AT&T’s  services 
group  from  the  manufacturing  and 
computer  divisions  was  his  own. 
Although  it  came  as  a  surprise,  only  he 
knew  the  pains  of  trying  to  run  a  huge 
integrated  firm,  only  he  could  see  the 
cracks  forming. 

An  ancient  Greek  essayist  once  wrote  about  a 
newly  divorced  Roman;  he  was  besieged  by  friends  asking 
about  his  ex-wife’s  shortcomings.  The  Roman  held  out 
his  shoe  and  asked  whether  it  was  not  new  and  well 
made.  “Yet  none  of  you  can  tell  where  it  pinches  me,”  he 
said. 

Allen  deserves  credit  for  admitting  AT&T’s  weak¬ 
nesses  and  choosing  a  new  path. 

Buerger  is  an  Atlanta-based  writer  and  industry  consul¬ 
tant.  He  can  be  reached  at  dbuerger@pipeline.  com. 


David  J.  Buerger 


abend  (n)  1:  abnormal  end  to  a  computer  process  2:  the 
column  that  spares  no  expense  to  bring  you  the  insights 
of  Internet  users  and  otJiei  high-tech  wits 

Surfin’  the  Net 

(Terri  Cutherell) 

So  I  think  I’m  in  the  clear, 
the  boss  is  nowhere  in  sight. 

I  log  on  to  the  Web  and  start  to  surf, 
and  then  my  hair  stands  up  with  fright. 

The  footsteps  coming  down  the  hall 
are  quickening  in  pace, 
there  is  no  time  to  exit, 
no  way  to  save  my  face. 

So  I  press  the  power  button 
and  relax  just  a  bit, 
there  is  no  way  he  can  tell 
exactly  what  I  hit. 

I  act  all  surprised, 
don’t  know  why  my  machine  died, 
“simply  unpredictable  these 
computers  are!”  I  cried. 

“So  we’ll  get  you  a  new  one, 
a  computer  that  won’t  crash,”  he  exclaims. 
Do  you  think  he’ll  wonder 
when  the  new  one  acts  the  same? 


Win95  overhyped? 

( rec.  humor.funny  ) 

Seen  on  the  billboard  outside  The  Cecil,  one  of 
Vancouver’s  “classier”  strip  bars:  If  you  thought 
Win95  was  exciting,  wait  until  you  see  sisters 
Shauna  and  Julia! 

Seen  on  a  sign  held  up  by  a  derelict: 

Will  uninstall  Windows  95  for  food! 


Microsoft  fights  back 

(Live  from  NetWorld+Interop) 

Microsoft  Senior  Vice  President  Jim  Allchin  used  a 
keynote  address  last  week  to  showcase  some  Microsoft 
ads  you  probably  won ’t  see  anytime  soon. 

One  showed  an  Italian  monsignor  taking 
confession  from  a  young  priest.  In  subtitles,  the 
priest  says:  “It’s  been  six  weeks  since  I  backed  up 
my  hard  drive.  I  tried  to  hack  into  the  Vatican 
mainframe. ...But  there’s  more.  I’ve  had  impure 
thoughts  about  that  young  nun  in  the  IBM 
commercial.”  As  penance,  he’s  told  to 
download  three  Hail  Marys  and  log  on  to 
Mother  Teresa’s  Web  site. 

Another  showed  a  woman  walking  along  the 
beach.  Suddenly,  she  stops,  reaches  up  to  her 
hat  and  tears  out  a  fax  page  from  a  slot  in  the 
back  of  the  hat.  “Have  you  ever  worn  a  fax 
machine  on  your  head?  You  will!” 
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Serious 

Storage 

Solutions. 


For  All  Server  Platforms... 

Serious  servers  require  serious  storage. 
Serious  about  fault  tolerance  and 
performance.  Serious  about  capacity 
and  adapting\o  changing  require¬ 
ments.  Serious  about  management  and 
ease  of  service.  Serious  about  saving 
space. ..and  money.  SafeStor/FT  is 
serious  storage. 

MORE  STORAGE  IN  LESS  SPACE. 

SafeStor/FT  consolidates  over  25GB 
of  storage  on  one  SCSI  channel  in  a 
single  rackmount  fault  tolerant  chassis. 
MORE  STORAGE  FOR  LESS  MONEY. 
SafeStor/FT's  configurable  SCSI 
backplane  supports  multiple  servers, 
saving  you  space  and  money. 
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If  you've  got  serious  storage,  server 
or  communication  projects,  we've 
got  serious  solutions.  Call  us  at... 

1-800 ^829 '0550 

UNITED  KINGDOM  ♦  0800591887 
FRANCE  ♦  05908114 
GERMANY  ♦0130815193 


Up  to  12  hot-swappable  Fast  or 
Fast  I  Wide  SCSI  drives 
Dual,  load-sharing,  hot-swappable 
power  supplies 

Redundant,  hot-swappable  cooling  fans 
Environmental  monitoring  and  alert 
Supports  RAID  levels  0,  1,  and  5 
Supports  5'lt ” CD-ROM,  DAT/DLT and 
ultrahigh  capacity  drives 


System  1010 
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SERVER 


SERVER 


SERVER 


SAFESTOR/FT 


SERVER 


SERVER 


One  SafeStor/FT  provides  hot-swappable  storage  for  as  many  as  six  independent  servers, 
at  a  low  cost  per  megabyte. 


Cubix  Corporation  *  2800  Lockheed  Way  *  Carson  City,  NV  89706  *  USA  ♦  Tel  702.888.1000  *  Tel  800.829.0550  *  Fax  702.888.1001 
Cubix  Corporation  Europe  Ltd.  *  One  Hunter  Road  •  Kirkton  South  *  Livingston,  Scotland  EH54  9DH  *  Tel  44.1506  465065  *  Fax  44.1506  465430 
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